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For a practical kitchen 


with a million dollar look 


Give prospective house buyers luxury and effi- 
ciency plus an illusion of extra space—design your 
kitchens around low cost Gold Seal Viny!Tile in 
soft, lovely Bermuda Hues. A modern miracle, 
Gold Seal VinylTile gives you an impressive list 
of selling points. It resists every- 
thing from dirt to acids and al- 
kalis...won’t pit or scar under 
grease. It’s easy to clean and 


Cooperating with 


Better Homes 


and Gardens 
Home for 
all America 


See our products in these 
homes across the country 


are carried right up the wall. Countertops: Pembroke Yellow. 
aunudd | | ues in Gold Seal 


The points of the stars are made simply by slicing tile diago- 
nally. Seafoam White complements Mid-Ocean Blue, and both 


VinylTile 


keep clean...long wearing...resilient, quiet, 
comfortable under foot. Gold Seal VinylTile in 
Bermuda Hues (harmonized for floors, walls and 
counter tops) turns an ordinary kitchen into a 
showpiece. Approved for on-grade installation 
even over radiant heat. Standard gauge, 9” x 9” 
tiles. For samples and technical information 
write: Architects’ Service Department. 


GOLD SEAL Floors and Wails 


Satisfaction guaranteed or your money back. Your Gold Seal dealer is listed under “Lino- 


leum” in your classified phone book. CONGOLEUM-NAIRN INC., Kearny, N. J. 
LINOLEUM +» VINYL INLAIDS » CONGOWALL® « RANCHTILE® + LINOLEUM TILE » VINYLTILE »« VINYLBEST TILE » CORK TILE « RUBBER TILE « ASPHALT TILE 


1.3 million starts in ’55 


Commerce and Labor Depts. forecast big gains for private 


housing, expect dollar outlays to top this year by 13%. 


Total construction volume will rise 7%, government thinks 


The government expects new homebuilding to 
jump 13% next year (in dollar outlays) and 
reach 1.3 million starts. 

In their annual prediction of next year’s 
outlays for new construction, the Commerce 
and Labor Depts. forecast last month that 
new nonfarm homes will account for a whop- 
ping $15 billion in 1955—55% of the expected 
$27.4 billion worth of private construction. 

The big jump in housing, the government 
prophesied, will provide most of the impetus 
it expects will send total outlays for new con- 
struction up another 7% above this year’s 
record levels. The °55 expectation: $39.5 bil- 
lion—up from a currently estimated °54 total 
of $37 billion (which is $3 billion higher 
than the prediction issued last November by 
the two departments). A notable sidelight on 
the growth is that it will stem from increased 
suburban building. 

The boosted figure is interesting on two 
counts: 1) Its size suggests that building will 
provide a balancing quality in the key “pri- 
vate investment” sector of the gross national 
product to offset expected '55 declines in new 
equipment buying and inventory and 2) it still 
does not mean the nation is in danger of oyer- 
building. 


Theory of relativity. Domestic investment 
under the GNP (the other categories are per- 
sonal consumption expenditures, which are 
up, and government spending, which is down) 
depends 50% on construction of all sorts. 
Business inventories and business buying of 


equipment, both of which are declining, make 
up the other 50%. 

The fact that even with record-breaking 
dollar yolumes of construction there is still 


room for expansion in building was neatly put 


last month by Dr. George Cline Smith of the 
F. W. Dodge Corp. in a comparison of the 
present boom and the last great boom in 1927. 
Dispensing with what he calls the “rubber 
yardstick” of dollar-measurement of construc- 
tion and translating today’s rate of construc- 
tion ($36-37 billion) into 1927 dollars, he 
comes up with a figure of $14 billion, only $2 
billion more than the high in the 1920s of 
$12 billion. 


capita in 1927 was just about twice what it is 


Moreover, new construction per 


in 1954, taking cost into account. 


Rent or buy? Less promising were signs 
that slowly but surely a crack is opening in 
the rental market. While new construction of 
rental units has been crippled by recent leg- 
islation, vacancies appearing in existing apart- 
ments in Los Angeles, Houston, certain cities 
in Florida and elsewhere suggested there may 
be enough apartments (except luxury) any- 
way. Louisville, as typical a housing market 
as any and enjoying a building boom. showed 
a 65% increase in rental property newspaper 
ads the first nine months of this year over 
last. Easy or no down payments were pulling 
buyers into the suburbs. Whether or not the 
vacancies—not yet really severe—were in 
more dilapidated buildings had not yet been 
clearly determined, but the trend had started. 


Democratic win will shift committee lineups, 


but housing policy should stay about as is 


\ 
Last month’s national election results should 
not produce great change in Congressional at- 
titudes The Democrats— 
barring upsets in yote recounting—will con- 


toward housing. 
trol both houses and will head up all com- 
mittees. But because so many of the new 
men in power have conservative leanings, the 
balance of power—except in certain specific 
areas—will shift only slightly. 

Most significant change will involve the 
banking committees of both houses, where 
basic housing legislation is shaped. The House 
banking committee lost four GOP members 
—through defeat or decision not to run—and 
one Democrat. When the committee is re- 
organized in January, it will probably be cut 
from 30 to 29 members—16 of whom will be 
Democrats and 13 Republicans. In line for 
chairmanship: Brent Spence of Kentucky (see 
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cut), an amiable, elderly (80 this month) 
party wheelhorse who ran the committee dur- 
ing part of the Roosevelt administration and 
under Truman. 

The Senate banking committee was not 
changed by the election. but the 
caused by the death of Sen. Burnet Maybank 


(OT SiGe) 


Democrat will be added to give the party an 


vacancy 


will have to be filled. Another 
8-7 majority; one Republican will have to be 
bumped—probably Barry Goldwater of Ari- 
zona because he is low man on seniority. 


New directions. The biggest difference 
will be in the chairmanship. When Homer 
Capehart (R. Ind.) steps down in the new 
congress, the man to step up will be Sen. 
J. W. Fulbright (D, Ark.). Fulbright, a 
Rhodes scholar and ex-president of Univ. of 


Arkansas, has occupied himself largely in 
the field of foreign relations. He has a con- 
sistent voting record as a supporter of public 
housing but also has yoted for FHA bills and 
amendments with equal consistency. 

He has gone more deeply into housing on 
a couple of occasions. In 1950 he expressed 
some concern over the 608 program, his view 
being that a program of such liberal financ- 
ing should not be kept on the books very 
long after the post-war housing shortage had 
been relieved. More significant was his stand 
on the much-advertised “middle income” 
housing bill that Sen. John Sparkman (D, 
Ala.) and a number of other Fair and New 
Dealers (and some liberal Republicans) 
were pushing the same year. Fulbright took 
the position that such a bill—its essential 
feature was government underwriting of a 
several-billion-dollar bond issue to finance co- 
operative housing—was ill-timed because of 


its invitation to inflation. At his insistence, 


Time: John Zimmerman United Press 


FULBRIGHT 


SPENCE } 


the Federal Reserve Board—whose opinion 
had been carefully not solicited by the legis- 
lators for fear it would be hostile—was asked 
to testify. Fulbright’s hunch proved correct. 
Fed testimony upset the applecart and the 
bill was buried in the debris. 


Armistice in sight. Under Democratic 
leadership the Senate banking committee is 
expected to let the six-month-old investigation 


of FHA (p. 46) 


authorizing it runs out in February. There 


die when the resolution 
has been some talk of “investigating the in- 
vestigators”—to find out how the mess started 
—but nothing is expected to come of it. 

In other directions, new investigations 
seemed likely. The Democrats have made it 
clear that they will dig into the administra- 
tion’s history of “security” firings. try to find 
patronage abuses. And Sen. Sparkman has 
said he will ask for an investigation of the 
administration’s so-called hard money policy, 
charging that this may have netted banking 
interests some “pretty powerful windfall prof- 
its.’ Among other matters, he wants to ask 
administration officials whether it was really 
necessary to raise FHA and VA interest rates 
to 444% —an old Democratic argument being 
that government-backed mortgages should pay 


stingy interest because of their safety. 


What chance public housing? Public 
housers themselves were. not optimistic about 
getting their program revived. A more lenient 
attitude toward it will result from the ex- 
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change of chairmen on the two banking com- 
mittees—Fulbright and Spence for Capehart 
and Jesse Wolcott (R, Mich.). But influence 
on two other committees, which hold life and 
death power over public housing, swung the 
way of the conservative Southern Democrats, 
who were even less likely than ever to back 
public housing now that the Supreme Court 
school integration decision hinted that public 
housing in the South would soon be of mixed 
racial occupancy, too. 

The House rules committee—through which 
all bills must go to get legislative right of 
way—will be headed by Rep. Howard Smith, 
a conservative Democrat from Virginia who 
detests public housing. And the money group 
—the independent offices subcommittee in the 
House—-will be under Rep. Albert Thomas 
(D, Tex.), who is dead set against public 
housing. 


More steam ahead. Democrats—north- 
ern or southern—have always been less in- 
hibited than Republicans on orthodox federal 
spending. So increased military construction, 
highways and school aid are good bets. On 
housing legislation, prospects are less definite. 
Action to loosen up rental housing is doubt- 
ful. Extension of the FHA Title I repair loan 
program, which runs out in July, promises 
argument. Sen. Capehart has said he will 
oppose continuation if abuses are still going 
on. The Democrats are expected to be a little 
more in fayor, on the supposed premise that 
if the banks take over such insurance they 
would limit credit to their own customers and 
would charge close to 15% rather than the 
approximate 9.4% true interest now charged 
under FHA. Other election news of building: 


» Sen. Homer Ferguson (R, Mich.) was de- 
feated by Democrat Patrick McNamara, who 
for 18 of the last 21 years has been president 
of Local 636 of the AFL pipefitters in Detroit. 
He is also vice president of the Stanley Carter 
Co., contractors, has stated that “the con- 
struction industry is my yocation and con- 
Other 
Congressmen close to building: Paul Schenck 
(R, Ohio), realtor, reelected to the House; 
Joel T. Broyhill (R, Va.) homebuilder, re- 
elected to the House; Mrs. Gracie Pfost (D, 
Idaho), realtor, reelected to the House. 


struction labor is my avocation.” 


» Voters approved some $1.3 billion of build- 
ing bond issues, mostly for schools and hos- 
pitals. Referenda in New York and California 
led the race with $350 for mental hospital 
construction in New York and $200 million 
for public housing and slum clearance and 
a $100-million school program in California, 
plus $175 million for veterans’ farm and home 
loans. A number of communities in California 
pitched in individually on bond issues, includ- 
ing San Francisco, with $5 million for a major 
league ballpark, among other items, and Long 
Beach, with a $32.5 million school issue. In 
Sacramento, a $1.5 million issue to pay the 
city’s share in redeveloping 15 blighted blocks 
did not receive the two-thirds majority neces- 


sary for general obligation bonds. Civic lead- 
ers and officials of the local redevelopment 
agency, however, felt that the city council had 
received enough of a mandate (the vote was 
31,200 in favor and 24,478 against at last 
check, with absentee ballots still uncounted) 
to proceed. The council can approve issuance 
of revenue bonds for the purpose without an 
election and probably will. 


> Frank Lloyd Wright won an election in 
Wisconsin. Madison yoters approved him as 
architect of a long-proposed civic center and 
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auditorium, also approved a bond issue for the 
auditorium and yoted for a site on Lake 
Monona adyocated by Wright. The latter had 
drawn up plans for the spectacular center, to 
be cantilevered over the lake, 15 years ago. 
“IT am immensely encouraged .. .” he said 
after the voting. Ironically enough, the peo- 
ple’s support came only a few days before the 
great architect announced that he would move 
his Taliesin East out of Wisconsin altogether 
(p. 53) because of a court ruling that it was 
not an educational institution and was there. 
fore subject to local taxation. 


New York’s slum fight 


Spurred on by deaths from escaping gas in 
stubstandard apartments, New York moved 
to tighten its multiple dwelling law into one 
of the nation’s stiffest local weapons against 
spreading blight. A new law, personally sup- 
ported by Mayor Wagner, was up for city 
council action, containing prohibitions against 
alterations to the city’s 421,000 old law (pre- 
1901) apartments unless such change would 
upgrade them, rules aganst overcrowding (no 
more than two adults per sleeping room) and 
provisions making it a criminal offense to 
overcrowd tenements. Meantime, it seemed 
likely that City Magistrate John Murtagh 
would abandon the mass hearings on housing 
(Some 9,432 
landlords appeared in court one day a few 


violations he has been holding. 


weeks ago to hear a 10-min. warning on get- 
ting their properties in shape; the Bar Assn. 
protested such mass 


hearings were not 


justice. Deputy Housing Commissioner Ber- 
nice Rogers, struggling with the problem of 
unhealthy living conditions for so many of 
the city’s 450,000 Puerto Ricans, told a mass 
meeting of same that they should try to buy 
low-cost houses in New Jersey and Long Is- 
land. Her suggestion, the New York Times 
reported, was greeted with sarcastic laughter. 


Air-conditioning costs 


With adequate insulation, a central air-condi- 
tioning and heating unit can be operated in a 
small house in any typical US climate for less 
than $150 a year. So says Engineer Frank E. 
Parsons of the National Mineral Wool Assn. 
Parsons last month gave students at the Uni- 
versity of Illinois’ advanced school for home- 
builders these figures on costs of year-round 
heating and cooling for an 1,040 sq. ft. one- 
story, frame home consisting of living room, 
kitchen and dinette, two bedrooms, bath and 


hall: 


Wirnour With 

INSULATION INSULATION 
Atlanta wevaute cate $282.00 $102.80 
Dallas. Sra sces ce 344.50 136.40 
Jacksonville ...... 404.80 133.00 
New York: ted div 246.00 87.20 
Oklahoma City ... 300.48 116.80 
Sta solise tees nsteceere 331.80 121.00 
Pierre, woe 4! s-sae 314.60 115.50 


The statistics came from a study by two 
research associates at Illinois’ college of engi- 
neering—Herbert T. Gilkey and Donald R. 
Bahnfleth. The insulated house had 4” of 
mineral wool in the ceiling and 3” in the side 


walls. With insulation, Gilkey and Bahnfleth 
found a 2-ton conditioning unit would serve in 
all seven areas studied. Without it, five of the 
cities would require a 5-ton «init and New 
York and Jacksonville would need a 7-ton 
unit. Equally vital: shading of windows to cut 
direct sun heat. 

Some other experts are willing to shave 
Parsons’ $150-a-year cost estimate still fur- 
ther. Builder Ned Cole, for instance, figures 
the typical $12,000 to $15.000 house in 
NAHB’s air conditioned village (H&H, Aug. 
*54) can be heated and cooled all year for an 
average of only $100. 


Lumberman bites sawmill 


“The trouble is we are not looking at lumber 
correctly. Lumber is lumber, but it is not 
lumber. It is cell structure.” Julius Stulman, 
wholesale lumber distributor and lumber de- 
pot chief in Brooklyn, N.Y., was one of at 
least two authorities who took exception to 
the Weyerhaeuser Timber Co.’s 20-year 
lumber preview, as prepared by the Stanford 
Research Institute (H&H, Nov. 54, News). 
“Extremely misleading,” said Stulman of the 
report’s conservative estimate of lumber use 
in 1975, added that if the industry could get 
away from “fixed thinking” and get going on 
chemical development “the use of sawmills 
will become obsolete.” (H. Dale Turner of 
Olin Industries, Inc. gave a report to the 
Forest Products Research Society last spring 
concerning the work being done to convert 
wood particles to resin bonded panels.) “I 
say that the lumber industry is wasteful and 
antiquated because it looks at lumber as its 
forefathers did,” said Stulman, “instead of 
understanding that it is a uniform product of 
cells. . . . We will pour the cells into molds 
which can be shaped like chairs or anything 
else we want to make.” 

Meantime, Elizabeth Gordon, editor of 
House Beautiful, decried the report’s report 
that the average dwelling unit will stay at 
about 1,000 sq. ft. from now till ’°75. “I am 
willing to go on record with you, officially, that 
this prediction will prove to be very wrong in 
ten years,” she told directors of the National 
Lumber Manufacturers Assn. in Washington. 
“The people, whose daily life is blossoming, 
are not going to want to live in tiny, boxy 
houses.” (Other NLMA news on p. 53.) 
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Subdivision pinch grows 


Jersey builders joust with communities over ‘arbitrary’ 


zoning rules. Denver developers fear loss of expected 


water. Solutions look hard to achieve quickly 


The pinch of rising land costs and growing subdivision restrictions was really beginning 
to hurt. When President Richard D. Hudson of the New Jersey Home Builders Assn. 
sounded off last month at his state convention, his cry typified the increasing frustration 
many a builder felt over zoning, sites, school shortages—even water shortages. 


Said Hudson: “Arbitarary action exercised 
by local municipalities... has practically stop- 
ped the building of houses under $14,000... . 
We cannot stand by and allow snob zoning to 
deprive citizens of the privilege of owning 
homes, regardless of size. It is not uncommon 
for municipal officials to zone against the very 
type of home they themselves now occupy. .. . 
We must find some means to stop municipali- 
ties from establishing unreasonable subdivi- 
sion regulations. There is absolutely no sense 
in requiring the thickness of pavement in the 
average subdivision, that only contains resi- 
dential side streets, to be half again as thick 
as our main state highways, as there isn’t any 
good reason for requiring a lot to have a 
frontage of 120’ when the area is completely 
surrounded by lots 60’ wide, or that all streets 
shall be completely finished before a build- 
ing permit is issued, only to receive heavy 
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trucking during construction. .. . 


Problem of brainpower. Builders’ cur- 
rent problems in New Jersey date from Janu- 
ary, when a new Planning Act which home- 
builders helped to draft went into effect. Its 
aim was laudable: prevent hodgepodge land 
development, bad street layouts, bad site im- 
provements which were threatening much of 
the Jersey countryside with future blight. The 
law empowered municipalities to create plan- 
ning boards to control subdivisions (or exercise 
the powers through the local governing body). 
The difficulty, as Builder Counsel Alexander 
Feinberg explained, is that “because many 
towns feel they are defending themselves from 
future economic disaster from the school and 
community facility costs that home develop- 
ment might necessitate, they've imposed zon- 
ing legislation that blocks the developer.” 

Where they might have least expected it, 
the Jersey builders got encouragement. The 
chief drafter of the law urged them to take 
municipalities into court if their planning re- 
quirements seem unreasonable. Attorney Fred 
Stickel pointed out that because a Jersey 
court has upheld a 768 sq. ft. minimum house 
size in the village of Lionshead Lake, it did 
not mean that another city could make a 
2,000 sq. ft. minimum stand up in court. Said 
he: “The sq. ft. area has got to be reasonable 
and in keeping with the community. . .. The 
difficulty is we’ve got a job of educating these 
planning boards .. . to the point where they 
know what they’re doing.” 
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One key case is already on file in Burling- 
ton County court. Firth & Goodley Homes 
contend the Cinnaminson Township zoning 
board and town committee are “‘unreason- 
able” in requiring one-acre plots. The area, 
mostly farms, has no great market for the $25,- 
000 homes builders say one-acre plots would 
involve. Jersey builders also are urging the 
state itself to set down some standards of 
reasonable planning requirements to guide 
local zoning boards. 

Another problem, noted by ex-NAHB Presi- 
dent Manny Spiegel of New Brunswick, N.J.: 
“In most cases we’re obligated [for site plan- 
ning] to use a township engineer—or we en- 
counter delaying tactics. In many cases, he’s 
incompetent.” 

Difficult a hurdle as they are, zoning re- 
quirements shrink to pint-size beside the 
school problem confronting more and more 
US builders. The suburbs—where nearly all 
new homes go up—are already short of 
schools. Each home is likely to add a couple 
of kids to the classroom load, but pays less 
municipal taxes than it costs the average city 
for supporting facilities and education. The 
University of Connecticut recently surveyed 
the net loss per house per year in three Con- 
necticut suburban cities: $54.19 in Hamden. 
$62 in Manchester and $46.13 in Winsor. 

As Asst. 


State Education Commissioner 


Kenneth Woodbury told New Jersey builders 
last month, two-fifths of Jersey’s 560 school 
districts already have reached the limit of 
legal bonded indebtedness to finance more 
building. His solutions: 1) put the state’s 
credit behind local school bonds to cut the 
high cost of school financing in some districts 
(range: 1.7 to 3.6%) ; 2) emergency state aid 
for some impoverished school districts. (Cali- 
fornia meets this problem by 30 year state 
loans to school districts which have reached 
95% of their bonded debt limit, to permit 
building up to 55 sq. ft. of classroom per child. 
If a 3 mil realty tax does not repay the loan 
in 30 years, the balance becomes a grant.) 


Are school fees just? The high cost of 
schools (one pertinent question is whether 
educators are demanding palaces beyond the 
means of their communities) has led not a few 
towns to suggest homebuilders collect a school 
fee from their buyers, turn it over to the 
town for schoolbuilding. “Absolutely illegal 
in New Jersey,” cautions Lawyer Stickel. 
Builder 


pointed out to a recent builder-school official 


Moreover, as Rodney Lockwood 
huddle in Detroit, such a set up would mean the 
home buyer is being taxed twice, once when 
he buys and again in his general realty tax. 

NAHB Economist Nat Rogge argues that 
paying a school fee amounts to surrendering 
the benefits of the new market tapped by the 
54 Housing Act. Rogg figures the new market 
consists of the 3.3 million US people who have 
between $1,000 and $1,500 in cash, plus the 
$2.8 million who have from $1,500 to $2,000 
cash (according to Federal Reserve statisti- 
Considering all this, NAHB leaders 


have decided to campaign “to resist special 


cians). 


levies and adhere to the principle that re- 
sponsibility for public education and facili- 
Mak- 


ing this stand stick, however, could touch off 


ties belongs to the entire community.” 


major battles over municipal tax practices. 
Consolidation of school districts would help. 
Around Detroit, for instance, there are 150 


Fresh trouble besetting housing developers was 
easy to find last month across the nation. Two 
of the worst cases also typified the problems: 


In Denver, the Colorado State Supreme Court 
stunned developers by ruling, 5-4, that the city 
has no claim on water from the Blue River. The 
river, west of the jagged continental divide, is 
considered the only feasible source of water to 
keep Denver expanding after the mid-sixties 
(currently its population is surging 5% a year 
and the city is amidst a housing boom). Builders 
immediately began cutting hack. Contractor Del 
Webb, who was planning a $100 million devel- 
opment of 6,000 homes and expecting to tie into 
Blue water, said he might have to pull out. 
Feeling against the decision ran so high that 
Chief Justice Mortimer Stone, who wrote the 
majority decision, was overwhelmingly defeated 
for re-election a month later. This might lead 
the court to reverse itself on a rehearing sought 
by the city water board. Gov.-elect Ed Johnson, 
popular on both the water-shy east slope of the 
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Rockies (where 80% of Colorado lives) and on 
the well-watered west slope, said he could work 
something out. Builders crossed their fingers, 


St. Clair Shores, a Detroit suburb where the 
volume of building nearly doubled this year, 
banned residential building entirely for some 
three weeks. Mayor Thomas Welsh, a real estate 
man himself, blamed the moye on “the critical 
lack of public facilities, especially schools.” Un- 
der pressure from the building industry, the city 
lifted the ban in mid-October but almost doubled 
the cost of building permits. It adopted a unique 
ordinance giving the council the power to sus- 
pend issuance of permits again if it finds public 
services are inadequate for new building. Under 
the doubled fees, the cost of a permit for a 
$10,000 home jumped from $78 to $141. The 
council ruled some 500 applications made while 
the ban was on would have to be refiled under 
the higher fee (meaning about $35,000 more for 
the city). Homebuilders were studying whether 
to fight this in court. 
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OF YEAR 'ROUND AIR CONDITIONING 


—CHRYSLER AIRTEMP 


SEM Your building St 


Wherever you build, Chrysler Airtemp has the just right heating 
in a broad line of easily convertible gas and oil-fired furnaces. 
Here’s refrigerated cooling that’s right for your site, too... 
equipment that uses water or waterless equipment that uses 
only air and electricity. 


EERE four Guilding | 


Choose from compactly designed furnaces for attic, utility room, 
closet, crawl space, garage or basement. Companion cooling 
units for installation in a variety of ways. Can be built in 
without taking up any living area floor space. You can even 
put the condensing unit outside the house! 


BEB Your building Qudpt | 


Competitively-priced furnaces in every capacity. Project models 
for lowest-cost homes. With Chrysler Airtemp waterless, all- 
electric summer cooling, you save through elimination of plumb- 
ing and cooling towers. 


Year "Round Air Conditioning “built in” can be your biggest 
selling help. But select yours from The Buzlder’s Line to meet 
all of your requirements most completely and most economically. 
Phone your Chrysler Airtemp Dealer (he’s in the Yellow Pages) 
or write Airtemp Division, Chrysler Corporation, Dayton 1, Ohio. 
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school districts, but only 105 building permit 
issuing offices. One result: little advance plan- 
ning by schools on what suburban develop- 
ment will do to them. 


Road to regional government. School 
district consolidation points along the road to 
a broader solution which such experts as 
Architect Harry Weese call the “logical an- 
swer.” It is metropolitan government—a step 
which so far has been tried only by Toronto, 
Canada Toronto-brand metropolitan govern- 
ment, a semimerger in which suburbs retain 
their identity, government and civic jobhold- 
ers, is a more politically palatable answer to 
the need for regional planning than outright 
annexation. The situation in Massachusetts 
up the impossibility of solutions 
Reported House & 
Home’s Boston correspondent: 


points 
through. annexation. 


“Annexation could help to pull the communities 
together into a cooperative working unit, but the 
suburbs want nothing to do with the high taxes 
and rackets long associated with Boston’s govern- 
ment. It will take 50 years of good government in 
Boston to bring outlying communities to vote in 
favor of cooperation.” 


Will land pooling work? Increasing com- 
munity acceptance of the idea of balancing 
new housing with new industry is helping 
smooth the way to housing development in 
some cities. So is wholesaling of land by big 
developers (and more and more housing is 
going into BIG developments as the nation 
exhausts its supply of developed sites). Coop- 
erative land buying has cut construction costs 
for builders who tried it in Milwaukee under 
guidance of Rite Realty Co. But many experts 
are skeptical that this will work generally. 
Says Vice President Skee Taubin of Long 
Island’s Trylon Realty Co.: “In these land 
transactions, nine times out of ten a purchase 
money mortgage is taken back. The farmer 
doesn’t want to accept a mortgage with three 
names on it.” 

Land cheap enough for a $10,000 house is 
receding from the edges of cities faster than 
highways cut commuting time. Around Hicks- 
ville. not far from Long Island’s Levittown. 
raw land sold for about $1,100 an acre in 
1948. Today, says Builder Leonard Frank. the 
price is about $10,000 an acre. So the $10,000 
house goes up in Centereach, 60 mi. from 
Manhattan. Centereach has such a classroom 
shortage that it leased ten new homes from 
K. K. W. Construction Corp. for temporary 
schools use this year. 

Despite the increasing difficulty of doing so. 
builders were being urged by top federal hous- 
ing men to build more low-price homes. This 
puts the homebuilding industry in the position 
of being tugged in opposite directions —toward 
low-cost housing by the federal government, 
toward high-price housing by local govern- 
ments which cannot afford low-cost housing 
now that the federal government grabs so 
much of the nation’s tax dollar. If private 
industry cannot put up low-cost homes, build- 
ers fear the government will step in with 
public housing. 
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Savings and loan groups, spurred by easier 


FHA terms, seek approval for 90% loans 


A group of savings and loan men are urging 
the federal Home Loan Bank Board to start 
insuring 90% mortgages for savings and loan 
associations. 

The idea springs from S&L efforts to get 
themselves—and perhaps other conventional 
lenders—into the high percentage mortgage 
loan field now that the new Housing Act has 
so greatly liberalized FHA terms. Unless 
some sort of scheme to make S&L conven- 
tional loans more competitive can be worked 
out, many .a savings and loan executive 
faces the distasteful prospect of expanding 
his FHA portfolio (H&H, Oct. °54, News). 

The plan—still in the preliminary discus- 
sion stage—would have important differences 
from FHA mortgage insurance. The HLBB 
is being asked to insure only the riskiest 
10% part of each loan. Federal S&Ls—there 
are some 1.600 of them—already have power 
to lend up to 80% of appraised value on a 
house for 20 years. The new scheme would 
empower them to lend up to 90%. It also 
calls for pooling the 90% mortgages (a la 
FHA Title I repair so the 
hoard need not create FHA-style red tape 


loans) bank 
and a staff of appraisers and underwriters. 
Many details, like how much the insurance 
premium should be and 
against mortgaging out, are still unsettled 
in the minds both of bank board officials 


what safeguards 


and ‘sponsors of the new plan. Any such 
set up would require a law from Congress. so 
the outlook is for no immediate action. 
Another way to keep savings and loans in 
the running for loans—this one already dis- 
cussed by the Home Loan Bank Board— 
might be to permit federal S&Ls to lend up 
to 90% conventionally, and also extend the 
maximum amortization from 20 to 25 years. 
Sources close to the board said last month that 
indications were the board leaned toward 
approving this set up, but how soon was hard 
to tell. 


sion to make 90% conventional loans would 


Some board members feel permis- 
require new safeguards. Samples: a limit— 
perhaps 15%--on how much of an institu- 
tion’s portfolio could be in 909 loans. an af- 
fidavit from the borrower certifying he really 
has a 10% investment in the house involved. 


Merger of savings & loan 
leagues strikes new snag 


More than a year’s joint effort toward merger 
by committees of he US Savings & Loan 
League and the National Savings & Loan 
League was stalemated once again last month 
when US executives gagged over a veto power 
suggested by the National committee. 
Directors of the big US League (close to 
four times the size of the National) voted in 
Los Angeles to reject last minute amendments 
to the joint merger agreement offered by the 
National League. At its own meeting last 


month, National asked that any four of the 
seven members it had been promised on a 
unified, 22 man executive committee be given 
the power to veto actions of the entire commit- 
tee on such matters as hiring a director and 
firing any National employees taken into the 
joint management group. 

“A slap in the face,” commented Henry 
Bubb of Topeka, chairman of the US League’s 
unification committee. “Four persons shouldn’t 
be permited to override our 15 executive com- 
mitteemen chosen through our state leagues. 
... Tm allergic to a veto power... .” 

Bubb, in his report to the directors, main- 
tained that his men and representatives of the 
National League had worked for unification 
and were sincere in wanting it. His commit- 
tee’s argument against the suggested new pro- 
visions for the all-but-adopted agreement was 
that they would give a minority group in the 
merged organization too much power. There 
a chance the might go 


Under the 


worked out by commitees for the two leagues, 


was. still merger 


through. unification agreement, 


the merger can be approved through Dee. 31. 
The leagues had a few weeks of grace. 


New FHA Sec. 222 attracts 
soon-to-retire servicemen 


Several times amidst this season’s flood of 
FHA applications, Norman 
Mason has philosophized that Americans are 


Commissioner 


quick to sniff out a bargain. Last month. by 
the time FHA and the Pentagon had labored 
out the rules for FHA’s new Sec. 222 for 
military housing, bargain-hunters were on the 
scent. Mason said his ofhce was “flooded” with 
inquiries from servicemen who will retire in 
three or four years. 

Their interest was easy to explain: Sec. 222, 
a creation of the last Congress. offers the most 
attractive terms in the 1954 Housing Act. It 
lets men in the armed forces buy an $18,000 
house (new or old) with a 95% mortgage 
(above $18,000, the price must be added to 
the down payment). Still better, the armed 
forces (and the taxpayers) will pay the 4% 
FHA insurance premium. 

FHA intends to confine Sec. 222 to areas 
of long term marketability. This will rule out 
isolated military bases and static areas. To 
get a Sec. 222 house, a serviceman must have 
been on duty at least two years and must get 
his commanding officer to send FHA a certifi- 
cate that he needs housing. The Pentagon 
will require him to live in it when built, unless 
he is transferred. 

One big advantage to builders eyeing this 
new market is FHA’s intention of imposing no 
arbitrary rule that Sec. 222 homes be cheek 
by jowl with a military base. FHA officials 
are inclined to see the entire Washington, 
D.C. area, for instance, as a reasonable place 
to live for a men stationed there. 


45 


46 


PRESIDENT EISENHOWER, endorsing ACTION at its kickoff lunch, got off 
one of his better wisecracks, 


are, after all, supposed to fade away. 


Turning to Maj. Gen. Frederick A. Irving 
(ret.), who is ACTION president, the Chief Executive said: ‘‘Old soldiers 
We just seem to reappear.’’ 


tary Hobby. 


SHARING THE LAUGH with the President were (right of rostrum) Gen. Irv- 
ing, HHFAdministrator Albert Cole and Health-Welfare-Education Secre- 
Eisenhower also remarked he thought ACTION ‘‘worked 
up the initials and then worked out a title to go with the initials.’’ 


President gives slum-fighting council warm send off 


ACTION attack on neighborhood deterioration is ‘a job 


that must be done,’ says Eisenhower. HHFA’s Cole warns 


replanning of cities, relocating minorities is vital 


The American Council to Improve Our Neigh- 
off last 
month with the warmest endorsement Presi- 


borhoods had its inaugural send 
dent Eisenhower has yet given to any group 
in housing. 

At the council’s kickoff lunch in Washing- 
ton’s Mayflower Hotel, the President said: 
“This group seems to represent, to me, much 
more definitively and much more emphatically 
than do most, almost the philosophy of govern- 
ment by which I try to live: that federal 
government has certain functions, but that 
federal government, or any other government 
of the kind that we have. can succeed only as 
the locality and as the individual citizen does 
his full part and seeks ways of organizing and 
combining together to do his part collectively 
and locally. ... 

“So, with the million houses, I am told, 
becoming slums each year, to find the local 
people undertaking to do something about this 
to stop this kind of economic deterioration, is 
very wonderful.” 


‘Job that must be done.’ The council— 
it expects to be known by its initials, ACTION 
—is a national nonprofit. nonpolitical citizens’ 
group aimed at improving US living condi- 
tions by removing slum conditions and by 
rehabilitating and conserving neighborhoods 
facing or threatened with blight (H&H, Noy. 
*54, News). 


that must be done,” because, among other 


Eisenhower called this “a job 


reasons, slums cause “the erosion of the 
decency and the dignity” of people who live 
in them. “For the work you are going to do,” 
said the President, “my profound gratitude.” 
Some 200 of the nation’s top people in 
housing (everybody from Washington Banker 
Frank Addison to Realtor Bill Zeckendorf) 
heard Ejisenhower’s 2-min., off-the-cuff talk, 
then downed hearts of lettuce salad, chicken 
and a parfait and listened to Presidential Aide 
Gabriel Hauge and HHF Administrator Albert 
Cole give thoughtful analyses of how they hope 
ACTION will help to stem the sweep of blight 
over US cities. 
Said Hauge: “There 


is a paradoxical 


quality in the position of the American city of 
today. . . . Our cities are preeminently the 
.. Yet we 
have been embarrassingly backward in apply- 
ing to the improvement of our cities them- 


product of technological progress. . 


selves the technological and organizational 
efficiency that has brought such rich rewards 
in industrial and agri- 
cultural production. In 
this paradox lies the 
challenge tnat makes the 
formation of ACTION 
the exciting event that it 
is... . Only in applying 
to the task of improving 
our cities the same tech- 
nical and organizing 
skills that have brought 


HAUGE 


progress in all other as- 

pects of our economy can we make real head- 
way in the right against urban blight and 
neighborhood decay. . . . We cannot hope to 


make satisfactory progress in the solution of 


our perennial housing problem unless we can 
somehow master the problem of the aging 
structure and the declining neighborhood. In 
these pockets of decay we can easily lose all 
or more than what we gain by new construc- 
Lion Aen 


‘New ally’ against blight. Cole called 
ACTION a “significant new resource and a 
new ally” in the urban renewal objectives of 
the new Housing Act. He warned that results 
hinge on joint efforts of industry, government 
and public and national leadership make the 
public understand how slums can be pre- 
vented and cured. He stressed that neither 
public housing, nor “paint-up, fix-up cam- 
paigns” alone have done the job. 

Attacking blight at its roots, warned the 
housing administrator, will require replanning 
many a US city to give it “more elbow room 
for industrial and business expansion, for 
public and community facilities, for traffic, 
public services, and recreational and cultural 
requirements.” He also warned: “If we get rid 
of the blighted areas where the larger part of 
our minority families live, we are going to 
have to take down some of those no-trespass- 
ing signs in wholesome areas and enable those 
families to live in good homes and healthful 
neighborhoods. . . .” 


FHA probe halts after six months, 5 million 
words; 35 ‘windfallers’ get off blacklist 


The probe was over. 

Six months and 5 million words after Guy 
Hollyday was booted out last May, Chairman 
Homer Capehart (R, Ind.) of the Senate bank- 
ing committee announced that he was going 
to Rio and there would be no more investiga- 
tion until January. 

No question but that more ‘investigation 
needed to be done, according to the senator 
(“We only scratched the surface”), but for 
the time being—and in light of the fact that 
the Democrats last month gained control of 
both houses (p. 41)—-there would be a short 
pause for an interim report. 

Tales from the investigatory woods were 
waltzed all over the nation during the cam- 
paign. Postmaster General Summerfield an- 
nounced in Knoxville, Tenn. that the housing 


loan program was “the biggest scandal this 
country has ever known.” In California, Vice 
Nixon said it was “the biggest 
scandal in America’s history,” added that “We 


President 


are just now beginning to learn the shocking 
truth of who the rascals were and how bad 
they were.” 

No doubt these shocking truths were still 
hazy to some. Capehart reported his commit- 
tee had seen 1,200 witnesses and taken 25,000 
pages of testimony. (And expenses had been 
only $143,689.76.) But until some sort of 
order was made out of the questions and 
answers, the results were unclear. Capehart 
said he would sit down with Sen. Fulbright, 
his successor, and discuss how the interim re- 
port would be compiled. It was expected the 
middle of this month (the full report would 
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not be ready until next year) and an intrigu- 
ing question was whether one report would be 
prepared or whether the Democrats, in their 
new graduation from minority to majority, 
would force Capehart to relegate his findings 
to a minority position. 


No list at all. FHA continued to insist last 
month that its so-called black list that had 
been noised around as prohibiting several 
score alleged 608 windfallers from doing any 
more FHA-insured business was really no list 
at all, simply a practice that might be called 
“temporary suspension of processing,” which 
applied to all builders being investigated. 
Local offices were to call headquarters to check 
before processing a loan. But since no one 
was sure who was being investigated, the field 
was wide open. The Justice Dept. and HHFA 
were mixed up in the process of casting blame 
here and there. Latest news was that 35 com- 
panies and/or mortgagors (officials would not 
say which) had been freed from “suspension 
of processing.” The total on the “list” had 
been 308 companies and less than 100 mort- 
gagors. Other developments: 


> HHFAdministrator Albert Cole announced 
that action had been taken to recover windfalls 
totaling nearly $7 million on five 608 projects 
in six states. Presidents of the corporations 
had been directed to call meetings of preferred 
stockholders (of which FHA is one in all 
cases) to elect new directors and get possible 
charter defaults (allegedly operating to the 
harm of the tenant) corrected. The projects: 
Farragut Gardens, Brooklyn, N. Y.; Beverly 
Manor, Columbus, O.; Clifton Park Manor, 
Wilmington; Baldwin Gardens Co., Los An- 
geles, and Billy Mitchell Village, San An- 


tonio, 


> Sen. John Sparkman (D, Ala.) who ap- 
parently will take over the housing subcom- 
mittee of the Senate banking committee, said 
the investigation has “not been very realistic to 
date” and has been conducted “with one eye 
cocked on the political situation.” 


FHA gains a trifle on its 
big backlog of applications 


FHA began to gain-on its unprecedented 
backlog of applications last month. It was a 
slow advance, however. 

The agency began September with 53.000 
backed-up mortgage insurance applications, 
ended the month with some 65,000. By the 
end of October, officials figured, the pile-up 
was cut only about 5,000; another 59,000 ap- 
plications poured in on FHA during the month 
—an October record. Predictions that the 
squeeze would be ended by Christmas were 
being heard no more. 

Most helpful of the four emergency moves 
FHA made in October to ease the log jam 
(H&H, Nov. ’54, News) was its order to 75 
field officers to work overtime and Saturdays. 
Some offices said staffers were doing three 
normal days’ work on Saturdays with office 
doors locked and no phone calls. 

Fee appraisers were being used sparingly. 
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Builders and realtors shied away from pay- 
ing both the private appraiser’s fee and the 
regular FHA $20 appraisal fee, too. Most 
builders seemed afraid of the “conditional- 
conditional” commitment—under which FHA 
architects would check builders’ plans against 
minimum property requirements and then 
issue a commitment with valuation left blank 
until underwriters got round to it later. 
Despite revisions, FHA’s appraisal delivery 
clause still was causing trouble. Now that 
FHA had responded to industry pleas by 
permitting sellers to insert their own guess 
at FHA appraisals (H&H, Nov. 54, News) 
and to let a sales contract be binding if the 
actual appraisal turns out no higher, a few 
realty men were “estimating” the FHA ap- 
praisal on a house at only $1. 
Warned one NAHB local last 


“Such a practice constitutes a clear evasion 


month: 


of both the spirit and the letter of the law 
and will be so treated by FHA.” Commissioner 
Mason warned that if estimated appraisals are 
not within the bounds of plausibility, FHA 
will tighten up its regulations again. 


Gas, electric power fight 
for air conditioning market 


The air-conditioning industry is the next bat- 
tleground for the fierce war of the fuels: elec- 
tric power v. gas. 

Traditionally, the fuels (gas, oil and coal) 
have monopolized space heating while electric 
power has dominated refrigeration. But, said 
Gas Appliance Maker Sheldon Coleman in a 
speech at the American Gas Association con- 
vention in Milwaukee: “The electrical indus- 
try is mobilizing all the power at its command 
to take on, not just the summer cooling load, 
but the winter heating load as well... . We 
are moving into one of the most epic struggles 
in which any two major industries have ever 
engaged.” 

Major weapon of the electrical industry in 
its fight to corner the heating-cooling market 
is the electric heat pump. Electric appliance 
men hope to boost heat pump sales to a mil- 
lion units annually. Coleman’s advice to gas 
men: spend $1 million in four years to develop 
a competitive heat pump. 


Public housers try to cut costs, gain favor 


in small towns with single-family prefabs 


With their program crippled by the will of 
Congress, public housers are taking steps much 
like any manufacturer whose buyers are start- 
ing to desert him: they are trying to improve 
the product. 

A midwestern experiment with single-family 
prefabs, public housers hope, may hold some 
of the answers to criticism of typical projects 
as “too institutional.” They are even more 
hopeful that prefabbing will enable them to 
build cheaper; some local housing authorities 
have run into prohibitively high costs in re- 
cent months. 

William E. Bergeron, director of 
PHA’s Chicago office: “Use of prefab houses 


Says 


is radical. A whole project of single-family 
houses in the low-rent program is revolution- 


” 
ary. 


$5,000 a unit cheaper. The “revolu- 
tionary” experiment was undertaken by the 
Calhoun County Housing Authority in south- 
western Illinois. Confronted by bids on con- 
ventional row houses of some $10,875 a unit 
(36% above estimates), the authority bought 
34 “Cadet” models from National Homes— 
22 for Hardin (pop. 929) and 12 for Kamps- 
ville (pop. 437). Cost: an average of about 
$6,000 including $800 of extras to meet PHA 
requirements* (sample: added storage room 


on four-bedroom models). By comparison, 


* Washington PHA officials put the total develop- 
ment cose at $9,896 per unit in Hardin, $10,863 
in Kampsville, including site acquisition and de- 
velopment, some $210 worth of equipment per 
house, and contingencies. Negotiated price: $5,958 
at Hardin, $6,024 at Kampsville where room aver- 
age was bigger. Bergeron figured total develop- 
ment cost would have reached $15,000 a unit with 
the conyentional bids on hand. 


Bergeron told the Natl. Assn. of Housing and 
Redevelopment Officials, the average cost of 
all units in 24 other small projects in Illinois 
and Indiana was about $8,000, and produced 
units with a third less floor space. 

The demonstration was carried out (first 
families moved in Oct. 1) under a little known 
provision of the 1949 Housing Act requiring 
10% of federal public housing to be located 
in rural nonfarm communities. 


Maintenance costs. One project, Bergeron 
warned, is not enough evidence to draw a 
broad conclusion that prefab public housing 
will save money. But he insisted that studies 
“indicate that operational costs of these units 
will compare favorably with conventionally 
built projects.” He said the Chicago PHA 
office has come to these conclusions: 

»> Single-family prefabs compare favorably 
with conventional row houses on costs and 
could be used more often outside metropolitan 
fire zones where land costs are not high. 

> Such houses are more compatible to small 
community housing than multifamily build- 
ings. 

> Being more conducive to family living, they 
are more acceptable and tenants will take more 
pride in maintaining them. 

» Being adaptable to use on scattered vacant 
lots, they can be absorbed in the community 
unobtrusively, reduce the expense for new 
utilities and site improvements usually re- 
quired for projects. 

> Construction time can be reduced from eight 
or ten months to three or four months. 

> Single-family houses would lend themselves 
to sale better than multifamily units. 
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Prefabbers seek more dealers; industry 
shoots for 1955 output of 125,000 units 


The nation’s biggest prefabber summed up his current problems in these words last month: 
“The biggest job is not to create a market. but to get enough builder-distributors to 


take care of the markets we've already created.” 


Jim Price was talking above the glass-clink- 
ing at one of the parties his National Homes, 
as host company, gave for convening members 
of the Prefabricated Home Manufacturers In- 
stitute in Elmira, N. Y. Said he: “The trend is 
a single signing sale. It starts out with land 
acquisition and land planning.” 

Comment from his brother, George Price: 
“The biggest bottleneck of all is usable land. 
That and distribution points.” 


What kind of builder? The question of 
who to get to erect and promote their houses 
across the nation was in other minds, too. Pre- 
fabrication was on the march, but it would not 
stay marching without enterprising dealers to 
spread it on the map. “We're not looking for 
a glorified carpenter,’ said one Midwest manu- 
facturer. “We're looking for a builder.” 

The definition of “builder” varied. 

“You'll never get your job done with people 
who are strictly real estate men,” said Paul 
S. Flack, sales manager for Weakley Lumber 
Mfg. Co. of Newark, Ohio. “Multiple selling 
people are the answer. Men who have been 
successful in other lines of business—anything 
in multiple selling.” 

“The conventional builder has never known 
what his costs are,” asserted another prefab- 
ber, “and he never will.” 

“To lick this business you have to know 
your costs before you start developing the 
land,” said Flack. 

“Tt takes business management.”’ commented 
Bob Weakley. “A lot of conventional builders 
don’t have it.” 

Said Jim Price: “We want any description 
of an administrator, planner, businessman— 
the brain that makes the heart beat.” 


Points of the compass. Most prefabbers 
ship their product within a radius of 250 
miles. National Homes ship theirs east and 


west to the coasts, already have 600 dealer 


outlets. With a predicted 50% increase in pro- 
duction in 1955 (“Those Price boys. they 
said another PHMI 


convention), the 


really got ahead of us.” 
member at the company 
wants another 200 dealers, recently placed a 
full-page newspaper ad asking for volunteers. 
“The response dumbfounded us.” said Sumner 
Robinson, new vice president in charge of 
sales for National. “I got 40 long distance 
calls, alone, from top people, including one 
of the richest men in Texas.” 

Hand in hand with campaigns to increase 
their sales outlets is a growing effort among 
prefabbers to supply the dealer with more 
services. “Five years ago it was good work- 
manship and materials.” said Harry Leggett 
of Thyer Mfg. Corp. in Toledo. “Now it’s more 


E) 


servicing in the field that’s challenging the 
prefabbers. Site planning, color scheme, fi- 


nancial aid, processing of paper, advertising 
and promotion. The question is, “What do you 
give them in addition to the product?’ ” 


Prefab v. conventional. Gen. John 
O’Brien, president of PHMI, opened the con- 
vention with a few remarks about whether the 
prefabbers should shoot for “mass or class 
building.” decided that they were “more than 
previously shooting for both.” More arresting 
was his prediction of the future state of home- 
building. “In five years,” said O’Brien. “the 
conventionally-built house as we know it to- 
day in the $15.000 price range will be a thing 
of the past. The publie will not be able to 
afford a conventionally-built home.” The im- 
plication. of course. was that what the public 
would be able to afford was a prefab. 

How many homes will prefabbers turn out 
this year and next? The figure is not precise. 
but this year’s output is generally rated at 
75.000. In °55. a survey by Housr & Home 
indicates, the industry may well reach 125,000. 


HHF Administrator Alber: Cole’s message 
for the convention was that “the largest new 
market for the expansion of private housing 
lies downward in the price scale and in the 
field of minority housing.” (Southwest Ameri- 
can Homes, Inc. in Houston, has been going 
in heavily for minority housing (see p. 55), 
first with FHA 608 and 207 rental units a few 
years ago (for rents of $10 a week), more re- 
cently with privately-financed rentals and some 
more 207s at $14.50 and $16 a week. Vice 
President George Finch said the company had 
put up 150 VA houses ($8.500-9.750) for non- 
whites in San Antonio in the past year). The 
subject of research, standardization and me- 
chanical cost-cutting came up the last morn- 
ing in an industry discussion under chairman- 
ship of Richard Pollman of Detroit. Pollman 
has drawn plans for a complete plumbing- 
heating-wiring wall that he admits is in the 
“Model T stage” but which he would still like 
to see worked on by a manufacturer. Poll- 
man’s package is 744’ square and 16” thick 
and contains, among other items, an 80-gal. 
water tank. “The greatest thing that you can 
say about a thing like this.” he said before 
the meeting, “is that it creates an excitement 
and if produced would give the contractor a 
greater element of cost control.” Plumbing and 
electric men at the round table thought that 
Pollman’s invention as now drawn would be 
expensive to produce. 


Public housing officials pledge their support 


to urban renewal, urge cabinet housing job 


Although some advocates of the urban re- 


newal program established under the new 
Housing Act hope it will cut the demand for 
more public housing, the National Association 
of Housing and Redevelopment Officials re- 
solved to support urban renewal at its conven- 
tion in Philadelphia. 

In its resolutions. NAHRO also declared: 
“We will not stem blight by talk and publicity, 
nor renew cities by seeking to achieve broad 
objectives without adequate means’”—one of 
which, it declared. should be re-expansion of 
federal public housing to 135.000 units.a year. 

NAHRO also recommended creation of a 
“cabinet-rank Department of Housing and 
Urban Affairs” to deal more effectively with 
“the problem of inadequate housing and the 
spread of slums... the most serious domestic 
problem we face.” 

Both retiring President Oliver C. Winston of 
Baltimore and new President Walter B. Mills 
Jr., 46, executive director of the Greater Gads- 
den (Ala.) Housing Authority, felt urban re- 
newal could be very effective in checking ur- 
ban decay. Mills said its success would be 
limited only by how much cooperation it wins 
from all interests in each community. He 
promised to follow Winston’s recommendation 
to do everything possible to demonstrate to 
federal officials that “if urban renewal works it 
will be because NAHRO members made it 


work, that NAHRO wants to make it work, and 


Doris Granfield 


Outgoing Pres. Winston (1), and Pres. Mills 


it will work if we all go at it as partners and 
co-workers—not as competitors.” 

Born in Birmingham and educated as a civil 
engineer at Birmingham Southern College and 
the Citadel, Mills was a wholesale oil distrib- 
utor when appointed chairman of the Gads- 
den authority in 1938. He resigned as an un- 
paid commissioner to become the authority’s 
1941. Known for his 


pleasantries and throaty Southern accent, he 


executive director in 


holds a reserve commission as a lieutenant 
colonel in the Marine Corps, in which he 
served during World War II. At college he 
played football. Now he golfs (75 to 80). 
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HOUSING STATISTICS: 


Revamped Fanny May will 
do little volume, say experts 


Last month found the Federal National Mortgage Assn., her face 
lifted by the Housing Act of 54, ready to do business with anyone 
desperate enough to pay her price. 

Most mortgage men doubted that Fanny May would do much busi- 
ness. Even in exercising her special-purpose function (currently loans 
for families de-sheltered by Hurricanes Carol, Edna and Hazel). 
Fanny May made it clear she was not in business for the fun of it. 
Discounts on disaster loans were posted at % to 1% points; in 
addition there will be a 44% charge on the face amount of the mort- 
gage as a purchase and marketing fee and a total of 144% where 
buyers want an advance commitment. 

In the régular secondary market operation, where Congress tried 
to break Fanny May’s reliance on the Treasury for money so as to 
pave the way for eventual private ownership, it will be even more 
costly to do business with the US mortgage company. Discounts, deter- 
mined for various types of loans on a statewide basis at Fanny May’s 
cstimate of market price, vary from 14 point to 4 points. The pur- 
chase and marketing fee is 44 to 1%, depending on how hard Fanny 
May thinks it will prove to sell the loan involved (the new Fanny 
May will not buy only to hold, but also to resell). 

Additionally, Congress requires that anybody selling a mortgage to 
FNMA buy capital FNMA stock equal to 3% of the outstanding 
amount of mortgages sold. If buyers view the 3% investment purely 
as a disguised discount, the cost will be forbiddingly high; not only 
is 3% a lot of discount, but being technically a capital investment it 
cannot be written off taxwise as a business expense. FHA will let 
approved morigagees count FNMA stock as part of their required 
The low 


rate—currently set at 2% by the Treasury and perhaps to go to 


net worth (as can federally chartered S&Ls). dividend 
244% after the first of the year—will discourage both mortgage 
companies and builders from holding the stock. They will probably 
sell, even at a big loss. Taxwise, even a 50% loss might be no 
worse than if the seller had to pay an outright 144% extra charge 
to Fanny May (in addition to the other fees and discount). S&Ls 
may be in the market for the stock—at a price. 


MORTGAGE MARKET QUOTATIONS 


(Originations quoted at net cost, secondary market sales quoted with servicing by seller) 
As reported to House & Home the week ending Nov. 13 


5% equity or more No down payment 


FHA 4!'s VA 41's VA 414’s 
Origi- Secon- Origi- Secon- Origi- Secon- 
City nations dary nations dary natons dary 
Boston local par-101 a par-101 a par-101 a 
Out-of-state a 99-par a 99//-para 97-99 
Chicago 97-99 99-par 97-99 99-par 96-97 98-99 
Denver 99-par 99-par 99-par 99-par 99-par 99-par 
Detroit 9714-99 a 9714-99 a 96140 a 
Houston par par 99'\4-par 99!/4-par 98-99 98-99 
Jacksonvillet par par par par 9814-99 9814-99 
Kansas City 99-par par 99-par par 9614-97 98 
Los Angeles 99-9917, 99-9917, 98-98l/. 98-98% 97-97'/o 97-97\% 
New York par par par par par par 
Philadelphia par par par par 99-par 99-par 
i Portland, Ore.* par par par par 9814,-99 9814-99 
San Francisco par par par par 9614-98 96!/2-98 
Washington, D.C, par par par 99'/-par 99-par 98-par 


® No market. 


* Probable prices throughout Pacific Northwest. t Probable prices throughout Florida, 


SOURCES: Boston, Robert Lawrence, asst. Herbert V. Jones & Co.; Los Angeles. John 
treas., Boston Five Cents Savings Bank; Chi- D. Engle, pres., Insurance Funds Mortgage 
cago, Maurice A. Pollak, vice pres. & secy., Co,; New York, John Halperin, pres.. J. 
Draper & Kramer Inc.; Denver, C. A. Bacon, Halperin & Co.; Philadelphia. Laurence J. 
vice pres., Mortgage Investments Co.; De- Stabler, exec. vice pres., W. A. Clarke Mort- 
troit. Robert H. Pease, pres., Detroit Mort- gage Co.; Portland, Franklin W. White, pres., 
gage & Realty Co.; Houston, John F. Austin, Securities, Inc.; San Francisco, William A. 
Jr., T. J. Bettes Co.; Jacksonville, John D. Marcus, senior vice pres., American Trust 
Yates, vice pres., Stockton, Whatley, Davin & Co.; Washington, D. C.. George W. De 
Co.; Kansas City, Byron T. Shutz, pres., Franceaux, pres., Frederick W. Berens, Inc. 
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PRIVATE HOUSING STARTS 
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Private housing starts for October reached 105,800, boosting the 1954 


total for all new housing over the million mark (1,016,500). Year-end 
total for private and public residential starts will probably be near 
1,180,000 units. Most prophecies for 1955 fall between 1.2 and 1.3 


million units. BLS last month predicted 1.3 million. 


BUILDING MATERIALS PRICES 
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BLS’ index of wholesale building materials inched up 0.4 points to 


121.7 from a revised September figure of 121.3. Small increases in 


lumber and plywood prices caused the rise. Until the spring trend 


becomes visible, no substantial changes in the building materals 
price level are expected. 

FHA AND VA APPLICATIONS 
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New FHA applications dipped seasonally to 30,075 in October, com- 
pared with a revised September total of 34,895. VA appraisal requests 
for proposed homes also followed the normal pattern, dropping from 
51,265 in September to 45,572 in October. 
gage applications declined to one-sixth of last October’s total. 


October FHA project mort- 
Prin- 
cipal reason: the Sec. 207 rental program, hobbled by antimortgaging 
out rules and drastically tightened charter terms, shrank from a 
January high of 8,650 units to a September low of 64 and an October 
trickle of 750, There were no applications for Sec. 220 or 221 to carry 


out the new urban renewal program. 
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HANDSOME and 
with the 


imposing, 
lines of his in- 
fluential smile showing even 
when he was serious, this 
picture of Nelson was made 
when he was in his prime. 


Photos: Miller-Ertler Studios (except above 


PROUDEST MOMENT for Nelson at Cleveland conven- 
tion came when he presented a plaque to his former 
Frank W. Cortright, who won NAREB's 
contest for 


protegé, 


writing a realtor’s pledge. Nelson 
brought Cortright to Washington in 1942 to head a 
NAREB homebuilders’ unit that soon blossomed 
into the NAHB with Cortright as 


executive vice president until last year. 


independent 


NAREB CONVENTION 


FRAIL AND WORN, Nelson applauds one of 
Making 
little later, his 
voice lacked its former vigor and clarity. 
He skipped most of his prepared text (even 
a swipe at public housing). 
only a few minutes, 


the principal Cleveland speakers, 


his own annual report a 


After speaking 
he appeared relieved 
to be through and sit down again, 


Herb Nelson to retire after 32 
years as top realty spokesman 


Herbert U. Nelson, for 32 years executive 
vice president of NAREB and one of the build- 
ing industry’s—and nation’s—most influential 
lobbyists, will retire next July 1. 

For years, internal and external foes had 
tried to unseat Nelson, whose articulate con- 
servatism sometimes carried him into political 
storms. He weathered all tempests, gave real 
estate the benefit of a seemingly boundless 
work-or-read-all-night energy and a disarming 
personal charm which soothed ruffled feelings. 

Last summer, the burden Nelson had placed 
on his physique for 32 years took its toll. At 
68, his health broke. Last month at NAREB’s 
annual convention in Cleveland, he did himself 
what his opponents could never accomplish: 
he asked to retire. After July 1, he will be- 
come a “consultant” to NAREB. 


Miner, journalist, realtor. Born in Ells- 
worth, Wis., in 1886, Herbert Undeen Nelson 
graduated from the University of Minnesota, 
worked briefly as a silver miner, a seaman, 
and for a few months, at the Seattle Post- 


Intelligencer. He quit journalism because 


“there wasn’t enough money in it.” From 
1917 to 1921, he was secretary of the Minne- 
apolis Real Estate Board; in 1919-20 was also 
secretary of the city’s planning commission. 
He was named executive vice president of the 
then 15-year-old NAREB in 1922, 

Herb Nelson rendered real estate many in- 
valuable services. By working for brokers’ 
licensing laws, by organizing NAREB’s sey- 
eral institutes to lift the standards and refine 
the techniques of appraising and management, 
to study farm, industrial real estate and urban 
land use problems, he did more than any other 
single person to raise the responsible real 
estate man to the professional stature he now 
holds. 

In the early 30’s, President Hoover called 
on Nelson to help Jaunch the Home Loan 
Bank system. A few years later he worked 
with Cordell Hull, Marriner Eccles and other 
Democratic leaders drafting legislation to 
create the Home Owners Loan Corporation, 
and later the FHA, 


Rent control, public housing. After 
World War II, Nelson’s campaigns against 
rent control and public housing caused Presi- 
dent Truman to speak contemptuously of the 
“real estate lobby.” The New Republic, no 
lover of realty interests, tagged him as one of 
Washington’s “three invisible Senators” (the 
others: the US Savings and Loan League’s 
Morton Bodfish, who stepped.down from con- 
trol of the league in 1952, and NAHB’s Frank 
Cortright, who quit the Capitol in 1953). Al- 
though some of NAREB’s more liberal realtors 
felt the association might fare better with a 
less controversial executive officer, at board 
meetings any plans for ousting or retiring the 
durable pioneer (and efficient association ad- 
ministrator) were always laid over. 

Nelson even survived a 1950 House lobbying 
investigation that seized and released a private 
letter in which he had written: “I do not be- 
lieve in democracy. I think it stinks. I believe 
in a republic operated by elected representa- 
tives who are permitted to do the job, as the 
board of directors should. I don’t think any- 
body but direct taxpayers should be allowed 
to vote... I-don’t believe women should be 
allowed to vote at all. Ever since they started 
they have been in a worse mess than ever.” 


Nelson v. Taft. On another occasion, Nel- 
son (“Mr. Real Estate” if there ever was one) 
accused Senator Robert A. Taft (“Mr. Repub- 


- liean’’) of having “lined up with Communism” 


by sponsoring public housing legislation. That 
time Nelson hastily apologized. A few years 
later, he had Taft as the principal speaker at 
a NAREB convention. 

Who will succeed to Nelson’s $25,000 year 
post? Names mentioned most frequently in- 
cluded Administrative Secretary Lowell Baker, 
California association Secretary Eugene P. 
Conser, Executive Vice President Ray Hofford 
of the Boston board, Secretary Phil E. Berg of 
the Denver board, former RWC Secretary Cal- 
vin Snyder, now secretary of the Denver Cham- 
ber of Commerce, and Ormonde A. (Tony) 
Kieb, former New Jersey association president 
who is now assistant postmaster general in 
charge of real estate operations. But the di- 
rectors were not in a rush. It seemed likely 
they would wait until their January meeting 
or later, and might even go outside of the real 
estate field for exactly the administrator-lobby- 
ist they want. 


Henry Waltemade, Bronx 
realtor, named ’55 leader 


“State after state came in to recommend him. 
No other name was considered—or submitted.” 

In those words Nominations Chairman 
Charles B. Shattuck reported the nomination 
of Henry George Waltemade of the Bronx, now 
NAREB’s 1955 president-elect. Stocky, vigor- 
ous Waltemade, 49, was chairman of the Real- 
tors’ Washington Committee this year, and na- 
tional convention chairman in 1948 and 1950. 
He also has headed the Bronx Real Estate 
Board and the New York state realtor organ- 
ization, 

Waltemade’s father was a German immi- 
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grant who came to the US alone at the age of 
six. Although he received no formal school- 
ing he worked his way up and finally estab- 
lished Henry Waltemade, Inc., Bronx realty 
firm. His Bronx-born son, Henry, attended 
publie high school and Columbia University. 
joined his father’s office in 1923 and has head- 
ed the firm since his farther died in 1938. 
The company does an “all around real estate 


business,” particularly mortgages, says Walte- 


ELECTION PORTRAIT of new and 
old presidents and their wives 
President-Elect Walte- 
made (I) in contemplative mood, 


caught 


but retiring President Chinnock 
wreathed in smiles. 


made (MAI). One offbeat current assignment 
is a condemnation appraisal for a portion of 
the Yonkers Raceway trotting track property 
required for the New York-Buffalo Thruway. 
He sits on the boards of the Manhattan Life 
Insurance Co. and several New York savings 
and commercial banks. He is an active Luth- 
eran, former president of the Lutheran So- 
ciety of New York and of St. Paul’s Evan- 


gelical Church in Park Chester, the Bronx. 


Realtors report business good, attack public housing, 
delay plan to hike rehabilitation budget tenfold 


Mortgage money was fairly easy. Business 
looked good for the coming year, Public hous- 
ing was badly crippled, though not killed. 
Realtor-delegates to the NAREB convention 
seemed to have few worries. 

With few exceptions, delegates reported 
brisk house sales, with prices stabilized or 
edging up. W. Max Moore of Denver, presi- 
dent of NAREB’s Brokers’ Institute, noted 
a sharp increase in demand for houses at 
$20,000 and up, attributed the spurt to “‘in- 
creased earnings.” One of the biggest causes 
of higher prices for new houses; soaring land 
costs, which have far outpaced increases in 
building costs. 

Outgoing President Ronald Chinnock said 
1954 was turning out far better than he ex- 
pected when he took office last February. Now 
he feels this year will end “as good or better” 
than 1953, and 1955 will “equal if not exceed” 
1954. Although owners of older houses are 


becoming “more realistic” on their asking 
prices, said Chinnock, there has been no “soft- 
ening” in this market, and next year’s used 
house sales will set a record. Reasons: ample 
mortgage money, increased employment, high- 
er personal incomes, easier FHA terms. Dur- 
ing the business downturn last winter, said 
Chinnock, he advised some buyers to wait for 
lower prices. “But I was wrong,” he added. 
What happened?—“Demand held up.” 


Build America Better. Plans for a ten- 
fold expansion of NAREB’s slum clean-up 
and rehabilitation program were drawn, but 
temporarily held in abeyance. Explained new 
Treasurer C. Armel Nutter: Fritz Burns of Los 
Angeles requested $100,000 for this program 
for 1955, compared with $10,000-$12,000 this 
year, but approval was delayed until the Jan- 
uary directors’ meeting acts on a proposed $5 


a year membership dues increase. (In addition 


MORTGAGE OFFICERS at panel led by Mortgage Council Chairman Oliver Walker 
(at rostrum), predicted lenders would finance rehabilitated houses in urban 


renewal areas. 
to make 100% loans: 
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Quipped MBA President Moir (2d from left), on constant pressure 
“We're damned if we do, and damned if we don’t.’’ 


to his NAREB budget, President Chinnock 
told the 
spent more than $50,000 of personal time and 
money pushing the Build America plan. 
Burns told the 
Housing Act would cause “revolutions” in the 


convention Chairman Burns has 


convention the new 
used-house and home improvement markets. 
He underlined these points by reading several 
sections of the editorial analyzing the new act 
in October Housr & Home. 

Convention resolutions supported the Build 
America campaign and the federal urban re- 
newal program with a series of recommenda- 
tions favoring: 1) optional one- to five-year tax 
write-off privileges covering demolished build- 
ings in conservation areas; 2) five-year write- 
offs for the total cost of new capital improve- 
ments in such areas; 3) the same depreciation 
rates for existing buildings as applied to new 
construction under the 1954 tax laws; 4) en- 
actment of state minimum housing standards 
for either “state-wide or local” enforcement. 


Public housing. This year’s resolution at- 
tacked public housing as “un-American,” re- 
peated last year’s proposal for “rent allow- 
ances” as a substitute—‘“such allowances to be 
applied only to housing which conforms to 
local health and safety standards.” 

The Realtors’ Washington Committee saw 
public housing virtually dead: “In the opinion 
of RWC—an opinion shared by the most pro- 
public housing advocates—this very restricted 
program [in the 1954 Housing Act] sounds 
the death-knell of our country’s political hous- 
ing experiment unless it is revived by a sub- 
sequent Congress.” President Chinnock was 


not as convinced. He said: “35,000 units are 


as bad as 135,000. . . . If we have it at all it 
is unhealthy. ... Morally and financially any- 


thing is cheaper than public housing.” 


FHA operations. For greater federal help 
to private enterprise housing, the convention 
proposed that FHA “establish a permanent 
policy of employing independent, well-quali- 
NAREB also lined up 


urging 


fied, fee appraisers.” 
with other building associations in 
Congress to give FHA more freedom to use its 


income to cover its expenses, 


Photos: Miller-Ertler Studios 


LEGION CHIEF Seaborn 
said Gl 
made ‘‘selling apples on street 


Collins 
loans built prosperity, 


corners’’ needless, 
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@ Mr. Hunter told us: “Word of mouth advertising has always been the best 
selling tool we have for U.S. Steel Homes. Enthusiastic comments from 
present owners are making Fort Wayne more and more U.S. Steel Home- 
conscious. That makes it easier to get people out to see our homes; and once 
they see the U.S. Steel Coronado, and other fine models, customers are always 
impressed with the reasonable prices, easy financing, and the short wait they 
have before moving in. 


“As a result, sales have steadily increased since we began building U.S. 
Steel Homes in 1947, and we expect this upward trend to continue.” 


Your building can expand, too, if you become a United States Steel 
Homes Dealer. You get a wide selection of attractive U.S. Steel Homes that 
have proved their popularity. In addition, United States Steel Homes, Inc. 
offers you construction and mortgage financing, as well as assistance in sales 
and advertising. Send the coupon for complete information. 


"Coronado''—trade-mark of United States Steel Homes, Inc. 


United States Steel Homes, Inc. 


GENERAL OFFICES: NEW ALBANY, INDIA NA 


DISTRICT OFFICES: Atlanta, Ga. « Chicago, Ill. - Columbus, Ohio - Dallas, Texas 
Harrisburg, Pa. + Louisville, Ky. + Newark, N. J. « Omaha, Neb. 


suBsIDIARY OF DU NITED STATES STEEL corroration 


“Satisfied owners help us 


to sell U.S. Steel Homes” 


says Hamilton Hunter, United States Steel Homes Dealer, Fort Wayne, Indiana 


ventional homes a year. Now I’m interested in what United 


NATURAL BEAUTY is retained 
wherever possible in Hunter- 
built developments. This 3- 
bedroom Coronado sold for 
$11,815. 


HOW HE DID IT 


By building U.S. Steel Homes: a high quality product at 
reasonable prices. 


By training sales and erection crews especially on U.S. Steel 
Homes to keep down overhead costs and make erection more 
efficient. : 


By planning complete development well ahead of construc- 
tion to allow time for financing and land development. 
United States Steel Homes Credit Corporation offers construc- 
tion financing to all dealers. 


By planning developments to suit the local market. Prices 
range from $11,000 to $16,000, including lot. 


By obtaining attractive mortgages on all homes. Active as- 
sistance of United States Steel Homes, Inc. simplifies financing. 


By creating an effective advertising program to support sell- 
ing team. National and local advertising by United States 
Steel Homes, Inc. helps this dealer substantially. 


United States Steel Homes, Inc. 
Dept. HH-124, New Albany, Ind. 


My organization is capable of building more than 10 con- 
States Steel Homes has to offer. Send me complete infor- 


mation, telling me what | will gain by building the prod- 
ucts of United States Steel Homes, Inc. 


Citys & State: tcierieins ie ees: oskamte tebe 


oe SE SS Se eS) 


| DEA Me ret aye ke ee cpt Li, 


HOUSE & HOME 


PEOPLE: Frank Lloyd Wright says he’ll quit Wisconsin; 


George Bain Cummings nominated for AIA president 


A few days after voters in Madison, Wis. had 
expressed their preference for him as architect 
of the city’s proposed civic center (see p. 42) 
Frank Lloyd Wright heard news from another 
quarter that he said would impel him to move 
his Taliesin out of Wisconsin forever. The 
Wisconsin Supreme Court handed down a decision 
that Wright’s home and school near Spring Green 
(the school is situated on 80 acres of 3,000 that 
he owns there) was not an educational institution 
and was therefore subject to local taxation, “The 
tax situation amounts to $13,000—there’s no hurt 
there,” Wright said, “but the interpretation out 
of which it springs, that does hurt. Instead of 
getting help from our county and state, where 
I have invested so much of myself, we’ve 
been looked upon askance. Under the circum- 
stances, I don’t care to continue.” Wright has 
been educating about 60 students a year on the 
site (he was born nearby) since the school was 
established in 1932. In winter the students move 
to Taliesin West in Arizona. Wright said he 
would sell the acreage not occupied by the school 
(upon which he has been paying taxes), but keep 
the stonework on the other 80 acres in memoriam 
to his forebears. “Our work has been drifting 
eastward and this court decision is so equivocal 
that we don’t want to stay in Wisconsin.” he told 
House & Home. “The county won't exempt us 
from taxes because they say we make so much 
money we cannot possibly be a cultural organiza- 
tion, and yet we lose money each year. It is un- 
fortunate that I have to give up something which 
I have put so much love and work into.” He said 
he would transfer his base to the Berkshires or 
the Adirondacks. Goy, William Stratton of Illinois 
invited him to move there; Wright said he would 
consider the offer, added that it was “interesting 
and refreshing” to find a governor with “an eye 
for architecture as an art instead of architecture 
as a business.” 

In other action, Wright 1eceived a degree of 
doctor of humane letters from Temple University 
in Philadelphia last month (the day following 
ground breaking for his synagogue there). “We 
in America have borrowed everything we possess 
from a building standpoint,’ he told the crowd. 
“Until we can say our souls are our own and 
build to it we will find difficulty in facing the 
future.” 


George Bain Cummings, FAIA, of Binghamton, 
NY, now serving his second term as AIA secretary, 
Was nominated to succceed Clair Ditchy of De- 
troit as AIA president next June. New Hampshire- 
born Cummings, 64, has been vice chairman of 
the New York State Building Code Commmission 
since it was organized in 1949 and served as act- 
ing chairman for a year and a half. He is also a 
former chairman of the Binghamton city planning 
commission and a former member of the state 
board of examiners of architects. 


NAMED: Atholi McBean, San Francisco civic and 
industrial leader for half a century and president 
of Gladding, McBean & Co., tile manufacturers, 
winner of the city’s Building Industry Conference 
Board’s achievement award for 1954; Architect 
Richard Neutra, recipient of an honorary degree 
of doctor of technical sciences from the Berlin 
(Germany) Senate, through the Technical Uni- 
versity of Berlin; G. Donald Kennedy, executive 
vice president of the Portland Cement Assn., elec- 
ted president, and Emory Ford of Detroit, elected 
chairman of the board; Harold D. Hauf of 
Rensselaer Polytechnic Institute’s architecture de- 
partment, Architect C. E. Silling of Charleston, 
West Va., and C. W. Kraft of Niles, Calif., honored 
by the American Standards Assn. for their en- 
couragement of the use of modular measure; 
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Frank J. McCabe Jr. of Chicago, to the new post 
of assistant secretary and treasurer of the Mort- 
gage Bankers Assn.; John T, Hennessy of Oak- 
land, Calif., elected president of NAHB’s executive 
officers council. 


David B. Mansur, 49, resigned his $18,000-a-year 
Job as president of the Canadian government’s 
Central Mortgage & Housing Corp. (equivalent 
of HHFA and FNMA rolled into one) to become 
president of Consolidated Toronto Development 
Corp., wholly owned affili- 
ate of Lambert & Co. of 
New York. The develop- 
ment firm, which holds 
some 1,000 acres of unde- 
veloped land near Toronto, 
said it had plans for doing 
a broader job in expand- 
ing the Canadian economy. 
Quebec-born Mansur, one- 
time housing expert with 
Sun Life Assurance Co. in 
Montreal, came to Ottawa 
to help the government on MANSUR 
bond sales during World War II. Although it was 
ollicially none of his business, he kept worrying 
about the housing shortage he foresaw when the 
war would end, peppered Ortawa officials with im- 
patient memos urging the government to centralize 
its ineffectual housing agencies in one corporation, 
As a result, Mansur was called in to draft the 
bill which set up CMIIC in January 1946, had 
headed the agency ever since, 

One of Mansur’s most important moves was to 


- Do It 
Yourself 


Capital Press Service 


Lumber manufacturers 


Directors of the Natl. 
from left) as president for 1955. Greenman, 
general manager of the Vernonia (Ore.) division 
of Long-Bell Lumber Co., has 50 years’ experi- 
ence in the industry, was first vice president of 
NLMA this year. 
(right), president of Ozan Lumber Co., Prescott, 
Ark., who moved up to board chairman. L. D. 
Kellogg (third from left), president of the lum- 
ber company of the same name in Alexandria, 
La., was elected first vice president. Leo V. 
Bodine (left) full-time NLMA 
executive vice president. 

The principal speaker at the three-day Wash- 
ington meeting, Editor Elizabeth Gordon of 
“House Beautiful,’’ urged the lumber makers to 


He succeeds James R. Bemis 


continues as 


work on six points ‘‘where you are weak’’: 1) 
restyling of moldings, joint systems and window 
and door frames; 2) achieving big window open- 


switch 
private housing from a joint loan setup to a modi- 


government participation in financing 
fied FHA system (with loan insurance 50% 
cheaper) last spring (H&H, March 04, News). 
Result: a big jump in commitments. During 
Canada’s April-October building season in 1953, 
some 21,000 units were approved for loans under 
the old plan. In the same period this year, CMHC 
approved 32,145, Over-all housing starts in Canada 
were booming at about the same per capita rate 
as in the US. Canada expects to put up some 
111,000 houses this year (which is 7% units per 
1,000 pop.). A lot of the credit belongs to Dave 
Mansur. 


FHA filled one of its new supervisory posts with 
Charles S. Mattoon, 55, director of industrial re- 
lations for the airplane division of Curtiss-Wright 
Corp., as general supervisor of the examination 
and audit division. He will maintain conformance 
with FHA policies in the field in a post designed, 
according to Commissioner Mason, “to insure 
efficiency, integrity and soundness to FHA opera- 
tions.” Mattoon was director of training and 
education for the Civil Defense Administration in 
Washington in 1951. 


DIED; Edward H. Bennett, 80, architect and city 
planner who worked with Daniel Bumham in 
Chicago to develop the Chicago Plan of city 
planning, Oct. 14 in Tryon, N. C.: Lewis P. 
Hobart, FAIA, 81, San Francisco architect who 
designed Grace Cathedral, the Bohemian Club, 
and many a noted suburban mansion, Oct. 19 in 
San Francisco; Will Greenfield Corlett, 67. prom- 
inent Oakland (Calif.) architect, for a number of 
years consulting architect and engineer for the 
public schools there, Oct. 27 in Oakland; Claude 
G. Johnson, 65, Washington builder who was one 
of the first to develop the Barnaby Woods area, 
Noy. 7 in Washington. 


urged to improve six points 


Lumber Manufacturers 
Assn. last month elected Judd Greenman (second 


hings without heavy wood mullions and muntins 
or steel supports; 3) developing better details for 
interior storage walls; 4) showing people how to 
use wood for secondary building like sun shades, 
windbreaks, fences and garden houses; 5) de- 
veloping structural lumber of good enough finish 
to look well when exposed; 6) encouraging fresh 
uses of wood rather than remaining ‘tradition- 
bound. 

Former AIA President Ralph Walker urged 
the lumbermen to ‘‘shake out the moths’? from 
lumber standards about every five years and de- 
velop a manual for architects on the beauty and 
inherent qualities of wood. Said he: “Only wood 
can be so beautiful in its natural quality that 
you want to touch it.’’? R. E. Saberson, director 
of the Merchandising Mart in St. Paul, warned 
that lumber manufacturers are not giving retail 
dealers as much selling help as producers of 
competitive materials. 
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THREE-BEDROOM HOME BY ARCHITECT EDWARD FICKETT FOR UNDER $7,500 


BUILDERS AT WORK: 


Low-priced seller on the Coast 


A three-bedroom house by Los Angeles Architect 
Edward Fickett, priced at a low-even-for-LA 
$7,495, sold out fast in the last segment of 
Volk-McLain’s Chapman Gardens project in Covina 
(see cut). Fickett brought the cost down in a 
number of ways. He did not seek FHA or VA 
approval, thereby saving the builder a two-month 
processing wait on start of construction and also 
enabling him to use a big economy measure not 
approved by the agencies: a 344” slab with mastic 
and integral waterproofing to lie under asphalt 
tile. (Fickett had used this before, on a $30,000 
house in Belair.) 

Other economies: use of standard lumber 
lengths; two standard types of sash delivered from 
mill to job site; dry wall on inside walls and 
ceilings; and post-and-beam construction that 
Fickett estimates saves $50 to $75 on concrete. 
The home has a butterfly roof—*A simple, eco- 
nomical frame to put up,” says Fickett, “that has 
a flavor the public accepts.” His next plan: 500 
three-bedroom homes for Volk-McLain with 
roughed-in extra bedroom and second bath for 
the do-it-yourself home owner to complete. Price 
will be just under $8,000. Construction was sched- 
uled for this month. 


Precut panels in California 


Builders Richard Price and Alfred Stern of the 
San Francisco Bay area have joined the ranks 
of house packagers, supply precut panels and 
paperwork for their own operations in seven 
communities and for other builders in two. (Their 
main development in Cupertino includes 1,200 
homes.) Builders who take the Stern & Price 
package: Goheen-Travis Corp. in Salinas and 
Progressive Builders in Novato. Price figures that 
the system brings the end product well below 
what a builder could do independently—about a 
$500 saving if Stern & Price itself does the sub- 
contracting, close to $1,000 a house if it is farmed 
out. “We give them the whole package,” he said. 
“Precut panels, subcontracting, all the paperwork, 
including FHA and VA processing, the negotia- 
tions for construction financing and processing of 
the loans at the time of the house sale.” 

The Bank of America is doing the construction 
financing and is writing the final FHA and con- 


WORKMEN BEGAN HOUSE-IN-DAY AT DAWN 


ventional loans. Other lenders—Guardian Life 
is one—are picking up VA loans, The houses 
range in size from 1,012 to 1,190 sq. ft. and in 
price from $8,500 to $14,250, and include an im- 
pressive array of equipment. (Half of them are 
fully landscaped.) The plots vary from 55’ x 110’ 
to 66’ x 115’. Architects: Alexander Prentice, 
formerly of Stern & Price’s architectural depart- 
ment, and Lew Gearhart (registered as an archi- 
tect in the Midwest, but not yet in California). 


New light on old batile 


Woman’s place is not in the home, according to 
Lucile R. Yates of Los Angeles—it is out on the 
site blueprinting the home, refurbishing it, fitting 
it to its community and selling it. Herself a home- 
builder, Mrs. Yates was galvanized at last year’s 
NAHB convention listening 
to the girls talk and de- 
cided to start a campaign 
to give them the credit due 
them. She started check- 
ing NAHB offices to get up 
a roster of women home- 
builders, received a flock 
of answers (“There are no 
women builders in Peoria, 
in fact there are very few 
gentlemen builders” was 
one of them) and at last 
count had a total of 150 
women homebuilders. Now she has gone to bat for 
an all-woman discussion panel at the next NAHB 
conyention, wants an award to be set up for the 
Woman Builder of the Year or some similar title 
and is working (strictly on her own, without pay) 
for more published information on active women 
builders. “There’s a strike against you as a wo- 
man in all business,” she said recently. “What 
people forget is that a woman has to have more 
ability or she never gets to the door.” 


MRS. YATES 


Free house-in-a-day for widow 


Abilene, Tex. watched a house go up in ten hours 
on Oct. 21, a near-record job done for Mrs. 
Jimmy Spann, widow of a local policeman killed 
in a gun battle last June. The project was sparked 
by the Abilene Home Builders Assn. The lot 


NEARLY 100 MEN PAINTED, HAMMERED, ROOFED 


was purchased at cost ($1,000). Materials were 
either donated or bought at cost and paid for out 
of the Jimmy Spann Appreciation Fund, $10,382.63 
collected from the public by the Abilene Reporter- 
News. Foundations for the house were laid three 
days before the marathon began. Work started at 
6:55 a.m. and the four-and-one-half bedroom house 
was up by 5 p.m, Exterior paint, light and plumb- 
ing fixtures were added later. 


Florida duplexes for vacations 


Some 110 acres of sea-front property—with 26 
acres to be devoted to “recreation and relaxing” 
—will be laid out in double-apartment villas by 
Memphis Builders Wallace E. Johnson and Kem- 
mons Wilson 7 mi. south of St. Augustine, 
Fla. The 700 air-conditioned apartments (see cut) 
will be rented to corporations on a year-round basis 
on the supposition the corporations will offer the 
space to their employees, either free as vacation 
prizes in company competitions or for $19 a week, 


SEA-FRONT VACATION HOUSES 


a rent fixed by the builders. Lease arrangement 
for the corporation: $1,300 a year for a five-year 
term. The low-roofed structures will be of cement 
block with redwood interior paneling. Architect 
W. W. Bond of Memphis has provided two bed- 
rooms and bath in each and a house-wide living 
room which will accommodate four sofa beds and 
kitchen and dining bar, the latter dividing the 
cooking space from the rest of the room. Named 
after the builders’ Holiday Inns of America, Inc., 
the project will also include.a 200-room Holiday 
Inn, tennis courts, oceanside dance pavilion and a 
shopping center. The builders had verbal com- 
mitments for apartments from 20 Memphis firms 
while still working up the lease forms. Construc- 
tion is scheduled to start this month. 


Kentucky-style design 


Architect John Doumas of Louisville has learned 
a lot about problems of builders by contracting 
and helping build his own house. The educational 
project, inspired to some extent by the contention 
of Architect Walter Gropius that every designer 
should be a master builder, began in 1952 when he 
bought a lot whose steepness (45’ drop over 190’ 
length) had kept it long vacant. His 1,680 sq. ft. 
house has three levels to fit the land without need 
for blasting. It cost only $15.650 ($1,900 lot, $13,750 
contract cost). If you add a 10% builder’s profit 
and 7% architect fees, for comparison with specula- 
tive homes, the price would go up to $18,310. 


AT SUNSET: HOME FOR WIDOW AND TOTS 


HOUSE & HOME 


Figuring in his family’s sweat equity, Doumas 
calls it a $19,500 house. He and his family painted 
inside and out, laid oak flooring and built stone 
retaining walls; lowest painting bid, for instance, 
was $1,100. By doing the painting themselves. 
they cut the cost to $130. 

Builder Al Richards, who was carpentry sub- 
contractor, gave Doumas much advice on how to 
put up the house (“my own right arm,” says 
Doumas) and in return Doumas has given Richards 
architectural advice on other projects. Doumas 
was encouraged to undertake the job by his em- 
ployer, Architect Ed Augustus, whose father was a 
contractor in Paducah, Ky. FHA first rejected, 
then accepted, Doumas’ plans. Meanwhile, he had 
obtained a conventional $12,000 mortgage. 

Out of the project, Doumas thinks he gained 
more than craftsman know-how. Says he: “I have 
an idea there’s a method of building a house that’s 
right for Kentucky and the Ohio Valley—I don’t 
say indigenous, because I’m not sure I know what 
that means any more. It’s not the international 
style via Harvard or MIT. It’s not Mr. Wright’s 
style or Mr. Wurster’s style. We have our own 
building history, climate, topography and materials 
and ought to be able to evolve a way . . . that’s 
Tight “forSusiew «<7 


Public demand for modern 


New Canaan, Conn., a commuters’ haven north of 
New York, has become so noted for good modern 
house architecture (H&H, Jan. °53) that consumers 
have heard about it and have begun to ask whether 
the houses are for sale. The answer has been con- 
temporary builder houses. Among the latest proj- 
ects are six builder houses by Architect Philip 
Johnson, designed to give a family maximum in- 
door-outdoor living for $40,000. Robert Wiley of 
New Canaan, a management consultant who works 
with a number of architects, conceived the idea 
of “getting the great Johnson to do some relatively 
inexpensive modern houses” when he saw his prize- 
winner in last spring’s Sao Paulo contest in Brazil. 
Johnson’s entry (H&H, May ’54, News) was de- 
scribed by the judges as “a handsome house with 
simple elements [which] lends itself to repetition. 
...” The new model in New Canaan (the first one 
has just been finished) has four bedrooms and 
two baths U-shaped around a patio, with sliding 
glass panels facing out. Other amenities: a two- 
car garage, 6’ fireplace. The six homes will be 
ranged on two-acre plots on either side of a dead- 
end road, at the foot of which Wiley lives, in a 
Johnson-designed home of somewhat more lavish 
proportions than the new models. “So you see,” 
he commented, “I shall have my own ambience of 
contemporary architecture.” 

Same time, same place: Architect Bertram Lee 
Whinston of Stamford (Conn.) and New York has 
done two conservative-modern models for Builders 


Courier-Journal and Louisville Times 


CONNECTICUT MODERN BY B. L. WHINSTON 
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Leeds & Goebel of New Canaan, who will put up 
28 homes in tine $50,000 bracket. His Model B 
(see cut) is a long-roofed four-bedroomer (three 
baths) with a split-level effect created by a dug-in 
garage under a 17’ x 22’ playroom. About 80% 
of the exterior wood used is redwood; air condi- 
tioning and a Hi-Fi sound system are included. 
The house has 2,226 sq. ft. of space on the main 
ground-level floor and a 225 sq. ft. porch. The 
company owns 50 acres of land and each house 
will be placed on an acre and a half. 


Cost picture: Levitt v. Forman 


Harry N. Forman of Milwaukee wanted to try 
two-bedroomers (“Many of the people who visited 
our models told us they didn’t need three bed- 
rooms now... .”) and sent his architect, Henry 
Ort, back east to study likely plans, Ott came back 
with the facts on a two-bedroom home being 
erected by the thousands by Levitt & Sons. 
Price in Levittown: $8,900. Forman’s price, after 
meeting Milwaukee building code requirements, 
putting in more closet space and rearranging 
tooms: $11,990. “We respect Levitt’s operation,” 
said Forman. “He’s doing a helluva wonderful job. 
We’re just not in the same league.” He said that 
a higher market standard in his area (the homes 
are actually going up in Greenfield, outside the 
city) called for a revamp of the Levitt design. 
Most of Forman’s customers, for example, have 
previously lived in houses or duplexes (not in 
apartments) and have definite ideas on what they 
do not want. There is resistance to the base- 
mentless house, according to Forman, and_ to 
new-fangled things like plastic paint—which For- 
man has trouble selling, although he himself 
thinks it is wonderful, 

Forman told House & Home he cannot break 
down the difference in cost on his house by item, 
but he knows that the departments in which 
Levitt has the jump on him are labor and direct 
purchasing. Land is another item. On a $12,000 
house, Forman’s land costs used to be 5 to 
10%, are now 15 to 18%. The Forman house 
has more cupboards in the kitchen; a double sink 
instead of a single (by preference of the Mil- 
waukee housewife); plumbing on two walls 
instead of on Levitt’s one; a bigger boiler and 
deeper foundations because of Milwaukee’s cold. 
Levitt allows room in the kitchen for a 24” range, 
considered too small by the Milwaukee house- 
wife; Levitt can trench and pour foundations 
while the building code forces Forman to have 
footings (involving extra cost of $200, he figures) . 
Forman believes that in Milwaukee proper, with 
its less strict code, he could build the same house 
$400 cheaper. Added to all this, the Milwaukee 
FHA office would not let him put a washer and 
drier in the bathroom (Forman, incidentally, 
does not think this a hot idea) ; would not approve 
the bathroom layout (involving a walk past a 
corner of the living room between bedroom and 
bath) and would not approve the Leyitt kitchen 
arrangement. “Why the difference in FHA offi- 
ces?” asked Forman (insisting, tactfully, that he 
had no beef with his own). “That we'd like 
to know.” 


Rocky Mountain rodeo 


Cliff May and Chris Choate announced appoint- 
ment of Franklin Burns of Denver as distributor 
of their contemporary-packaged homes (H&H, 
July °53) for Colorado, Wyoming and New 
Mexico; Teis, Lawton & Johnson for Louisiana 
and Arkansas; Anderson Lumber Co. for Utah, 
southern Idaho and northern Nevada. May also 
announced formation of Cliff May Associates, to 
be devoted entirely to custom homes after his 
three years in low-cost home production. Architect 
Jack Lester will head up Associates. Initial 
project: construction of a house in Sullivan Can- 
yon. Calif. for the May family which May says 
will be 7,000 sq. ft. 


Built-in appliances 


A subdivision of 500 homes in Memphis by the 
Joel A. Montgomery Co. is offering a package 
mortgage on range, refrigerator and washing ma- 
chine—first time FHA has approved such a deal 
in Tennessee. The extra equipment is optional, 
costs $3.15 a month. Of the first 41 homes sold 
(at $11,200), 38 took advantage of the package. 
The deal was effected—as it has been in other 
areas—by efforts of General Electric regional men, 
who worked months to get FHA approval. The 
homes are three-bedroomers of brick veneer, with 
carport, To date, 272 have been sold, 40 finished. 


Prize-winning modern 


An all-contemporary tract (each house must be 
designed by an architect) got under way recently 
on sloping, one-acre-minimum sites in Gladwyne 
Pa., just off Philadelphia’s Main Line, when Build 
er I. A. Ingebrigtsen, Inc., began construction of 
the first house, a 3,600-sq. ft. stone and cypress job. 
The post-and-beam building, designed by 30-year- 


ARCHITECT’S WINNING HOME 


old Architect Kjell Ingebrigtsen, won the award 
for proposed buildings in the Philadelphia ATA 
chapter’s annual competition last spring. Living 
quarters and its owners’ bedroom are on the main 
floor. The ground floor is a suite for four sons: 
four bedrooms, recreation room and a joint bath- 
room which contains a big (11’ x 6’), communal 
shower stall. 


Nonwhite prefabs 


Southwest American Builders, Inc., of Houston, 
who have done a number of prefabricated projects 
for minorities in the past four years, have pur- 
chased 300 lots for low-cost housing (average 
$6,500) under FHA Sec. 203. The first 58 starts 


were expected this month. 
Art Hupy 


WINNER of an award for architectural excellence 
given by the Washington State AIA chapter, 
as well as a merit award from the national AlA 


was this house with a problem site, designed by 
Seattle Architects Bassetti & Morse. Built on 
level lot, the house of Gerald R. Martin, Seattle, 
has its main living area on second floor to look 
out over roofs of nearby one-story dwellings 
which otherwise would have blocked the view of 
Lake Washington and the Cascade Range. Low- 
er level has entrance and recreation room, from 
which a sliding glass wall opens onto a covered 


terrace, General contractor: A. F, Easter. 
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OPINIONS |. 


These intellects shed the following light on 


matters of moment to housing: 


Architect Frank Lloyd 
Wright, in talk to Wis- 
consin Society of Chi- 
cago, which gave him a 
medal as the “father of 
modern architecture”: 


“The city has been doomed by progress and 
science. And the development of the auto has 
just begun. You can see factories and the 
best families moving into the country. Nobody 
lives in the city if he can help himself unless 
it’s in a penthouse. | When you build a home] 
go out in the country ten miles—so far that it 
seems too far—and then go out farther.” 


Richard Meek 


Realtor William Zecken- 
dorf, president of Webb 
& Knapp, New York 
City, in talk to Savings 
Bank Mortgage and Real 


Estate Forum: 


“Dependence on government guarantees and 
loan insurance is socializing lending. Bankers 
are becoming clerks without courage or imag- 
ination. It doesn’t take much drive or intelli- 
gence to approve one of these government 
loans. You’ve got a sure thing. But if we are 
to make progress, we need more resourceful- 
ness and daring, . I can assure you we'll 
have no vacancy signs in New York for some 
time to come. Perhaps we’ve lost a few manu- 
facturers paying 50¢ sq. ft. But as soon as 
that happens we get their executive offices and 
they pay $5 sq. ft. for this reoccupied space.” 

“T am absolutely in favor of low-cost hous- 
ing, subsidized, because our system is not 
strong enough to produce a profit at that low- 
est level. but I am absolutely against able- 
bodied [lending] institutions lending 65 to 
70% of their loans based upon a federal guar- 
anty. I think it is one of the most reactionary 
the American 


and inflationary factors on 


continent.” 


Walter Bennett 


Lee F. Johnson, executive 
vice president, National 
Housing Conference, at 
Philadelphia anniversary 
celebration: 


i a nee . 
I hate going into one community after an- 
other and being able to spot a public housing 
project because it looks precisely like the 
institution that I saw in the last town. That 
blemish will be corrected until our 
American cities come of age and tell the 


Public Housing Administration to go fry, ex- 


never 


cept as to basic space and land use patterns.” 


“It is not the city which is obsolete, but 
the narrow lot of horse and buggy days. .. . 
Average lots in Philadelphia and Baltimore: 
16’. Average lot in New York is 20’. 


Narrow lots are not the result of exploitation 
vf the poor but a pattern of habitation for 
all—rich and poor.”—Frederick J, Bashaw, 
Palm Beach, Fla. realty consult 2nt. 


Joint effort by public, private housers nets 


Portland top rate market survey at $5 copy 


One of the nation’s best and cheapest studies 
of an urban housing market has appeared in 
Portland, Ore. 

It is 66 pp. long, including charts and 
photographs of 67 Portland homes. Price: 
only $5 for a single copy, $3.50 for each 
builders, 
bankers and officials whose cooperative work 
kept the cost so low were banded together 
under the jaw-breaking title of the Metro- 
politan Portland Real Estate Research Com- 
mittee (321 SW 4th Ave.). Their report is 
easy to read, sticks largely to facts and fig- 


additional copy. The realtors, 


ures on the theory that learned opinions are 
a dime a dozen and often disagree with each 
other, anyway. 

FHA Commissioner Norman Mason de- 
scribed the report as one of the best he had 
seen. Raymond Reeves, research director of 
the Bay Area Council in 
which issues a quarterly local market sur- 
vey itself, called the Portland report “far 
superior” to his own and “to those issued 


San Francisco, 


elsewhere regardless of cost.” He wrote Port- 
land: “It will have a great effect in helping 
us improve our own report.” 


Pitch in together. The Portland survey, 
which will be published in April and October, 
was conceived a year ago at a meeting of 
the Portland Housing Authority, local 
builders, mortgage men and FHA officials. 
These men were trying to guess how many 
homes Portland would need this year. They 
found their guesses wide apart. One sug- 
gestion: do a survey. 

.A committee was organized headed by the 
chairman of the housing authority, Anthony 
DuBay, who is also an officer of Securities, 
Inec., one of the city’s largest builder-realtor- 
mortgage companies. (No relation to Hous- 
of New York whose 
president, Thomas Coogan, recently arranged 


ing Securities, Inc. 


for publication of local market facts for 75 
cities.) Subcommittees were named for real 
estate activities, price trends, vacancies, un- 
sold inventory, construction costs, business 
and employment conditions. The committees 
were voluntary, not paid. Several companies 
assumed parts of the job and assigned key 
men (at no cost) to do the work. 


New ground broken. In addition to such 
customary sections as business conditions, 
number of starts, deed and mortgage record- 


Portland 
harder questions. Three examples: 


ings, the report answers some 


> Vacancy rates for single-family dwellings. 


compiled after inspections in 36 sample 


areas containing 3,787 units. Results showed 
the city-wide vacancy rate is “very small,” 
that the smallest rate (.36%) is in the 
middle-price ($10,000 to $14,999) class and 
the highest (1.86%) in the lowest price 
category (under $7,500). The vacancy rate 
in “older” multiple dwellings (where ma- 
jority of rents was under $80) was 1.8% 
last March 31 and apparently did not change 
when the latest survey was made in Septem- 
ber. But among “newer” apartments (where 
most rents are above $75 a month) vacancies 
rose “substantially” from March ’52 to March 
*03 and reached an estimated 6.4% in spring 
of 1954. By September, the rate was down to 
4% again. 


> Unsold inventory of new homes, obtained 
from savings and loan associations, banks, 
insurance companies and investment houses 
which deal with houses for sale in the Port- 
land metropolitan area. As ‘of September, 
number of unsold dwellings past the plaster- 
ing stage: 


Two-bedroom dwellings ...... 30 
Three:bedroom, |. 0) =) seme. 289 
Four-bedroom’, » “seat 5 
Five-bedroom © lott Sars icra 1 

Total 325 


Dwellings below $10,000 represented 13% of 
total unsold inventory and dwellings over 


$12,500 over 62%. 


> Cost breakdown for a _ typical median- 
priced dwelling in the area, based on exami- 
nation of house plans and bids received on 
all portions of construction normally under- 
taken by subcontractors. The analysis does 
not include sales costs or commissions. The 
answers, for a home of 1,092 sq. ft., added 
up to $13,612. (Labor was estimated at close 
to one-fourth of this amount.) The cost per 
sq. ft. was therefore $12.47. 

As successive semiannual reports build up 
a longer picture of Portland realty, the sur- 
veys should become of more and more value. 


UNSOLD INVENTORY houses offered for sale 
past plastering stage - by price 


September 1954 


$7,500 $10,000 
to 


to 
$9999 $i2499 


SURVEY CHARTS UNSOLD NEW HOMES 
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Natural finish Red Cedar 


aad : e aaa ' >, siding gives this lovely 
: contemporary home a 
pleasant informality. 


Weyerhaeuser 4-Square 
Lumber and Services 


WEYERHAEUSER SALES COMPANY 
St. Paul 1, Minnesota 


Vertical boards and 
battens add a rustic 
touch to this home. 
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Oe 


they're 
available 


FOR PRE-FABRICATED HOME 
“PACKAGES” AND ALL TYPES 
OF HOME CONSTRUCTION 


ATTIC VENTILATORS 


Louy-r-Pak attic ventilat- ¥ Check These Features 


ors can be installed in 5 

inutes or less! They fit 
all builders’ ee bene v Packaged aid two to a 
Louy-r-Pak ventilators jam package. Stores easily 
ome ready-to-hang. ; H 
ae of Battin ire on job site 
costly labor “d time.” . 
No cutting apaning fe: v 8-Mesh galvanized 
quired. screen wire attached 
Louy-r-Pak attic ventilat- 
ors are of rigid construc- YM Quick availability . . . 
tion, made of top-quality - k id if 4 
galvanized iron. You'll be QUICK | entification 


wise to investigate Louy- 
r-Pak attic ventilators! ¥ Ready to hang 


ot 


i 4 
five minutes. 


The above typical Louy-r-Pak installation took only 


Here are the popular Louy-r-Pak sizes ————— 


sq. FT. 
VENTILATING BASE 
SIZE PITCH AREA OPENING 
8’ Base 2%2/12 3.333 100” 
9 Base 22/12 4.215 212" 
10’ Base 2'2/12 5.205 124” 
8’ Base 3/12 4.000 100” 
9 Base 3/12 5.060 212” 
10’ Base 3/12 6.250 124” 
4’ Base 4/12 1.333 5012” 
5’ Base 4/12 2.083 6212" 
6’ Base 4/12 3.000 742" 
7’ Base 4/12 4.083 8642" 
8’ Base 4/12 5.333 982" 
9 Base 4/12 6,750 110%” 
10’ Base 4/12 8.333 122%" 
4’ Base 5/12 1.666 50” 
5’ Base 5/12 2.604 62” 
6’ Base 5/12 3.750 74" 
7’ Base 5/12 5.104 86” 
8’ Base 5/12 6.666 98” 
9 Base 5/12 8.437 110” 
10’ Base 5/12 10.41 122" 
4 Base 6/12 2.000 50” 
5’ Base 6/12 3.125 62” 
6’ Base 6/12 4.500 74" 
7’ Base 6/12 6.125 86" 
8 Base 6/12 8.000 98" 
4’ Base 7/12 2.333 50” 
5’ Base 7/12 3.645 62” 
4’ Base 8/12 2.666 50” 
5’ Base 8/12 4.166 62” 


Other sizes available on request 


For additional information and prices write or call 


MV] A 


COMPANY 


P. O. Box 1841-H.H. Fort Worth, Texas 
Phone FOrtune 8671 
DISTRIBUTORSHIPS STILL AVAILABLE IN SOME AREAS 
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LETTERS 


NEW HOUSING ACT 
Sirs: 

The weakest part of FHA was the appraisal 
section. You hit the weak point squarely 
(H&H, Oct. ’54) when you assume that top 
appraisers will not be attracted to FHA work 
unless there is greater compensation. Ade- 
quate salaries do not always produce better 
talent, but by and large more adequate sal- 
aries will attract men with better ability. 

Appraising is not an exact science. It takes 
judgment, background and experience. I 
would, therefore, fully recommend your con- 
clusions and I hope your article will convince 
Congress to include the recommendations you 
suggest. More power to you. 

GrorcE GOLDSTEIN, past president 
American Institute of Real Estate Appraisers 
Sirs: 

Congratulations on a very forceful and 
timely presentation of the new Housing Act. 

Henry Saytor, FAIA, editor 

Journal of the American Institute of Architects 
Sirs: 

The FHA series in the Washington Post 
was very good. The editorial comment in 
Housr & Home has had more punch, I am 
sure that if such material were available for 
editorial use in newspapers throughout the 
country, it would clarify the thinking of the 
various editorial writers, who seem to be as 
confused as the general public insofar as 608 
projects are concerned. 

Paut L, BurKHARD 
Second vice president, NAHB 


I continue to be disappointed in the lack of 
realization of the importance of local govern- 
ment in the picture and would have hoped that 
you would list its actual and potential contri- 
bution in addition to the nine listed on p. 103 
(H&H, Oct. 54). 

Neighborhood improvement and conserva- 
tion depend as much on adequate community 
facilities as on the individual structures; the 
adequacy of school, park, playground, traffic, 
parking facilities may at times be more im- 
portant than standards of individual houses or 
apartment buildings; city services: such as 
street cleaning, garbage collection and police 
protection play an important ‘part in making 
neighborhoods more desirable. Such _pro- 
grams can come into being only on the ‘basis 
of adequate financial and physical planning. 

When an over-all program, such as urban 
renewal represents, is put into effect, it re- 
quires analysis of the existing functions of 
local government, closer coordination of such 
functions and possibly reorganization of the 
agencies and departments involved to meet 
new demands upon the municipality, 

The importance of local government should 
be recognized. At least in part, responsibility 
should be placed on the professional organiza- 
tions of local officials such as the American 
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.»- Only 3%” Deep! 


@ Fits in standerd 4” partition 

@ Excellent tone and selectivity 

@ Installed as easily as any electric outlet 
® For kitchen, bath, bedroom, ete. 

@ Colored plastic panels 

@ Approved by Underwriters’ 

®@ Retails for $43.50 less panels 


Write today for specifications 
and low builder prices. 


(Dealer inquiries invited) 


RADIO COMPANY 
1012 HH 3 Cleveland St+., Clearwater, Fla. 


MAY BE THE 
MAN 


Yes, you may be the one 
to represent Midwest 
Houses in your area. Many 
excellent territories are 


available. This is a real 


opportunity. Write, wire or 


phone Midwest Houses, 
Inc., P. O. Box 334, Mans- 
field, Ohio. 
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There’s only One 


Made only by 
Marsh Wall Products, Inc. 
in the world's largest prefinished 
wallpanel plant 


Better than ever for you today... 
Only Marlite gives you... 


¢ Planks, Blocks and Panels—a complete line of colors, wood and 
marble patterns with glossy and semi-gloss finishes suitable for any 
room in any building. 

e Continuous national advertising which has made Marlite the 
world’s best known prefinished wallpanel. 

¢ Unequalled client-pleasing features: soilproof baked finish, easy 
cleaning, fast installation, economy, permanent beauty. 

e Nationwide distribution with conyenient warehouses and helpful 
factory representatives located near you. 

e Highest quality maintained through continuous research and prod- 
uct development by skilled product engineers in Marsh’s own lab- 
oratories. 

MARSH WALL PRODUCTS, INC., DEPT. 1222, DOVER, OHIO 

Subsidiary of Masonite Corporation 
OUR TWENTY-FIFTH YEAR OF LEADERSHIP 


25 Years of Progress 


Since pioneering prefinished wall 
paneling in 1930, Marlite sales have 
grown steadily through a reputation 
for highest quality and fine builder 
relations. Keeping pace with the 
constantly increasing demand for 
Marlite, the factory is now being 
expanded for the 12th time! 


Marlite 


PRE Fo Ns) WE DB 


WALL and CEILING PANELING 


TMT OBA REFUND 
co * ora 
* Guaranteed by @ 


at Housekeeping 


ww 
4S apveanisto WHS 


Marlite is made with genuine Masonite®) Tempered Duolux® 
Marlite Plank and Block Patent Applied For 


ADMIRAL HOMES sell faster 


ter the ADMIRAL 


show you the way to 


Bigger Profits 
in 1955 


because they are 


V ARCHITECT-DESIGNED 


to provide the utmost in livability and beauty 


V FACTORY-BUILT 
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with only top-quality materials and workmanship 


...and able to meet any building code. 


Choose from a wide range of Bungalow, Cape Cod and Ranch 
Style designs with two, three or four bedrooms. Admiral Homes are 
conventionally-built to offer your prospects more home and more 
flexibility than any other home in the same price range. And they 
are so attractive to buyers that they sell themselves! 

If you’re building within a 500-mile radius of Pittsburgh, Pa., 
wire, write or call today and get the whole story on why Admiral 
Homes are one of today’s biggest building values and how they can 
help you make more money in ’55. 


178 Provost Road 
Pittsburgh 27, Pa. 


PLantation 1-9211 
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. 
Public Health Assn., the Building Officiay 
Conference of America, the American Socie: 
of Planning Officials, the International Ass: 
ciation of City Managers, the US Confereni 
of Mayors, the National Association of How 
ing and Redevelopment Officials, etc. At tl 
same time, the National Association of Hon 
Builders, National Association of Real Esta 
Boards, US Savings & Loan League, Americe 
Mortgage Bankers Assn., etc., should emph. 


size the importance of their local groups wor! 
ing closely with local government officials } 
the development of local programs. 

There has to be understanding of and suy 
port for local urban renewal programs } 
local officials, property owners, tenants, bus 
nessmen, civic organizations, and close cu 
operation among these groups if national pre 
grams are to be successful. | 

D. E. MAcKELMANN 

Deputy Housing & Redevelopment coordinato 

City of Chicago 
Sirs: 

Good and timely reporting, jam-packe: 
with important points. I am forwarding i 
to our congressman through whom we hay 
already been working on the FHA appraisa 
matters. 

I look forward to receiving each and ever: 
issue of House & Home for the valuable 
information each brings us. 

Oscar B, FEREBEE JR., vice presider: 
Goodman-Segar-Hogan 
Norfolk, Va. 


DESIGN MANUAL 
Sirs: 

. . . The most basic and best contributior 
that you have made to the homebuilding 
industry for a long time. I think you should 
produce such an article every once in a 
while in order that builders might get down 
to the basic facts of life. 

I disagreed with only one point in the 
whole program and that is with respect to 
the high windows. You discussed them as 
though they were made high simply for cost- 
saving. The main reason why we build high 
windows in our houses is so that the furni- 
ture can be placed on any one of two or 
three walls. 

Aan E. BrocKBANK 

Salt Lake City 
@ The Round Table on Tomorrow’s House (H&H. 
May 53) unanimously recommended: “There is 
no good reason why strip windows in bedrooms 
should not come down to a sill height of 314’ or 
at most 4’, A 3%’ sill is quite high enough to al- 
low furniture below, and the very high (5’ or 
514’) sills in so many recent bedrooms are very 
little help to ventilation in hot weather, Further- 
more, such needlessly high sills in a small room 
will give many people claustrophobia.” Among the 
panel members who joined in this report were the 
NAHB president, Emanuel Spiegel; the first vice 
president, Richard Hughes; the executive secre- 
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Mr. Frank Manfredi, president of Manfredi Bros., 
Ine. says: “We were flabbergasted—and delighted— 
at the swarms of people that went through our model 
house on opening day. 

Furthermore, we found that we spent most of our 
time in the G-E Kitchen, where most people congre- 
gated, and asked questions. Folks are certainly sold 
on G.E.... and they were amazed to learn they could 
own this complete kitchen for less than 5 dollars extra 
a month on regular mortgage payments. 


The G-E Kitchen certainly does help sell houses 


4 


a 4 


faster. This was our first experience with G.E.... 
and from now on we'll be depending on G-E Kitchens 
for the kind of terrific house sales we’ve had here.” 


G.E. can be a solid sales-maker for you, too. Your 
G-E distributor-builder specialist will work with you 
with promotional and merchandising plans for vour 
home openings, as he has with so many alert builders. 
He can help you sell your houses faster in today’s 
tough competitive market. 


See your G-E distributor, or write: Home Bureau, 
General Electric Company, Louisville 1, Kentucky. 


Carol Estates, in Teaneck, N. J. 


HOME BUREAU 


DECEMBER 1954 


GENERAL @@ ELECTRIC 
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COMPONENT PARTS 


The FABRICON system for building 


better houses faster and easier. 


Framing with FABRICON Vistawall window 
and door units is quick and simple — they 
are 4'x 8’ structural units complete with 


trim, sash, doors and hardware. 


FABRICON interiors are 
made like fine furniture. 
Doors, partitions, storage 
walls and cabinets are 
factory assembled and 
finished with hard-wear- 
ing lacquers in decorator 
colors. 


The FABRICON system of component parts 
makes possible many, many different 
homes that can be built easier and quicker 
than conventional houses, and still retain 
the individuality of custom-designed 
homes. 

FABRICON HOMES — designed by Ned 
Cole—are good looking, well planned, 
and packed with sales appeal. There is 
a wide variety of designs in several sizes 
and we adapt them’ to your local code 
and climate, 

Or design your own homes using some 
or all of FABRICON’s standard units. 
(They are excellent for modernizing 
trade-ins and old houses!) 


FABRICON 
steel trusses 
and ventilated 
gables are 
easy to handle, 
quick to erect. 
They are 
uniform, 
there is no 
waste, and 
they cost 

no more 


than wood. 


reg. U.S. pat. off. 


4601 East Fifth S¢. 
Austin, Texas 
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tary, John Dickerman; the technical director, 
Leonard Haeger; the chairman of the technical 
committee of NAHB, Earl W. Smith; and the 
chairman of the AIA committee on the homebuild- 
ing industry, L. Morgan Yost.—ep. 

Sirs: 

Congratulations on the wonderful Septem- 
ber issue. 

I would write more often expressing my 
gratitude and appreciation for the excellent 
way in which you are helping the homebuild- 
ing industry in this country, but actually I 
have come to expect House & Home to do 
such a good job that I am no longer 
surprised. 

Your September issue tackles a very diffi- 
cult subject and makes yery clear why cer- 
tain designs are better than others in a way 
which will be helpful to homebuilders 
throughout the country in improving their 
products. This is a subject very near and 
dear to my heart. 

Last year when my son went into the 
homebuilding business, I felt the most valu- 
able contribution I could make to his future 
success was a subscription to House & Home. 

C. W. Smiru, director 
Division-of Construction Technology 
Southwest Research Institute 


San Antonio 


A GREAT REFORM 
Sirs: 

The September House & Home should end 
doubts among your architect friends and 
subscribers as to where House & Home 
stands. While the architect may be sad- 
dened because editorial emphasis on 
merchant-builder houses will reduce your 
showing of architect houses, he will certainly 
be anxious to cooperate with you in a great 
reform now that you have stated your 
program to raise the standards of the mer- 
chant-builder house to the level of good 
architecture as we know it. 

As support to your efforts, please enter a 
subscription for me to House & Home and 
ARCHITECTURAL Forum. starting, if possible, 
with the September issues. This is only one 
subscription but perhaps you might look 
upon it as indicative of the response and well 
wishes of your many architectural friends 
now that House & Home has stated such a 
clear-cut, valid program. 

Rosert Damora, architect and photographer 

New York City 
e Thank you. But please do not forget that with 
all its builder houses, H&H also devotes far more 
space to custom-designed houses than any other 
magazine in the world.—rp. 


PREFABRICATION 
Sirs: 

I think there is a rather good opportunity 
that many dealers will turn into prefabri- 
cators, possibly not on the scale of Bob 
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SALES APPEAL INTO YOUR HOME! 


Aluminum shower doors add sales appeal because they main- 
tain their shining good looks under hardest usage. Corrosion- 
resistant. No rust stains. 


Your speculative houses are easier to sell when 
_ you use aluminum building products. That’s 

because aluminum products are usually associ- 
ated with quality houses. 


Among aluminum’s advantages are light 
weight, strength, corrosion resistance, economy, 
modern beauty. 


As a basic producer of aluminum, we do not 
make any of the products shown here. Our 
efforts are put behind the job of serving manu- 


aiser Al 


setting the pace—in growth, quality and service 


it, 


weight makes them easy to open and close. Clean, handsome 
appearance. Strong, durable. 


facturers—to help improve their products and 
reduce costs. 


Engineering assistance is available from our 
qualified aluminum engineers. Or for names of 
building products manufacturers who will be 
glad to work with you, contact the Kaiser Alu- 
minum sales office listed in your telephone 
directory. Kaiser Aluminum & Chemical Sales, 
Inc. General Sales Office, Palmolive Bldg., Chi- 
cago 11, Illinois; Executive Office, Kaiser Bldg., 
Oakland 12, California, 


Kaiser Aluminum helps build demand for aluminum building products like these through con- 
sistent, colorful advertising in national magazines like Saturday Evening Post and Time. 


Aluminum garage doors add sales appeal because their light 
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etter Homes 


by Better Method 


HOME Sco. 
Belle Vernon, Penna. 
DIRECT INQUIRIES TO ABOVE ADDRESS 


Lupton Aluminum Windows 
made by 
MICHAEL FLYNN 
Manufacturing 
Co. 
Philadelphia 
Penna. 


Interior and Exterior Flush Doors by 
ATLAS PLYWOOD, Boston, Mass. 


Quality plus beauty. Skillfully crafted from do- 
mestic hardwoods, Atlas Plywood doors assure 
lasting quality. Their beautifully grained veneers 
ornare the decor of any room: modern or tra- 
itional. 


Shingles hy BARRETT Corporation 
36th & Grays Ferry Ave., Philadelphia, Penna. 
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Sweet or John Chapman in the east but in 
a manner fitting their size of operation. 
I am of the opinion that panelization of 
houses is here to stay, and that it will 
become more prevalent when material may be 
designed and manufactured that will make a 
good deal of panelization more possible at 
the source of manufacture, unless the rail- 
roads prohibit this by specifying a rate that 
makes it impractical. 
I believe that approaches such as Sweel’s, 
our own, and many others like us may have 
a better chance of success than the very large 
prefabricators. 
Individuals such as Sweet, myself and 
others cannot do the job as individuals that 
is needed to be done, but must have the co- 
operation and assistance of an organization 
such as I hope the Lumber Dealers’ Research 
Council will be. 
C. A. THomrson, chairman 
Lumber Dealer's Research Council 
Champaign, Ill. 
Sirs: 
My recollection is, and I am sure it is the 
recollection of a large number of members 
of our Prefabricated Home Manufacturers’ 
Institute, that the lumber companies ten 
years ago were predicting the downfall: of 
the prefabricated house manufacturers ~ in 
much the same way that Robert Fulton was 
derided for his steamboat, then called “Ful- 
ton’s Folly.” 
Ten years ago our industry was in its 
infancy, but we were all convinced that fac- 
tory fabrication of homes was a logical for- 
ward step in the production of better homes 
at lower costs to home owners. Our industry 
is growing steadily every year, as evidenced 
by the fact that shipments for the first six 
months this year by our Institute members 
are 22% ahead of the first six months of last 
year, as against a 2% increase of all private 
housing starts for the same period. These 
figures are based on the latest BLS reports. 
Your article confirms the faith of our in- 
dustry in prefabrication; and the fact that 
other suppliers of materials are recognizing 
the importance of factory prefabrication to 
the builder and to the home owner. 
It now appears that the lumber companies 
are starling approximately where we were 
ten years ago. Recognition by them at this 
time of the value of prefabrication provides 
further evidence of an already established 
fact: that the swing to home prefabrication 
is becoming greater every year. 
Hart ANDERSON, vice president 
Page & Hill Homes 
Shakopee, Minn. 

Sirs: 

Panelization is here to stay ... at least 
until research develops a more efficient and 
economical method of construction. 

Lumber dealers probably will never turn 
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Exclusive power-operated windows! 


One of the most dramatic features ever offered in a home! 
These Thermopane windows have attached fiberglass screens 
that roll out as window opens. Bedside remote-control station 
or switch at door opens and closes windows electrically. 


the quality builder! 


oy 


Exclusive Klear-Span steel floor joists! 


This proved floor system, entirely new in residential construc- 
tion, leaves basement absolutely open. Ducts and wiring are 
high and out of way. Nailing strip makes ceiling easy to finish. 
Perfectly level; strong as only steel can be! 


mioldier nif dihjoim|e|s 


[Caer gee pelea ae 


4. There’s no ‘‘mass-production look” about 
even the smallest models in the line. Modern 
Homes helps you train erection crews; gives 
assistance with site planning, financing, color 
styling, merchandising. All models meet 
building codes for all areas. 


DECEMBER 1954 


DEARBORN, MICHIGAN 


CORPORATION 


y a > 2 = ing 
Woman's day, 


% 


5. As a Modern Homes builder-dealer, your 
reputation is reinforced by high standards of 
other franchised dealers . . . by advertising 
in LIVING, Better Homes and Gardens, Small 
Homes Guide, Parents’, Woman’s Day—aimed 
at your most promising prospects, 


PORT JERVIS, NEW YORK 


6. Proved ‘‘Open House” promotions (signs, 
photos, literature, displays) help franchised 
Modern Homes builder-dealers draw crowds, 
make sales. The factory provides local pro- 
motion and advertising; supplies radio and 
TV scripts, newspaper mats. 
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into prefabbers in the accepted meaning of 
the word, but you may be sure that they will 
continually strive to help their builders and 
f T | | y all t oma t i Cc contractors do a more efficient job of building. 
Clarence Thompson and Bob Sweet are two 
e | ec t I i c outstanding examples of what lumber dealers — 
all over the country are doing. Almost 300 
lumber dealers have already adopted the 
Lu-Re-Co program. 
RusseLL W. Nowets 
Nowels Lumber & Coal Co. 
Rochester, Mich. 
Sirs: 

Reporting of this type benefits the entire 
lumber industry as well as the consumer. E 

We welcome the advent of lumber dealer 
competition, as it will help in the immense 
educational job ahead in converting car- 
penters and builders to this new and be:- 
ter way of buying and handling their lumber 
requirements. And just as important, they can 
enthusiastically merchandise these factory 
benefits to their home prospects. 

We differ from you only on one fine point. 
We are unable in this area to merchandise the 
q word “prefab” as an identification of our lum- 

be ber units. Also, we go along with our builder 
customers that there is an easier way to sell 
the consumer the benefits of this factory- 


i 
E 
i 
> processed lumber than to throw it in the pre- 


OVEN WALL OPENING — fab category. 


213/44" W x 285s H x 23D . 5 be 
eee eREATIURITes There is a definite buyer resistance to pre- 


129/16" x 3%" H fab houses in our trade area in the $12,000- 
and-up range. A consumer analysis in our 
area will reveal that the excellent advertising 
and publicity by the formal prefabbers has 
given the word prefab almost trade-name 
significance in the public mind that our friend 
Webster never intended. 


Elbel Construction Co. is now using Wads- 


the greatest selling asset any kitchen can have... | wot Modular Unit for their new Vineyard 
alley development, where they are offering 


of ; afford a four-bedroom, two-bath home with basement 
at $14,950. 
and a pice WEY home Ca4L 


Joun M. Gaucuan, advertising manager 


ae me 


A womans heart is in her kitchen . . . a well known fact! Then give her (SSI ine 
her heart’s desire — a PREWAY fully automatic electric Bilt-In Range Kansas City, Kans, 
— the greatest you've ever seen. Strong language, but true . . . for 
PREWAY has a full-size oven, and only PREWAY has complete oven eect eae 
controls at eye level. No more stooping or bending . . . and PREWAY alone Sirs: 
has an oven window with push-button oven light that illuminates the interior I saw the “Home for All America” plan in 
without need of opening the door. Of course it’s exciting — and so are BH&G, and picked out at least three glaring 
counter-high surface units that can be placed anywhere in clusters of two, deficiencies before you pointed out two of 


four, six or more .. . true flexibility of arrangement. Cooking heat is con- 
trolled by 7-speed automatic switches, and every element has an individual, 
’ easy to clean, lift-out aluminum “spill-over” bowl that eliminates messy trays. 


them (perhaps inadvertently) in an article in 
your September issue: “What Is Good Plan- 
ning?” 


tye PREWAY has even more good news. Every home can have this Tn'this article youdeclare:) “ihe. Tlsteien 


happy installation because it costs less than a conventional automatic electric should be avoided whenever possible” and 
range. And that’s the word of a multi-million dollar company who has been “The best place for a playroom is right next 
making high-quality specialized home appliances since 1923. Think what to the kitchen,” 

you can do with this dynamic opportunity! The full facts are yours for the Now take a look at the BH&G house: It has 
asking. Phone, wire or write today. an “I” kitchen for sure, the sink located so 


that dirty dishes are conspicuously visible 


from the dining section and the fireplace end 
Inc. 2124 Second Street North aac 
Wisconsin Rapids, Wisconsin 


The “activities” room is miles from the 
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70,000 people attended the showing of Ozdowski’s 
“Hotpoint House of the 50’s,’’ a tribute to the 
brothers’ progressive planning and thinking in the 
design and construction of a truly modern dwelling. 
(Edward, Frank and William are pictured on the left) 


Install Gate City windows in your next development, 
and “Gate City Wood Awning Windows will prove 
their practicability by adding increased sales appeal.” 


We had good reasons for Selecting Gate City 
Wood Awning Windows... they combine the most 
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desirable features of any window made today 
says Frank Ozdowski, Spartanburg Builder 


And Frank Ozdowski should know, for he and his brothers have been designing and building 
home developments for many years. 


A most challenging opportunity was recently offered the Ozdowski brothers of Spartanburg, 
South Carolina. They were chosen to build the “Hotpoint House of the Fifties.” It was their 

task to design a dwelling unit with an exterior that would appeal to advocates of the ultra-modern 
and the traditional, providing an interior to include all the conveniences, comforts and 

features contributing the most to modern living! 


One of the essential elements in this plan was the right selection of windows to fulfill design and 
comfortable living requirements. Frank Ozdowski chose Gate City Wood Awning Windows 
and here are his reasons — 


“Having had wide experience with all types of fenestration in home building during the past 
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few years, | selected GATE CITY WOOD AWNING WINDOWS because they alone seemed 

to combine all of the most desired features: extreme weather tightness and low conductivity-loss, 
important for economical heating and air conditioning; sturdy perma-treated sash and frames; simple, 
trouble-free, easy operating hardware and maximum shower-proof ventilation. As a matter of fact, 

I include Gate City Wood Awning Windows in all my building plans whenever possible.” 


The built-in functional features of Gate City Wood Awning Windows not only provide 
the home owner with year round living comfort, but their horizontal beauty adds sales appeal 
and individuality to each and every housing unit. 


For complete information and name of your nearest 


dealer fill out and send in this coupon today. | GATE CITY SASH & DOOR CoO., DEPT. HH-12 
P.O. Box 901, Fort Lauderdale, Fla. 


Gentlemen: I would like complete information on Gate | 
® L_] rc : A 
Cer YM tA ay AWNING WINDOWS City Wood Awning Windows. | 
le Nicene 


“You can Specify Gate City with Confidence” tee 
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Construction of prefabricated homes continues to show 
increases as compared with total home building. In the first 
half of 1954 the gain was 22 per cent over the previous year. 
The reason is clear. Only with prefabrication’s modern 
methods can builders meet all of today’s demands for speed, 
economy and quality—meet them on time, every time. 
That’s why it’s high time to switch to prefabrication. 


HIGH TIME FOR FASTER STARTS. 
All structural materials delivered in 
one package... from one respon- 
sible source. 


HIGH TIME FOR SHORTER EREC- 
TION TIME. No costly delays of 
having work held up by a shortage 
of materials. 


HIGH TIME FOR QUICKER COM- 
PLETIONS. Buyers get their homes 
faster, and you get your money out 
of the job faster. 


HIGH TIME FOR PREDETERMINED 
COSTS. Prefabrication is the sure 
way to nail down costs, to make 
sure of your profits. 


Determine for yourself the advantages of prefabrication’s modern 
methods. Write for a list of home prefabricators and learn the ad- 


vantages of a dealership. 


Subscribe now to “PF”, the official monthly journal of 


PHMI. Keeps you fully informed of new opportunities in 
this fast growing field. $3 a year. 


PREFABRICATED HOME 
MANUFACTURERS’ INSTITUTE 


929 - 20th Street, N.W. 
Washington 6, D.C. 
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kitchen; in fact it is right next to the bed- 
rooms, efficiently stopping any activities 
louder than a whisper most of the time. 

It is only fair to add that the Melvin Jensen 
version of the house, diagrammed on p. 151, 
is a tremendous improvement. 

Mrs, ALBERT ZORASTER 
Van Nuys, Calif. 
HURRICANE HOUSES 
Sirs: 

Where hurricane “Carol” did her worst—on 
Cape Cod, at South County, R. I.—in no single 
case did any one of our cottages or garages 


“Carol’’ held no terrors 


suffer any appreciable damage beyond the loss 
of a few shingles. 

In a spot check the day after “Carol’s” visit, 
we were indeed very gratified to find all our 
buildings intact and in perfect alignment. 

D. ScHwartz 
Pre-bilt Construction, Inc. 
N. Dartmouth, Mass. 


MULLION CASE 
Sirs: 

I am basing my next contemporary house on 
the ideas and surveys in your May issue. 

We are now working out the problems of 
design in that big “sore” spot, the kitchen. I 
have been looking at the picture of your model 
(?) kitchen on p. 146 for some time now with- 
out much enthusiasm, and it just occurred to 
me what is wrong. Is there a woman on earth 
who would stand at that “pillar spot” of the 
kitchen, the sink, and not wind up a nervous 
wreck from looking at that window mullion 
for any length of time? Do me a favor and 
have some good contractor reverse the bay and 
double-hung windows. 

G. R. Borewarpt, general contractor 
Phoenix, Ariz. 


OMISSION 
Sirs: 

In the story of the remodeled barn which I 
designed (H&H, Oct. 54), I note that through 
some oversight the name of James Fanning, 
landscape architect, was omitted from the list 
of credits. 

Puitie C. Jounson, AIA 
New Canaan, Conn. 


e House & Home’s apologies to Mr. Fanning.—p. 
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PREFABRICATION HAS SOMETHING FOR EVERYONE 


Exerting an influence out of all proportion to its size, prefabrication 


EDITORIAL CHAIRMAN points the way to build, sell and buy better houses. 
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Prefabrication 


Prefabrication is exerting an influence on housing out 


of all proportion to its size. 


Only one house in 15 this year was built in a fac- 


SS 


. tory. Yet not one house in the other 14 escaped 
Builder Architect 


the influence of what is called prefabrication. 

The distinction between “‘prefabrication” and effi- 
cient “conventional” building utilizing preassembly 
techniques is gradually disappearing and may not 
be apparent at all within a decade. Already big build- 
ers operate so efficiently they achieve factory-engen- 
dered economies without having to set up a factory. 
Many, in fact, have taken prefabrication methods 
further than almost three-fourths of the factory pre- 


GE, de eerie fabricators. The big question prefabrication raises: 


L. McConibe; Fortune—Schlivek 
Who will do it? 

Will it be the builder on his slab? The builder in a 
shed near his site? The local lumber dealer? A dis- 
tant factory? Or will prefabrication take the shape of 
components made of standard sizes? The answer: 


anyone who is smart enough to use its methods. 


Wanted: a new name 


Realtor 


Prefabrication, as an industry within an industry, 
needs a new name. This is so not only because most 
large builders have embraced assembly-line tech- 
niques but also because factory prefabricators them- 


selves have tended to integrate vertically all the 


Lumber dealer agencies of production and distribution. While the 
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This issue of House & Home is planned to help you understand 


the progress which prefabrication has made and to figure out for yourself 


how you can best take advantage 


of what prefabrication methods have to offer. 


Prefabrication has grown up to mean far more than the building of panels in a factory. 


It is a whole new approach to homebuilding. 


In fact, prefabrication has something 


to help everyone build, sell or buy a better house. 


has something for everyone 


big builders have been prefabbing, the prefabricators 
have been doing many other things. 

Prefabbers are becoming more “packagers” of 
goods and services than “manufacturers.” The term 
applied to their activities might better be “packag- 
ing” or “prepackaging” than “prefabrication.” But 


whatever its name... 


the industry is succeeding today as never before 
The important factors contributing to its growth: 

> Discovery by builders that prefabrication’s real 
importance is its method of doing business. From it 
builders can get better design, faster turnover of 
capital, steady profit with less supervision. 

> Quality of design never before provided in such 
volume. Several prefabricators, believing that houses 
—like automobiles and appliances—are becoming 
style goods, offer 1955 models. One, National, made 
a complete model change-over. Others are adding new 
models or improving this year’s. 

> Assembly of services that few but the biggest 
builders can afford to do for themselves: site plan- 
ning, color coordination, financing, merchandising, 
etc. It is a rare builder who can pull out all the stops 
on all these things. The prefabricator can. 

> New breed of prefabricator is emerging—men with 
years of building experience who are bringing to the 
industry the same business acumen, construction and 


merchandising savvy that have marked their own 
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successful building operations. Evolution of some 
lumbermen, too, into prefabricators may be an im- 
portant talisman of the industry’s maturity. 

» Advertising in national media is adding prestige 
to a product that often lacked it in the past. 

> Broadening of some companies’ model lines to in- 
clude high-priced (up to $40,000) houses is evi- 
dence of growing acceptance and prestige. 

’ Mortgage bankers believe prefabrication’s hangover 
from past failures is cured. FHA and VA are more 
inclined to give favorable valuations. And today 


public acceptance of prefabrication is snowballing. 


Home buyers 


Artega photo 
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Prefabrication 
is living down 


its early errors 
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Prefabricated houses used to have a ‘‘prefab’’ look 


For over 25 years a prefabrication boom has been 


predicted. But the factory-built house has failed to 


live up to its enthusiastic publicity largely because 


of three basic errors... 


Error No. 1: an almost delirious obsession with panels. 
Architects and engineers were fascinated particularly with wall 
panels and the ingenious methods of fastening them together. 
Their will-o’-the-wisp was a belief that the answer to industrial- 
ized houses lay solely in turning out cheap panels. 

But an ingenious panel was not enough. Example: value 
created through processing materials for house manufacture 
is about 18%, far less than the manufacturing value created 
in other industries. Automobile manufacturers, for example, 
add 32% to the value of the materials they process. Even 
if a panel manufacturer cut his costs in half he would be 
saving the builder only 10% of the cost of the finished house 
(excluding lot). 


The remedy: a recognition that the panel is only one of many 
elements. While the panel itself has been improved (see below), 
prefabbers recognize that the by-products of prefabrication 
may be even more important: quicker erection, which leaves 
builders less at the mercy of the weather; faster product turn- 
over with better profits; less overhead; one bill of materials. 


Error No. 2: a disregard for what happens at the site. Many 
prefabricators made panels far too large for easy handling on 
the job. As a result, builders discovered the cost of: truck- 
mounted hoists, cranes and gin poles far outbalanced savings 
at the factory. Early panels were not only heavy, they required 
precision building which most field crews could not attain. 


The remedy: today most panels are light enough to be handled 
by four men who use simple tools like pry bars and dollies, 
hammers, sledges. The ingenious connecting device of the 
early days has now become the common nail. House parts are 
designed for the type of labor available to most builders. 
Factories send engineers to train crews, help erect the first 
house, use isometric drawings instead of blueprints. There is 
more competition between firms, and sales managers know their 
houses must go up easily if they are to be popular with builders. 


Error No. 3: a woeful ignorance of the builders’ problems. 
Some prefabbers were manufacturers looking for a way to sell 
their products. Their designers and salesmen had little idea 
of what builders were doing, how efficient big builders were 
becoming, how important FHA and VA were in financing, 
problems of codes, labor unions, marketing practices, customer 
preferences and sound business practices for a builder. In short, 
the prefabricators designed houses for an ideal public, were 
almost unaware that the builder, about whom they knew so little, 
had to provide the wherewithal to get houses built and sold. 


The remedy: concentration on the local builder and his prob- 
lems. Many prefabbers today started as builders, still carry 
on a building operation, and are far closer to other builders 
than were early prefabbers. National’s Jim Price, for example, 
was a local builder before he became a prefabricator. He and 
his brother still have the National franchise in Lafayette. Half 
a dozen other prefabbers with building backgrounds are des- 
cribed on p. 127. But even prefabbers, who did not start as 
builders, now know that what they put in their package is 
only one of their advantages. Their services to builders range 
from acceptance corporation financing through site planning. 

Today the factory is not only providing a better house 
package but is also giving a combination of services which pre- 
fabbers would never have thought of a few years ago. This 
combination of product and service characterizes the prefabber 
of today and is laying the foundation for his growth. 
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Design is the sales magic in Cliff May’s package 


Prefabrication: packaged houses, packaged services 
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Prefabrication’s greatest appeal to builders is what they get in addition to the package. 
There is no particular magic in any prefabricator’s panels. But their designs are sales 
magic in dozens of cities. When any of them sells a truckload of parts, a buyer gets panels 
or precut lumber he could duplicate for himself, but the hidden assets are their experi- 
mentation, engineering, sales pepularity record. On the truck that brings a topnotch prefab 
package in an invisible cargo of building experience. 


The trend is toward vertical integration 

Prefabbers today tend to integrate all the services they can for builders. When the giant 
of the industry, National Homes, began to help its dealers with financing, others followed 
suit. If some prefabbers offer advice on land planning, help with local FHA and VA 
offices, color coordination, others tend to do the same. By-products such as these are’ what 
help dealers most. Says PHMI’s President John O’Brien: “Today the prafabricator must 
give service, service, service,” 

Prefabricators have at last discovered the principle exploited successfully by most 
mass-producing industries: more complete packaging. This includes design as well as 
panels, financing as well as prior FHA approval, faster turnover of invested capital as well 
as quicker erection. 

The method of doing business which prefabrication permits is more important than 
the physical product, 
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Prefabrication is becoming big business 


US home buyers spent close to $1 billion on prefabricated 
houses this year. There are now over half a million pre- 
fabricated houses in the nation’s housing inventory. 
After selling 55,000 houses in 1950, 
boom year, the prefabricated house industry sagged to 
50,000 in 1951, rose to 55,000 last year. This year unit 
sales will take a major jump to 75,000 (see chart). The 
industry now thinks it is on its way, optimistically expects 
to produce 125,000 units next year. Former FHA Com- 
missioner Guy Hollyday predicted last January that “within 
the next five to ten years, probably 40% to 50% of new 
housing will be prefabricated in factories.” To many, that 
then sounded farfetched but now seems more realistic. 


homebuilding’s 


The industry is reaching maturity. There are now 86 
firms packaging houses in the US and Canada for sale 
to builders, another 20 which sell shell houses directly to 
the home buyer. The 86 companies operate 115 plants. 
Their total capital investment in plant and equipment: a 
whopping $50 million. 
one plant: two of them have four, three have three, seven 


Twelve companies have more than 
have two. Almost a third of the companies (some with 
more than one plant) intend to build another within the 
next few months. Significantly, many are planned outside 
the Midwest, heart of the prefab belt (see opposite page). 

“Those 
Steidle, 


turers’ 


coming into the business now,” says Harry 
of the Prefabricated Home Manufac- 
“do so with their eyes open and on a 


manager 
Institute, 
sound business basis rather than in a speculative way.” 


Prefabrication already has its Henry Ford. Jim Price 
of National Homes is the Henry Ford of the business. He 
could hardly be called the General Motors, but only because 


the industry as a whole has not yet reached the degree of 
integration and maturity of auto building. There are only 
six auto makers today compared to 86 prefabricated house 


manufacturers. But merger talk is rife in the industry. 


The three biggest companies account for almost 37% of 


production; the biggest five for about 44%; the top ten 
for over half of all production. National Homes alone 
with 20,500 houses this year accounts for over one fourth 


of production, expects to produce 30,000 next year. 


BUT—. 


Few companies have enough dealers to sell what they can 
produce, Though the industry as a whole has over 5,000 
dealers, that is much too few to handle the industry’s 
capacity. Ford Motor Co., by comparison, has 6,500 deal- 
ers. Too few of the prefab dealers in business today are 
equal to the merchandising task they face. The industry’s 
No. 1 problem is still good dealers. 


CODE} CODE} CODE] CODE] [CODE] CODE 
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Another major problem is the lack of uniform codes. 
By its very nature, prefabrication implies standardization, 
yet there are hundreds of codes specifying different kinds 
and dimensions of materials. What the industry needs is a 
uniform performance code under which it can operate 
reasonably. Specification codes continue to be the bane of 


all building today. 


HOUSE & HOME 


MICHIGAN 


nent AEROMONAS rat 4D eh 


Prefabrication looks queer on the map 
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A map distorted to give a prefabricator’s view of the US 
looks like the one above. 

Based on plant location and sales of leading firms, the 
Midwest looks enormous, particularly Indiana, Ohio and 
Illinois, where prefabricated houses account for as much 
as 40% of new houses. 

Regional areas which traditionally have been open shop 
encourage prefabrication. There, and especially in smaller 
towns (particularly those close to urban areas), the biggest 
inroads into conventional building have been made. 

Success of prefabricated house manufacturers has been 
related to the wage differential between factory and field. 
from 8714¢ an hour to $1.30 in the Midwest. To make 
economic sense, some believe the prefabber must be 
able to pay lower shop wages than builders pay in the 
field. This is why some firms are planning new plants in 
the South. Others who do not think prefabrication’s future 
depends on a substantial wage spread (and plan plants on 
the East Coast and Southwest) believe prefabbers must 
concentrate on lowering costs through production and 
transportation efficiencies. Says one: “Eventually we may 
all pay top rates.” 


Prefabrication is tackling plumbing, wiring 


The industry, which has concentrated its major manufac- 
turing efforts on the parts of the house most economical to 
build—the outside walls—is at last doing something about 
expensive plumbing, and wiring. Packaged plumbing 
can help lower final house cost more than almost anything 
else (see p. 132). General Industries, Fort Wayne, is one 
prefabricator which completely wires a house with a three- 


wire electrical system (H&H, Nov. *53). 


Transportation is a vital problem 


Most prefabricators ship their houses a radius of 250 
miles. The great bulk of their production is shipped 
by truck, and overnight trucking distance has usually 
Although firms distributing 
over a short radius do not think transportation is a vital 


determined plant location. 


problem, many companies would be helped by cheaper rail 
transportation. Reason: fewer plants; a prefabricator 
would be able to reach a wider market for the capital 
investment in only one plant. This year the industry was 
helped when rail rates were lowered by one third east 
of the Continental Divide. Next possible step: still cheaper 
transportation by piggy-backing truckloads of prefabri- 
cated houses from one rail line to another. Next January 
an ICC hearing will deal with the question. ICC approval 
of piggy-backing (impractical now only because trucks 
cannot be switched from one rail line to another) would 
mean a change in the basie concept of where to locate 


distribution points, 


What of the future? 


Biggest opportunity for the industry is an alliance with 
big builders. Many are businessmen who know less about 
building than they do about financing and selling. Many 
have sold financing terms rather than houses in the past. 
They are now seeking design that sells. In the market-tested 
prefabs, some have found an answer. Both the big builder 
and the prefabricator have much to offer each other. When 
more get together, it may well mark the biggest step 
toward industrialized homebuilding yet taken. 
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Prefabrication promises better design 


No single factor in American homebuilding 


offers greater promise of better design 


than the growth of the prefab industry 


There are two good reasons for this: 


» lL. noone but a prefabber (or a big builder) can so well afford 
to buy the best architect services available in the US—hecause, 
obviously, the cost of such services, when spread thin over 
several thousand houses, becomes almost negligible. And 

2. the high design standard set by some prefabbers (past 
and present) will soon force every builder in the US—he he 
big, medium-sized or small—to adopt higher design standards 
in his own houses. For if a home buyer can get the benefit of 
topflight architectural design thrown in almost free with his pre- 
fab house, he is going to demand similarly high design stand- 
ards from the competition. The site builder, in other words, will 
have to match or beat the prefab—designwise as well as in price 
—or be forced out of business. 


There are two good reasons for this: 
of the past ten years raised design 


standards throughout homebuilding 


1946: General Panel prefab, by Konrad Wachs- 
mann & Walter Gropius. Modular panels, 3’-4” 
wide, formed walls, partitions, floors and roof. 


1948: Acorn House, designed by Carl Koch. En- 
tire house folds around utility core for compact 
shipping on trailer truck, unfolds again on site. 


1947: Consolidated Vultee prefab, designed by Henry Dreyfuss and 
Edward L. Barnes. Wall panels, 2” thick, were of paper honeycomb 
core faced with aluminum. 


Here are some of the most important prefabs designed by archi- 
tects since the end of World War II. Because they were so well 
designed and because their good design was so widely pub- 
licized, these prefab houses left an indelible mark upon Amer- 
ican homebuilding as a whole—and the homebuilding industry 


1944: Green prefab, designed by George Fred Keck and William Keck, 
today is a better industry because of them, Modular panels were 3/-3” wide, included louvered ventilating units. 
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Prefabrication needs the best architects 


Jim Price, president of National Homes. sums up in a nutshell the argument for top- 
flight architectural design in prefabrication. Says Price: “Architect Charles Good- 
man’s fresh approach has done much toward increasing our sales volume... . | am 
confident that our sales for 1955 will more than double our 1954 figures, and a large 
part of this increase will be attributed to Goodman’s designs.” 


National’s President Jim Price 


National’s Architect Charles Goodman 


But selling more houses faster is not the only contribution 
(or, for that matter, the most important contribution) 


a good architect can make to his prefabber client 


Whether the prefabber knows it or not, the modern architect is his best friend on 
earth, Architects have been talking prefabrication, modular design, standardization | 
and components for half a century. Moreover, they have done more than talk about 
it: in countless experiments, in custom houses, in designs that never left their draft- 
ing rooms, architects have amassed a huge reservoir of prefabrication research— | 
available to the prefab industry for the asking. | 
It would take a book to present the experimental prefabs developed by modern 
architects over the past 50 years, for not a single important architect has failed to 
experiment with prefabs. These experiments have generally taken three forms: | 
1. Experiments with new materials. 
2. Experiments with modular wall panels. 
3. Experiments with big components. 


Photos: (opp. p.) 


©Ezra Stoller; Julius On the next two pages is a quick review of some of these experimental designs. 
Shulman; Hedrich- 4 5 i > 2 
Blessing; (above) I. Sliller; R. C. Lautman Many of them parallel or advance present thinking in the prefab industry. 
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Architect experiments are elping the prefabber 


Paper honeycomb produced 


for aircraft industry 


forms core of wall panel. 


Institute of Design students in Chicago, under direc- 
tion of Konrad Wachsmann, produced this system of 
metal-faced wall panels with paper cores. Panels form 
walls, partitions, floors and roof, contain all services. 


Because architects have long cared about 
modular planning, about standardization 
and about simplification, many of their 
custom houses are, in effect, laboratory 
experiments which help improve ‘prefab 
techniques. For example: 

Architects have experimented with new 
materials like paper honeycomb for the 
cores of wall panels. Result: much 
lighter, stiffer and thinner prefab walls, 
a great improvement over the traditional 
stud frame. 

Architects have experimented with 
modular panels which permit a maximum 
of flexibility in design. Modules in addi- 
tion to the standard 4’ x 8’, and panels 
that contain all wiring, etc. have been 
tested. 

And architects have experimented with 
large components—utility cores, roof 
trusses. whole sections of buildings. 
These experiments will bear fruit when 
code problems and other obstacles have 
been removed. 

Here are some outstanding examples 
of architect experimentation. 


Experiments with 


NEW MATERIALS 


Architect Paul Rudolph built custom prefab 


in Sarasota, Fla. using striated plywood 
Panels with paper cores for walls, partitions, 
roof (see below). Cost in first experiment: 
only $8.25 per sq. ft. for entire house. 
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Experiments with BIG COMPONENTS 


Prefab bathroom design 


pre- 


pared during forties by Archi- 


tect William Wilson Wurster. 
Prefabrication of such expensive 
parts of houses is becoming more 


and more urgent. 
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Experiments with MODULAR PANELS 


Instead of combining ven- 
tilation and vision in single, 
traditional window-wall 

panel, Architects Keck & Keck 
designed fixed glass 

panels for views, 

louvered ventilation 

panels for fresh air. 

Module was 3’-3” to take 
typical exterior door width 
Edward W. Green 
was prefabber. 


and jambs. 


Hedrich-Blessing 


Somewhat similar prefabs 


by Wachsmann & Gropius 
Panel used 3’-4” 


module, low-pitched roof 


for General 


(with prefab trusses rein- 
forced with plywood—see 
below) and special panel 


connectors. Institute of Design project (see opposite page) envisaged use of 


metal-faced panels for walls, partitions, floors and roof. Panel core 


is paper honeycomb. 


a 
Prefabricated kitchen-bathroom- 
utility unit designed by Archi- 
tects Ralph Rapson and David 
Standardized utility 
permit flexibility in 


Runnells. 
still 
planning of rest of house. 


cores 


Prefab roof trusses by Wachs- > 
and Gropius used ply- 
glued con- 


mann 
wood gusset plates, 
nections. 


Steel prefab by Architect Wil- 
liam Lescaze (below) was made 
in a few large sections bolted to- 
on the job. 
system assumes that prefab in- 


gether Lescaze’s 


dustry will follow lead of auto 
makers, produce some basically 
different models rather than dif- 
ferent modular panels. 


Packaged Homes’ ‘‘Westway,’’ designed by Herman Muller. Two bedrooms, 720 sq. ft., $5,700 


Prefabrication is beginning to meet the market 


The prefabs shown on the next eight pages are among the 
best introduced recently. 

Some were designed by architects; others were strongly 
influenced by architect designs (and might have been much 
better if good architects had been allowed to gather up some 
of the loose ends). These prefabs suggest three design trends: 

1. Prefabs are definitely going modern. More than half of 
all prefabs sold in the US last year were contemporary in 
design. Hand in hand with this design trend go more open 
plans, better provisions for outdoor living, slabs on grade 
rather than basements, lower roof pitches (and some good 
flat roofs), “cathedral ceilings,” articulated post-and-beam 
structures, bigger glass areas. 

2. People do not want prefabs to look like prefabs. The 
public still remembers row upon row of dreary-looking war- 
time structures, obviously pieced together from prefab panels. 
In other words, the “panelized look” is out—except in window 
walls, 

3. Modular wall panels, once considered the sine qua non 
of prefabrication, have been abandoned by many prefabbers 
in favor of “room-sized” wall sections which can be man- 
handled on site without heavy machinery. These reduce 
number of wall joints, cut down site labor. When a prefabber 
wants to vary his house models he just makes an entirely dif- 
ferent wall panel. As for complex panel connectors (for years 
a source of fascination to some designers), these have been 
replaced by the simplest connector of them all: the nail. 


Photos: (above) Joel Conway Studios; (below) Hedrich Blessing 
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Harnischfeger’s experimental three-bedroom prefab 


designed by John Normile. Not in production at present. 


National’s ‘‘Fleetwood,”’ designed by Charles Goodman. 
Three bedrooms, 900 sq. ft., $8,750, 
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Vertical wall patterns are replacing 
horizontal siding. Reason: when 
you assemble room-sized wall sections 
on the job, covering up vertical 
. . Desi Ir trend No Is: joints between wall sections 

g oe becomes a major problem—IF you have 
a horizontal wall finish. It 
is no problem at all with a vertical 


stripe pattern, 
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American’s ‘‘Freedom,’’ designed by George Nelson Westwood’s ‘‘Daybreak,’’ designed by Mithum & Nesland. 
& Gordon Chadwick. Three bedrooms, 1,117 sq. ft., $15,500. Three bedrooms, 1,056 sq. ft., $13,800. 
\3 
: ; 


Richmond’s ‘‘New Horizon,’’ designed by Small & Wirth. Three bedrooms, 1,280 sq. ft., $16,500 i 
| 
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Colpaert prefab, designed by Joseph Modern’s ‘‘Windsor,’’ designed by George D. Fabricon’s ‘‘Forecaster,’’ designed by Ned Cole & Madison 
Kruyer: 2 bedrooms, 768 sq. ft., $11,500. Lytle: 3 bedrooms, 1,040 sq. ft., $14,000. Mills: 3 bedrooms, 1,300 sq. ft., $12,000. 


Prefab design is better than average 


Cliff May’s ‘‘No. 3211-A,’’ designed by Chris Choate: 3 bedrooms 1,100 sq. ft., $10,500 


Maynard Parker 


ee 


Yetter’s “Open House B,’’ designed by H. 
Reid Hearn: 3-bedrooms, 816 sq. ft., $6,400. John Highland: 1,182 sq. ft., $15,000. W. A. Wollander: 912 sq. ft., garage, $9,600, 


West Coast 3-bedroom prefab, designed by 


Midwest’s 3-bedrooms prefab, designed by 


In most parts of the US any one of these inexpensive little prefabs would compare very 
favorably with its site-built competitor. One sure result before long: the competitors will 
have to raise their own design standards or be forced out of business. 


BUT—too many prefabs are still too badly designed, considering that modern architecture 
has been around now for 60 years, and that thousands of good modern architects are available 
to any prefabber seriously interested in improving his product. For example, one prefabber 
has just come out with a “new” model that would have been out of date in 1920, and another 
has just decided to discontinue his better-designed models! 


Question: Do these prefabbers not know what is going on in the automobile industry? Or | 
how the sales of certain companies have nosedived because of backward design? | 


Mobilhomes’ |atest ‘‘Bafair”’ flat-top prefab, designed by William Lumpkins and Ned Abrams: three bedrooms, 1,364 sq. ft., $10,950 


Simpler roof lines, lower pitches. 


Even though some prefabbers continue to | 
e build complicated walls and com- 
Design trend No. 2: plicated plans almost all of them have started 
to simplify the roof, to pitch it lower 
and to give it a longer sweep. 


DECEMBER 1954 115 


116 


' Allen Wall 


“Ventura,’’ de- 


2 pr ice Panel’s 
ge: ieee eal signed by Donald H. Honn. Three bed- 


rooms, 965 sq. ft., $8,500. Note neat 


window and wall treatment. 


Prefabbers are improving their plans 


While most prefabbers still stick to the simple-rectangle plan (and 
manage to make it look quite handsome—see above), some adventur- 
ous manufacturers are experimenting with utility-core plans, patio- 
plans and L-plans. In a field where monotony is an ever present 
danger, the trend toward more imaginative plans suggests a major 
design advance, 


More outdoor and 

indoor rooms 
Metropolitan’s utility-core 
plan (right) also contains a 


Design trend No. 3: large family room in addition 


to the living room proper. 


Note the return to an almost 
separate dining area. The 
Pe Sweet Lumber prefab (opposite page) 


sy 
» ce 
* ole = ul 


has separate entrance and 
living patios as integral part 
. g of the design. 

A y 


Metropolitan’s new three-bedroom prefab, $12,000 to $14,000. Above, right: typical 


Metropolitan plan, showing family room, utility core 


i 
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Guild Photo 


Sweet Lumber’s ‘Sweet Dream House,” 
designed by Linscott, Kiene & Haylett. 
Three bedrooms, two patios (see plan). 
Cost: under $15,000. (Binet 


Precision Built’s ‘‘Westernaire,’’ designed by Richard lan Fletcher. Three 
bedrooms, 992 sq. ft., $10,000. 


Crawford’s three-bedroom prefab, designed by James W, Leake. 1,466 sq. ft., 
about $16,000, 


Modular Homes’ three- and four-bedroom prefabs, shown in Ridgewood subdivision, 1,186 to 1,494 sq. ft., $14,200 to $16,500 
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J.T. Strong 


Scholz Homes’ ‘“‘Young Modern—B,”’ designed by Don Scholz. Basic house has three bedrooms, 
two baths, 1,268 sq. ft. (plus heated garage-playroom), sells for $20,000 to $21,000 in Toledo area. 


Prefabrication is starting to tackle the high-priced house 


Most expensive-house builders carry on a 
New Century’s new four-bedroom prefab, rather inefficient operation (largely because 
designed by Warren D. Marshall. they are forced to build houses one at a 
3,600 sq. ft., $40,000 to $43,000. time). For this reason, several major pre- 
fabbers have entered the expensive-house 
field: Don Scholz’s houses sell from about 
$15,000 on up (with land), and he expects 
to produce and sell 1.000 of them this year. 


Average price: $25,000. US Steel’s new 


US Steel’s new “Visionnaire,”? house is definitely in the expensive class. 
designed by W. K. Messingschiager. And National’s “Custom Line” includes 
Four bedrooms, a two-story house which sells for about 
about $22,500. $25,000. 


In these price ranges, prefabbers come 
into direct competition with the custom- 
designed architect house. To date only + 
National, Scholz and Techbuilt seem to have 
faced up to the design challenge. Others 


Pease Woodwork’s ‘Shorewood,’ will have to improve their designs drastic- 
designed by Leon H. Purcell. 
Four bedrooms, 1,464 sq. ft., 
about $15,500. 


ally to compete successfully with good, 
individual, local architects. 


W. G. Best’s “Skylark,” 
designed by Leonard Wegenek. 
Three bedrooms, $14,000. 
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Photos: Ben Schnall; R. C, Lautman 
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Techbuilt’s two-story prefab, designed by Carl Koch. About 2,000 sq. ft., National’s two level ‘“‘Customline,’’ designed by Charles Goodman. Five 
price ranges from $18,000 up, depending on number of bedrooms, etc. bedrooms, 2,160 sq. ft., $25,000 (including land). 


National’s ‘‘Broadmore,’’ designed by Charles Goodman. Three bedrooms, 1,536 sq. ft., $28,000 
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Just as makers of kitchen equipment help their customers 
with the planning of entire kitchens, so prefabbers are begin- 
ning to offer land-planning advice as part of their service. 

National Homes (whose site plan for the “Woodbridge” 
community, by Architect Charles Goodman, is shown here) 
have pioneered in this field as they have in others. 

Good land planning is badly needed to add variety to 
And with lot sizes shrinking 


otherwise similar houses. 


and house sizes growing, the spaces between buildings— 
i.e., the outdoor rooms that we call streets, gardens or parks 
—hbecome an increasingly important field for skilled design. 

Take Architect Goodman’s plan for “Woodbridge”: this 
is more than a community of curving roads, more than a 
community without crossed streets, more than a community 
of seemingly private cul-de-sacs. It is, above all, a com- 
munity made up of a series of smaller communities, of 
intimate neighborhoods each centered upon a village green 
or park (see below). Planner Goodman realized that the 


Prefabbers can 


improve land planning 


typical lot has become too congested to serve as a salis- 
factory playground, and its property lines have become 
sharp divisions often emphasized by fences. There was an 
obvious need to find open community areas within walking 
distance of every house, and his ingenious plan provided 
these—as well as shopping areas, school and recreational 
centers for the community as a whole. 

It will pay prefabbers to provide a land-planning service 
of this sort, if only to make sure that there will be no 
reappearance of the dreary prefab communities of wartime 
years (which gave prefabrication such a bad name). There 
is no reason why prefab communities should not look as well 
as the one shown here, and there is no reason why prefabbers 
should not contribute as much to raising site-planning stand- 
ards as kitchen equipment manufacturers have contributed 
to the better layout of kitchens. In producing one of the 
neatest community plans in years, this prefabber has set a 
fine example. 


Detail (opp.) of site plan for ‘‘Woodbridge,’’ a National Homes com- 
munity designed by Architect Charles Goodman, Note the scattering 


of “village greens’’ within walking distance of every house. Such 
communal parks give individuality and cohesion to neighborhoods, 
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Prefab dealers are enthusiastic. 
They’re proud of their prod 

They're in this business for keeps. 
They wouldn't think of going back 


to whatever else they once worked at. 


Dealers love 
prefabrication 


Emmet Ade, long-time residential builder in Lafayette, Ind., 
is going into prefab housing permanently, 

planning to build 80 Inlands, 

He is tired of having to make changes 

for buyers of conventionally built homes. 


Why do they like prefabbing? 


Dealers are glib on the subject. Ask one what is good about 
prefabrication or why he is in the business and he will rattle 
off a dozen or so reasons. H&H asked a score of these builders 
for their reasons and got about 40 expressions of enthusiasm and 
approval. Here are their main reasons: 


1. Money and finance: “I can make more money because | 
can build more houses”; bank loans are easier to get; erection 
speed cuts interest charges, taxes, insurance; resale values are 
eood; there is less gamble, a better chance to compete with larger 
builders; “the margin is less but | end up with more net profit.” 


2. Costs are lower: less bookwork and officework; “lower 
direct costs”; costs are easy to determine; “prefab houses are 
cheaper”; more unskilled labor can be used; waste and theft are 
eliminated; “less legwork”—purchasing is no problem; no need 
for storage space. 


3. Better quaiity: materials are top grade: workmanship is 
hetter at factory and on site; home owners make fewer com- 
plaints; houses can be varied to meet customers’ tastes; engineered 
construction makes good use of floor space; design is better. 


4. Fewer delays: “bad weather is not a problem”; construction 
time is shorter; scheduling is easier: can build all year and hold 
on to work crew; FHA, VA and bank loan approval can be 
obtained faster. 


5. Additional help: local merchandising and advertising 
materials are supplied; national advertising; designs supplied; 
blueprints and specifications supplied; land planning assistance; 
advice obtained at sales meetings on accounting, new building 
methods, etc.; advice obtained on financing; financial assistance 
given; up-to-date information on FHA, VA procedures. 
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Who are these builder-dealers? 
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Glander Art Studio 


H. Reimer 


Ollie Strong 


The average dealer builds 15 houses a year. (About 5,000 will build 75,000 
prefabs in 1954.) Most of the dealers are in smaller cities. Less than half were 
previously conventional builders. 

But any single manufacturer would have a hard time defining its own typical 
builder. One company sells a thousand units to one dealer but only one to 
others. Even among the biggest prefab manufacturers, almost half sell only 
one or two or three a year to some dealers. One company sells a thousand 
houses through 200 dealers: another sells that many through only 27 dealers. 

Whoever the typical dealer is, he is a largely satisfied and optimistic man. 
This is particularly true if he first of all knows merchandising and second 
how to arrange his financing. 


Big dealers are a happy lot 


Robert MacDonald of Manitowoc, Wis. was a meat salesman before he went 
into prefabricated housing five years ago. The first year he sold only two 
houses. Last year he built 45, one third of all the houses built in Manitowoc 
(where 11] prefab dealers now sell perhaps 85% of the new homes). This year 
MacDonald expects to sell 75. He started with Semico houses, switched to 
another type one year, then went back to Semico. He likes the “wonderful cost 
control” of prefabrication, the fact that he gets lower bids from plumbers than 
conventional builders do, and “not any of the houses are lemons because they 
are all the same.” He spends about 60% of his time on mortgage financing. 


Robert L. Pine of Dayton was a land developer in the twenties, got into 
prefabrication early. He has been building Pease prefabs since 1941, has built 
about 1,000 prefabs, now averages about 100 a year. (He does not build more 
because “I don’t want to be a millionaire, | want to live like one.”) Pine is 
completing a 174-unit project for Negroes, using Pease and Weakley houses. He 
expects to build another. From time to time he tries out other makes of prefabs 
for price and appeal. Pine says most salesmen for prefabricated house manu- 
facturers know little about building and less about costs. He likes prefabs 
because overhead is low, delays are rare and his money turns over fast. 


John Worthman, principal custom-home builder in Ft. Wayne. Ind. has 
formed Leisure Living Inc. to sell “ready-planned” houses in a slightly lower 
price range. He has begun with Scholz houses, expects to build nearly 100 
next year. Reason: “When you’re geared up for top custom houses you're not 
in the best shape for a production-type house. We didn’t want to use our own 
plan. If we did, the customers would say we could change it, and if we had to 
change it we'd be right back in custom building.” Eventually Worthman plans 
to expand his operation to as low as $12,000 “ready-planned” houses—the 
latter either purchased or built by his organization. 


Herbert S. Boren Jr. of Middletown, Ohio was a cabinet salesman in 1947 
when he saw some Gunnison sales promotion material and decided to risk his 
capital as a dealer. He built a Gunnison and held an open house—and his 
breath. The house sold at once, but he did not sell another for months. Now he 
sells 35 or 40 a year. He has added New Century homes to the US Steel line 
“because some people just don’t like natural-finish wood interiors,” and he 
built two Scholz houses this fall, “but they are a little high in price for our 
town.” Boren has no trouble getting his financing—he has, in fact, just set up 
his own Valley Mortgage Co., helps finance competitors. 


Bert S. Schaf of Bradenton, Fla. shifted from conventional building to pre- 
fabricated houses six years ago. He will complete 50 Florida Builders houses 
this year and expects to build 100 next year. “About 15 or 20 a year was our 
usual construction when building conventionally,” he says. “Using prefabs, 
we can build three to four times as many with the same number of employees, 
and though our margin per house is less we will wind up with a better net.” 
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DEALERS 


Scholz 


Inland 


In Lafayette, 
prefabrication dominates the market 


P & H Homes Thyer 


Photos: James T, Strong; Kranz- 
ten Studios, Inc., H. H. Harmon 


US Steel 


How far can prefabricators run with the ball? 


Lafayette, Ind. supplies as good an answer as any city. At least 18 types of prefab houses have 
been built there at one time or another (the earliest, probably, was a steel 
house in 1936). 


Lafayette is the home of two prefabricated house manufacturers, National 
Homes and New Century. Despite the presence of these two major com- 
panies, a dozen other brands of prefabs have been built in Lafayette this 
year and there are nine dealers in the market. Perhaps 75% of all new homes 
there are prefabs. Lafayette and its sister city across the Wabash, West 
Lafayette, have a population of nearly 60,000—and probably most prefab 
dealers build in this size market. Furthermore, like many much larger cities, 
Lafayette has formidable land development problems. 


Surprisingly, perhaps, conventional builders seem just as happy as prefab 
builders in Lafayette. And why should they not be? 


> Although this is the home city of the biggest prefabrication plant in the US— 
and the National Homes dealership is the major homebuilder in town—other 
prefab and conventional builders enjoy healthy sales. 


> Three or four of the dozen conventional builders have gross volumes of over 
$300,000 a year—and as much business as they say they can or want to handle. 


> Conventional builders still dominate the higher-price field. 


> Most of the postwar construction has been in the lower-price field. A back- 
log is accumulating for quality housing which both conventional and prefab 
builders hope to get eventually. 
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This is what 

Lafayette’s dealers say: <—€ John J. Mahan js 31, has been in the build- 
ing business 15 years. For the past five 

he has built Pease prefabricated houses, 
building about ten a year with a four-man 

crew. He makes a maximum of 10% per 

house, ranges from about $12,000 to $15,- 

000 in price. He once built convention- 

ally, then quit because lumberyards re- 

fused to give him more than 5% off retail 


prices. His building costs average less 
than $11 a sq. ft. He prefers a prefab 
house which he can adapt somewhat in- 

side and out to meet buyer taste. 
<< Floyd Lux is a land developer, realtor and 
builder. He once built conventionally but 
“all I did was make three lumberyards 
rich.” (In Lafayette, builders get only 
5% off the retail price.) Lux has built 
about 500 houses over the years, now 
builds as many as 50 or 60 prefabs a year. 
He built Gunnison, Place, Pollman, Gen- 
eral Industries, Sholtz and Lumber Fab- 
ricators houses this year, mostly testing 
prices and public acceptance. He expects 
to cut down to two or three next year, 
sticking to the $12,000 to $14,000 range, 
“where the buyers here qualify.” Lux 
says there is very little difference in price 
among prefab house packages. The dif- 
ference, he says, is accounted for chiefly 


Other Lafayette prefab builders include: 


> Bethel Ryan, a conventional builder for many years, who 
now builds six Modern homes yearly with the help of two 
men (he works slowly, and is proud of his craftsmanship). 


Photos: H&H Staff 
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by the distance units are shipped—and 
the most he pays is $250 on Lumber Fab- 
ricators, Inc. from Alabama. 


J. C. Woolery has not been in the build- 
ing field long, but he manages the biggest 
building company in Lafayette—Price & 
Price, the National Homes dealership. 
Woolery was an accountant with a phar- 
maceuticals firm before joining NH about 
five years ago. He joined the dealer com- 
pany shortly after. Woolery crisply lists 
advantage after advantage of prefabrica- 
tion, but stresses that it permits rapid 
shifts in volume. He has a staff of six. 
In the 12 months ending last June 30, 
they handled a volume of 133 houses. 
Then the Housing Act was liberalized and 
mortgage money loosened. From July 
through October they handled 119 sales 
and will probably reach 350 next June 30, 
Woolery believes. In almost any other 
field, he says, his sales costs would have 
soared. Woolery also stresses cost savings 
from volume building. By being able to 
build many houses on a strict schedule, 
savings can be made on water-meter in- 
stallations, sewer connections, etc. His 
cost studies show that a roofer requires 45 
minutes to move from house to house if 
the two are more than two blocks apart; 
the time is only eight minutes if the houses 
are next to each other. 


> Don Lowman, one-time vice president of Gunnison Homes 
and president of National Homes, who sells about 50 New 
Century homes a year (he tried conventional building once, 
but became exasperated at “all the complications”) . 


> Fred Ket, a conventional builder who overcame his con- 
viction that prefabbing meant inferior quality (of his own 
Permabilt home he says: “I never built a conventional house 
as good as this one”). 


>» John Weigle, former accountant and now a realtor, who 
will build Richmonds and Harnischfegers (P&H Homes) to 
round out his business (he counts on his knowledge of trad- 
ing to beat the competition) . 


> Stanley Franzen, ex-salesman; who is just getting into 
prefab housing and has taken orders on some Weakley homes. 


Though Lafayette’s 


nine prefab dealers are optimistic 


they are getting 
strong competition... 
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DEALERS AND CONVERTS 


Edgar Schroyer and his son, Bud, build about a dozen $15,000 to $40,000 
houses a year and do a $300,000 volume. Edgar long ago turned down an NH 
dealership offer. “Prefabs looked a little too cracker-boxy to me,” he said. 
“I didn’t want to shift so radically to low prices. Besides, I enjoy finding nice 
solutions to buyers’ problems.” As for the competition, he believes “we can 
compete with site fabrication by using power tools in the $12,000-and-up price 
range. And I have yet to see a prefab owner who isn’t a prospect for me.” 


Lafayette’s 
conventional builders 
are doing well, too 


Steel houses below were built in 1936 
by George Boes, 

now a conventional builder in Lafayette. 
Some owners have lived in them 18 years 
which convinces him that steel houses 
could be prefabricated successfully. 


H&H Staff 


<—eaa Charles Mickle, conventional builder who uses prefab 


methods, turns out 25 to 30 houses a year, mostly for Purdue 
University faculty members. He decided several years ago 
that “mud makes a damned poor place in which to build a 
house.” First, it is unpleasant, and second, it dampens the 
kiln-dried lumber. Now he keeps his feet dry by building 
three standard houses in the $15,000 to $25,000 class in a 
small plant, largely prefabricating them. The houses are put 
up under key on slabs in one day. Mickle has even built 
$65,000 houses this way. He uses radiant panel heating, 
stresses open floor plans. (See two photos below) 


At 7 a.m. workman readied slab for prefabricated parts. 
Truck arrived shortly after; first framing panel was up at 7:15, 


(above) Marco Studios 


At 3 p.m. house was this far along, and by 5 p.m. 
was closed, windows and doors hung, siding and roof papered. 
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Some of the 


Courtney Studios 


Roy Stevens 


Roy Stevens 


HE&H Staff 
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most successful prefabricated house manufacturing companies 


today are headed by men who cut their teeth on conventional building. 


Reasons for their shifts vary: 


<——® John Bauer, Indianapolis builder and lum- 


beryard owner, “saw the trend, especially 
as it affects lumber companies.” 


<< Andy Place is a conventional builder in 


South Bend, always experimenting and 
designing houses “with the customer in 
mind.” This experimenting brought sales 
success, considerable publicity and grad- 
ually led to precutting houses for others. 


<—@ Ned Cole is an architect. builder and man- 


ufacturer of storage walls in Austin, Tex. 
Last year he expanded to offer trusses, 
gables and other parts, now sells a com- 
plete package to other builders. 


<—ee A.C. Colpaert has been building hundreds 


of homes yearly in South Bend and, he 
says, “when you build that many you’re 
bound to develop this way.” As soon as he 
had arranged financing help for dealers, 
he started shipping prefab houses to them. 


<—€@ Richard Price of Stern & Price, big Cali- 


fornia builders, learned the value of the 
panel system on a big tract of homes in 
Cupertino, then expanded “naturally” to 
prefabricating for other builders. 


Forde Photographers 


<< @ Don Scholz of Toledo was a conventional 


builder of contemporary houses “prac- 
tically forced into prefabrication” by 
other builders who wanted to buy the 
Scholz plans and precut parts. 


Cliff May, a successful California designer- 
builder, designed a $25,000 house that 
looked as expensive as his more elaborate 
houses. This interested him in simplifying 
construction with the idea of eventually 
prefabbing $7,500-and-up houses. He and 
Architect Chris Choate developed panels, 
now distributed from five cities. 


Burt Duenke’s creat success with contem- 
porary design in St. Louis (H&H, Feb. 
53) ultimately led to prefabrication when 
many builders in other parts of the coun- 
try wanted to use his plans. 


Some conventional builders 


have turned prefabbers 


Photos: (left & below) Steiner Studio 
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<—@ Charles and Nelson Freeburg in Memphis 


have put many Small Homes Council 
principles into practice in building 2,500 
houses. They are going into prefabs be- 
cause “packaged homes are inevitable.” 
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Lens-Art Photo 


R. E. Stotter 


Prefabricators 


encourage new products 


1. National’s 1/%- or 2-hp air condi- 
tioner made by Marvair now runs more 
quietly, efficiently, costs $500 for 900 
sq. ft. house, $600 for 1,200 sq. ft, 


2. Don Scholz encouraged Flo-Co to 
make this 2- or 3-ton down-flow unit 
which has drawer-type air conditioner 
in base, needs only under-floor ducts. 


3. Power-operated windows of Mod- 
ern Homes have electric motor at up- 
per right which moves one double- 
glazed sash and a roller screen, Each 
costs $35 extra, about $300 per house, 


4. Steel floor beams, 26’ and 28’ long, 
were specially made for Modern 
Homes, They save about 20% be- 
cause beams speed construction on 
the job. 


5. Acoustical ceilings are variation of 
commercial panels which Modern 
worked out with producer, Cost for liv- 
ing, dining, kitchen area is about $325 
more than cost of painted dry wall. 


The prefabrication industry is now large enough to encourage new 
products which help all builders as well as prefabbers. 

Today when a prefabricator’s purchasing agent asks for prices 
ona thousand units or more he gets attention from a manufacturer. 
If he asks for something brand new he gets consideration—al- 
though he may not immediately get the product. 

A few of the many products encouraged by prefabbers are shown 
here. Representative is the air-conditioning unit which National 
installed in about 5% of its houses this year. Several other 
prefabbers are also using air conditioning and their combined in- 
fluence is encouraging manufacturers to improve their products 
and reduce their prices. 

Jim Price of National has also been working with most of his 
producers in an effort to get things he needs. From Monsanto he 
is now getting a new cold-process adhesive which sets fast for fast- 
ening his wall sections together. He also has one furnace adaptable 
to three different requirements; formerly he used three furnaces. 
He now has a new kitchen sink designed by Architect Charles Good- 
man, an improved nailing machine for fastening gypsum board to 
panels, and an improved aluminum window. Other prefabbers have 
similarly worked with their suppliers to get better products. 

Modern Homes is typical of a progressive prefabricator which 
encourages new products. It has pioneered in getting a manufac- 
turer to produce steel floor joists, has stimulated the development of 
an acoustical panel with a new type of clip, and also is using elec- 
trically operated windows which it helped to develop. 
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The use of assembled components is emerging as a major 
new trend in homebuilding. 

Manufacturers and even local lumber dealers are mass- 
producing flexible components to replace a multitude of little 
parts formerly put together on site. Assembled components 
like panel systems, storage walls and roof trusses are 
already paying off for conventional builders everywhere. 


On the next six pages is a roundup of the latest ideas in 
components, including advances in prefabricated plumbing 
and a whole kitchen package as well as structural sections 
like a complete window and wall assembly, and roof truss. 
Gradually, the builder is becoming an assembler of these 
prefabricated parts. Made with production-line efhciency, 
capable of being used in any house, they speed up erection 
and make building easier. 


But the key to big savings is dimensional standardization 
Before any manufacturer or any local lumber dealer can tool 
up and really mass-produce, builders must settle on a few 
basic dimensions, e.g., the 8-3/8” ceiling height and AIA- 
NAHB’s recommended 2’-0” and 2/-4” spacing for bath 
fixtures. Similar yardsticks should be the common denom- 
inator for all important components. 

As things stand now some 2,250 different types and sizes 
of metal windows alone are made just for houses. Appliances 
are made in hundreds of different sizes. Domestic hot-water 
heaters are almost always round but closets are always 
square. Dimensional standardization is clearly needed for 
virtually all parts of a house. 

On the other hand no builder need freeze his house design; 
the flexible component gives him as much freedom as he 
wishes. 


Preassembled components 


can pay off for all builders 
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Storage unit in Techbuilt house by Carl Koch & Associates, a neat space divider be- 
tween living areas, shows flexibility possible with storage units. 


Panel wall sections (right) based on 4’ module, line 
up fast like soldiers. Windows and doors are fitted, 
hung, weatherstripped before shipment. These 
panels (and wall section below) by Wadsworth 
Inc. are also prime-painted, insulated and num- 
bered beforehand, 


Whole wall section (right), like panels in center 
photo, can be shipped. One firm, General Indus- 
tries, even makes wall sections with three-wire 
electrical system installed, following HOUSE & 
HOME’s recommendation (Nov, '53). Three-foot 
wire pigtail extends for final connections. 


Flexible components speed up construction all through the house 
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COMPONENTS 


What do prefab manufacturers say 
about components? 


How do factory-made components influence homebuilding? What about their 


: Wood trusses are W type with 5/12 pitch 24!" 0.c, . 
ee rd a ieaie ae coer OY future? Prefabricators—who have had much experience with them—say: 


by Wadsworth Inc. Triangular wood gussets cover joints. 
e 66 . 
BB Gs Fabricon. “The component system makes possible a greater number of end 
y products at costs equal to or less than conventional prefabbing.” 


American Houses, Inc. “Components encourage less field work and more 
pre-engineering.” 


Pan-Abode, Ltd. “Fabricated bathroom, kitchen and heating units will 
become more popular. In Canada we are behind the US in making them.” 


Colpaert Homes, Inc. “In most cases the firm that specializes in particular 
equipment can do a better job of producing material than the prefabricated 
house manufacturer.” 


ce 


New Century Homes, Inc. “.. . but components must be flexible in design, 
plan and materials to make them palatable to builders and public.” 


Roel frussastivalNicaGole, span 2400 weigh 110 ba, each; Scholz Homes, Inc. “Each time we announce a more complete fabrication of 
can be fully dismantled for fast, inexpensive shipping. some part of our house it is received with greater enthusiasm by our builders.” 


Swift Homes. “A definite threat to 100% prefabrication. In the high-price 
market buyers will accept factory-built components but because of the variety 
of individual tastes, never a complete factory-built house.” 


Modern Homes Corp. “Prefabricators themselves may turn to components.” 


National Homes Corp. “Components will not stop the growth of big pre- 
fabricators. We believe the prefabricator can include all components in his 


package and provide a better house at lower cost.” 


Steel floor joists by Modern Homes are 180 Ib. each, 24’ 
or 28’ long, 24” 0.c., can be set in place by two men. 


Steel grip plate (below) clinches joints in Sanford low- 
pitch wood truss, right. Trusses cost $13 to $14 each. 
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Prefabricated plumbing 


is reducing costs 


for more builders 


Prefabricated plumbing promises big savings 
because plumbing has traditionally been one 
of the fattest cost items in houses—11% of 
total cost, says NAHB. As shown on this page, 
builders are sharply reducing plumbing costs 
by using back-to-back plumbing walls and 
factory-made packages that slip into place 
fast. Savings are as much as $300 a house. 
Equally important: costly framing delays are 
eliminated and construction is speeded up. 


Duane Bobeck 


In Fort Wayne, H. B. Shank has turned out 2,000 pack- 
ages like the above for prefabbers in three states. Made 
with union labor, package varies to suit codes, is shipped 
to local plumber for installation. Builders report $150 to 
$300 savings per house compared with former costs. 


Throughout US, Sears and 
Montgomery Ward have sold 
plumbing systems at mail- 
order prices for 50 years. 
Farmers get big service; even 
small builders order, Systems 
are prefabricated for local 
codes. (At left, from p. 876, 
Ward catalogue). 


In Nashville, Builder Stuart Fonde makes and sells this 
9’-wide, 10’-deep plumbing wall. With kitchen and bath 
back to back, savings are $115 in $8,000 houses. 


CAST IRON? 


SO. PIPE FITTINGS AND ACC 


SOL PIPE AND FitmINGs. Al 


In Pittsburgh, Builders Sampson-Miller “simplify schedul-SSys—> 
ing, save site labor’ with wall (right), which is installed 
when house is framed, is plumbed later. 
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are packaged 


a for easy use 


Dearborn-Massar 


Prefabricated fireplaces, ideal for small-house builders, fit well in limited area and can be 
used anywhere in house. Fireplace at left was designed by Wendell Lovett; at right is Man- 
chester-Pierce unit with 3” hollow insulating core between inside and outside walls. 


Heating and cooling are tied together for year- Round hot-water heater defies 


round use. One example is this 2-ton York unit: 


oa 
4 
, 
. 
‘ 
3614” x 26” x 63’, Heating is by means of oil or gas. 


compact installation, so builders 
ask for new designs. Next ques- 


Slide-in cooling section on right can be added later. tion: can water heater be installed 


Similar units are made by a number of firms. 


in warm-air furnace? 


q Versatile ‘‘Kitchen of Tomorrow”’ uses a 5’ module 
so that individual parts can be arranged in many 
ways and fit any space; equipment can also be added 
piecemeal. Designed by the late Alexander Kos- 
tellow with Frigidaire engineers, kitchen (not in pro- 
duction) is preview of what builders can expect in 
a flexible package. 


. .. For another packaged kitchen, turn the page 
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New kitchen component 


groups six appliances 


under one counter top 


Ongerr 


7 
go Sas Cy ree eee ee a OO 


New wall-mounted refrigerator-freezer (shown closed, under clock opposite, open 
above) has machinery at top, requires no floor space. 


One of the most exciting features at the Chicago Builders’ show next month 
will be this brand-new GE kitchen. 

It gives builders what they have been asking for: a package including 
everything but the refrigerator under one stainless-steel counter top 8’-6” long. 
In this “kitchen center” are (left to right in the photo opposite) GE’s new 
washer-drier combination, sink with garbage disposer, dishwasher, oven and 
counter-top burners. 

A companion piece is the new wall-hung refrigerator and freezer, here 
mounted flush in the storage wall. It can also be hung like a kitchen cabinet 
or used to form a room divider between kitchen and dining area. The left 
and center compartments house an 8 cu, ft. refrigerator, the right-hand com- 
partment a 2 cu, ft. freezer. Depth is 1714”, width 64”, height 38”. Doors 
close magnetically, have no projecting handles. The unit hangs from angle-iron 
strips fastened to the studs, It will sell to builders for a price somewhat higher 
than an equivalent size combination refrigerator-freezer. 

After the work-center unit is in place, one electrical connection to a 220-v. 
circuit is all that is necessary, as the unit is prewired. Dishwasher, sink and 
laundry are preplumbed so that only one connection each for waste, hot and 
cold water is enough. Laundry may be put elsewhere, replaced with standard 
-torage cabinet. 

These units herald the first complete line of kitchen appliances in color: next 
month GE will offer a full line of sinks, stoves, wall ovens, washer-driers and 


cabinets in yellow, turquoise, pink, blue and brown, 


Photos by Nina Leen, courtesy of Lire. Kitchen designed by George Nelson 
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Save time on the lob by precutting lumber 


Prefabbers machine-cut lumber. Combina- 
tion tool in National Homes’ Lafayette plant 
(above) makes 23 cuts, dadoes and drills all 
holes needed in studs at one Pass, can handle 
a carload of lumber in two hours. 


Conventional builders speed up on-site work 
by ordering lumber cut to size, or by setting 
up cutting yard (right). Mechanized cutting 
yard can turn out ready-to-use studs and 
rafters faster than workmen on site. 
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All builders can learn from the prefabbers 


Speed is the prefabricator’s biggest competitive weapon. 

He spends fewer man-hours on the job than the conventional builder, 
gives faster delivery and takes less chance on the weather. 
The smart builder finds that the best way to compete with him—and 
with other conventional builders—is to do what he 

does: 1) do as much work as he can on material before 

it gets to the site, and 2) use faster handling and building methods 


after the material arrives on the site. 


: ' eet 


Photos: (above & top opp. p.) Robt. C, Lautman; (others) Lubitsh & Bungarz 


Save time on the job 


by preassembling big pieces 


Prefabbers build homes in multiples of feet 
and yards instead of inch by inch and board 
by board. They make complete panels in the 
factory (above left), then ship them to the 


site. Result: six men can get a house under 
roof in one workday, 


Conventional builders can save man-hours 
by using same principle, and preassembling 
framing panels. Framing is assembled faster 
on platform (upper right), goes up faster 
than by board-by-board system used in old- 
fashioned operation. 
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Save time on the job by using prefab speed-up methods 


H&H Staff 
. 


By getting preassembled pieces up fast, prefab- 
bers save time on site. They preassemble 


pieces like trusses in the factory (left); conven- 
tional builders can use a wood jig to preassemble 
them on site. Each is able to speed up on-the- 
job operations by tilting framing panels and 
trusses into place (below) instead of putting 
them together inch by inch (lower right). 


Wadsworth, Inc. 


Photos: B. H. Donahue; WV. W. Thomas; F. Bright 


Big pieces go up faster like this... 


- - - than by old-fashioned, time-consuming methods 


... like this »-§ 
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BUILDERS CAN: LEARN: 


Prefabbers spray paint and dip parts 
even before they reach site, gain sub- 
stantial savings in man-hours over old 
hand-and-brush methods. In many 
factories, pieces dry on overhead con- 
veyors which carry them back through 
spraying booths for extra coats. 


Save time on the 


Save time on the job by buying components 


Prefab house comes to site with many 
components (see p. 129) prepackaged, 
ready to be installed (right). This use 
of big pieces not only saves time, it 
cuts down on overhead by minimizing 
the number of separate material pur- 
chases that have to be made. More- 
over, tidily packaged ready-to-use 
components keep the site clear for 
other construction operations, keep it 
easily accessible to trucks and equip- 
ment, greatly reduce clean-up work, 
Conventional builders can gain many 
of the same advantages by buying 
components, scheduling closely their 
shipment to the job. Plumbing, cabi- 
nets, chimneys and fireplaces are only 
a few of the components that can be 
bought completely ready for fast on- 
the-job installation. 


By spray painting right on site, con- 
ventional builders can get same sav- 
ings. Compressed air sprayer can be 
run from compressor mounted in car 
trunk. New fast-drying paints make 
on-site painting nearly as efficient as 
factory job. 


job by using factory methods 
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builders can gain greater efficiency for same operation by using electric combination router-planer (right) 
to trim doors? mortise and make butt routs, 


Prefabbers use machines... 


Photos: (top) Robt C. Lautman; 


(below) R. Sturtevant 


Machines like this one in National’s Lafayette (Ind.) plant result from prefabber’s ingenuity. In 15 sec- — 
onds, it mortises and drills all holes needed in a door—formerly a 12-minute operation. Conventional 


Prefabbers owe much of their speed and efficiency to gee-whiz machines 
(above) too big and too costly for conventional builders to use, 

But conventional builders can gain similar efficiencies—and without 
loss of flexibility—by using power tools, providing they follow the 
example prefabbers have set by: 1) using their ingenuity to devise new 
ways of using tools, just as the prefabbers have devised new machines for 
their special jobs, and 2) scheduling work tightly the way the prefabbers 
do in the factory. An idle power tool defeats its own purpose. 


Example of inventiveness used by one conventional builder is movable bins he 
devised to solve material handling problem. Bins can easily be moved on dollies 
to where material is needed, eliminating cost of extra handling. 
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Electric handsaw can do nearly every cutting job. Especially useful in high places, 
off ladders and scaffolds (e.g. trimming sheathing), it shortens prolonged cutting 
Operations to one tenth or less the time it takes a handsaw. Inside, it can be used 
for making pocket cuts in floor for chimney, heating, ventilating, plumbing ducts. 


¢ e+ YOU can use power tools 


Versatility plus easy 
mobility make this radial- 
arm saw a big help to 
greater on-site efficiency. 
Outdoors, it can cut 

studs and rafters 

fast enough to 

keep several 

skilled carpenters busy nail- 
ing, Once house is under 
roof saw Can easily 

move indoors (right) and 
from room to room for 

all remaining 

cutting operations. 
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BUILDERS CAN LEARN 


Basic to every builder’s power tool kit are drill 
and handsaw. Electric drill turns at 1,000 rpm; 
hand augur and brace 120 rpm. Power drill can 
be converted into sander or screwdriver, can get 
into places hand drills cannot. Portable 1,000-w, 
generator supplies enough power for most opera- 


tions. 


Stud gun, actuated. by powder charge, drives 
threaded studs into steel or concrete, cuts time 
needed to seat the stud from 15 minutes to 
slightly more than one minute. Stud goes in so 
fast it displaces molecules around it, hence sits 
tighter than ordinary anchoring. 


Three photos courtesy Delta Power Tools 
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Cry rises for government to blacklist lenders, 


builders refusing Negro sales under FHA, VA 


IN THIS MONTH’S NEWS 


(see pp. 41 through 56) 


Government forecasts 13% rise in dollar outlays 
for residential building next year, with 
MROLITIVILION Sheets ape steieemte: cepetaye aeeccete; oxecatre p. 41 


Democratic control of Congress will bring re- 
shaped key committees on housing, but 
conservatives will control............- p. 41 

Builders’ struggle against rising subdivision, 

zoning requirements grows more critical, 


but solutions remain hard to find....p. 43 


New process to blow tubing inside solid sheet of 


metal promises sweeping advances in 


heating, refrigeration .......-....5..... p. 43 


Savings and loan men, pressed by eased FHA 
terms, ask Home Loan Bank to study ap- 
proving! 90%! Joansec. < sat sters o /alehoneees p. 45 


Merger of rival US and National Savings & Loan 


Leagues stalls again over last-minute 


Elation er ons cides acon dade noeec p. 45 


President Eisenhower launches ACTION, new 
fight-blight council, with a warm personal 
endorsement at Washington lunch...p. 46 


Senate 
months; report due this month...... p. 46 


Emergency measures stem growth of backlog of 
FHA applications but builders shy away 
from new conditional commitment...p. 47 

PHMI MEETING: prefabbers say their No. 1 

problem is finding enough good dealers to 

serve their market... 2. c.6 000 .000065 p. 48 


NAHRO MEETING: public housers pledge aid 
to urban renewal and urge a cabinet post 
for housing-urban affairs............. p. 48 


HOUSING STATISTICS: rechartered Fanny May 
opens for business, but her price looks too 
high for most peoples asc). seeker sists oe. p. 50 


NAREB CONVENTION: Herb Nelson, for 32 
years chief spokesman-lobbyist for real- 
tors, announces he’ll retire next June. .p.51 


PEOPLE: Frank Lloyd Wright says he’ll close 
Taliesin in Wisconsin after ruling calls 
his schoolistaxable den assure on te iceman p.53 


BUILDERS AT WORK: a two-page roundup of 
what is_ selling, new projects being 
launched across the nation....... pp. 54-55 


investigation of FHA closes after six 


NAHB urges redoubled construction of nonwhite housing 


to avert ‘worst crisis ever’ next year 


How to keep the Negro housing and integration problem from slowing up or perhaps 
crippling much US housebuilding was becoming a problem itself. 

NAHB President R. G. Hughes warned New Jersey builders in Atlantic City last 
month: “Already pressure is being put on the White House to ban FHA and VA aid to 
builders who refuse to sell to Negroes.” Such a blacklist, Hughes asserted, would be a 
“catastrophe.” Yet it is being considered “very seriously.” he said. So is a plan to 
“make it a penitentiary offense” to refuse to sell government-aided homes to minority 


buyers. 


During the coming year, Hughes announced, 
NAHB will urge the building industry to 
set aside at least 10% of its time to put up 
minority homes. It will ask lenders to allocate 
10% _ of funds 


minority housing.* It will put heat on com- 


at least their to finance 
munities to set aside more of their lots for 
minority occupancy. This, said NAHB’s head 
man, “is the only way to avert the worst crisis 
we've ever had in homebuilding in 1955. We 
haven’t done a good job (for the 16 million 


US minority people). It’s time we got busy.” 


Origin of species. Some sources of the 
“pressure” Hughes mentioned were readily 
visible. Early this fall, the National Urban 
League had heard HHFAdministrator Albert 
M. Cole warn that stringent federal regula- 
tions to compel open occupancy in FHA and 
VA housing “would just make everything 
much tougher and increase the abrasive fac- 
tors that slow down the real—the permanent 
—progress to integration.” Now, the league’s 
trustees fired off a resolution to President 
Eisenhower and other federal officials de- 
manding that the government do what Cole 
decried. The league urged that “no FHA in- 
surance be granted where occupancy is 
denied to persons because of race, creed or 
It asserted that FHA was 
“violating the broad principle of nondiscrimi- 


national origin.” 


nation” which the Eisenhower administration 
has been pushing. Said League President 
Robert W. Dowling of New York, a big- 
scale city and suburban developer and _ in- 
vestor himself: “The continuation of the 
racially restricted ghetto by FHA mortgage 
insurance practices is the most serious situa- 
tion facing us in the housing field today.” 


*In New York State, where lies the great con- 
centration of mortgage funds, nondiscrimination 
laws make it imprudent, and probably illegal, for 
lenders to do any such thing. 

Unable, if not from law from the constant 
pressure of Negro advancement groups, to keep 
records on mortgage experience with minority 
home buyers. some lenders now say privately they 
cannot compile the facts they need to do more than 
token minority lending, 


This followed by a few months a some- 
what stronger demand by the CIO, which 
urged a ban on federal funds for all private 
or public housing projects that do not com- 
pletely prohibit race segregation. 

The Natl. Assn. for the Advancement of 
Colored People, meanwhile, was pressing its 
demand for open occupancy in court. What 
is considered the principal test case will go 
to trial in Sacramento, Calif. Dec. 15. Most 
of the California capital’s big realty firms are 
charged with secretly agreeing not to sell 
Negroes new suburban homes. 


Twist of the screw. Perhaps joggled a 
little by such maneuvers, HHFA’s Cole 
issued this warning: “Federal funds will not 
be paid out to localities that default on their 
obligations to minority citizens.” In the same 
speech (at dedication of a new dormitory 
financed with HHFA credit at Hampton In- 
stitute, a Virginia Negro school), Cole de- 
manded action by Chicago to end what he 
called “unabated continuance of a riotous 
condition” at the Trumbull Park public 
housing project (H&H, June °54, News. et 
seq.). He called on Mayor Martin Kennelly, 
Roman Catholic Bishop Bernard J. Sheil and 
CIO President Walter Reuther to use their 
combined influence “to restore order, respect 
for the law and simple human decency.” 
Conditions at Trumbull Park (where rioting 
broke out 15 months ago after Negro families 
were admitted—hy mistake, as it turned out) 
are “a nauseating, running sore in our civic 
life,” said Cole. 

While apparently threatening such drastic 
action as cutting Chicago off from redevelop- 
ment and public housing funds (and perhaps 
FHA aid, too) if it did not end its “defiant 
bigotry,” reiterated 
his belief that moving too far too fast might 


Cole in the same talk 


do Negro chances for housing more harm 
than good. He put it metaphorically: “It is 
our responsibility . . . that we do not allow 
the tree of racial freedom to be chopped 
down out of zeal and impatience to harvest 
its fruit. The federal government has 
responsibility for leadership; it cannot sit by 
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and merely wait for things to be different. 
. . . But the government cannot act for the 
states or communities nor force them into 
action they are not persuaded they should 
take.” 


Four-point plan. Cole also announced a 
four-point plan to break down race barriers 
and speed an “unprecedented” increase in 
housing open to Negroes: 


1. To get federal grants or loans for slum 
clearance and urban renewal under the new 
Housing Act, community workable programs 
will have to provide for “progressive improve- 
ment and expansion of minority housing op- 
portunities.” No federal money will go to 
localities that fail to do this. 


2. A national advisory conference on minor- 
ity housing will be called this month to 
develop “practical, positive lines of continu- 
ing action” to get more housing for Negroes. 


3. HHFA will back elimination of racial 
lines in existing public housing projects, 
including those in the South. 


4. Action will be taken by private builders 
and lenders to “make next year the first in 
a series of years of unprecedented produc- 
tion of new homes available to minority 
buyers.” Cole noted formation of the 16 
regional voluntary mortgage credit com- 
mittees (completed last month) aimed at 
channeling mortgage credit to qualified 
minority borrowers cannot find it 
through normal sources. If this fails, he in- 
dicated elsewhere, Fanny May will pump 
Treasury money into nonwhite mortgages. He 
said builders recognize minority housing “as 
their No. 1 challenge.” 


who 


Withering race riot. In Chicago, the 
HHFAdministrator’s blast about Trumbull 
Park seemed to be regarded as a prime 
challenge. Replying for Mayor Kennelly, 
Housing Coordinator James C. Downs Jr. 
called Cole “completely misinformed.” He 
said “there have been almost no incidents of 
violence over the most recent three months’ 
period.” On the last item, Downs was right. 
Even the Chicago chapter of NAACP con- 
ceded that the situation at Trumbull Park 
Homes last month did not approach that of 
a riot. There had been no large crowds or 
wide-scale disturbances. The police detail had 
been cut steadily from 1,200 to 311. 

But that did not mean all was harmony. 
On Election Day, a group of six Negro 
women was frightened, but unhurt, when a 
6” firecracker was tossed at them as they 
returned from the polls. Some of the 24 
Negro families now living in the project still 
ask, and get, police escort from the project 
to the bus stop three blocks away, to church, 
and to shops. The practice is for them to 
notify the special police headquarters estab- 
lished in the project and a squad car, like a 
taxi, drives up to their door. There are more 
and more Negro tenants. however. who are 
beginning to walk to the bus stop unescorted. 
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Negro tenants who own their own cars drive 
in and out of the project freely. A dozen 
children of Negro tenants have been attend- 
ing the nearest school (grades one to three) 
without incident. 

Most Chicago Negro groups—and some 
local federal housing men—thought Cole’s 
blast was timed about six months too late. 
One interpretation: recommendations last 
March from local race relations officials that 
he speak out took six months to reach him. 

As wired Cole: “The right of 
every American citizen to live in freedom 


Downs 


from a state of siege or in a condition which 
does not require constant police protection 
is dependent upon the successful evolution of 
citizen attitudes. . . .” 

Across the US, citizen attitudes were as 
much a part of the problem as builder re- 
action and government intervention. Yet logic 
suggested that integration was the price of 
government aid for housing, perhaps sooner 
than the industry expects. 


NEW FORM OF SEGREGATION 


Is a new kind of segregation—in which whites 
segregate themselves to escape Negro integra- 
tion—developing in some cities as a result of 
the Supreme Court decision ending segregation 
in public schools? 

Some men who study real estate trends 
thought they saw the first hints of it last 
month. It was something to keep an eye on. 

The question arose in Washington, D. C. 
which President Eisenhower hopes will set an 
example to the nation of rapid, peaceful school 
integration. Mrs, Frank S. Phillips, vice presi- 
dent of the district school board, put out 
figures which she believes show white children 
are fleeing in an “orderly” protest from former 
all-white schools already de-segregated or 
threatened with de-segregation. Moving of 
large numbers of Negro children into Eastern 
Junior-Senior High School, the former Labor 
Dept. statistician noted, was accompanied by 
29 and 22% drops, respectively, in white en- 
rollments. These were more than double the 
decreases in previous years blamed on the shifts 
of white population to the suburbs. 


Push for more existing housing, FHA experts advised 


FHA race relations officers (named below) met 
for a late October conference in Washington, 
were given this program by Dr. George W. Snow- 
den, FHA’s top race relations expert: 
1. Concentrate on getting Negro families ad- 
mitted into existing areas before trying to pro- 
mote construction of new open occupancy homes. 
(Reason: this approach will produce far more 
housing for Negroes, because the existing store 
of housing outnumbers new housing built in any 
one year 43 to 1.) 
2. Strive for the maximum amount of building 
of equal facilities needed by Negroes. 
3. Work with builders in groups and individually 
and with other construction industry leaders to 
push new developments free from restrictions. 
Even such an ardent advocate of open occu- 
pancy as Dr, Robert C. Weaver, head of the 
Natl, Committee Against Discrimination in 
Housing, told the FHA experts their approach 
Said he: 
heavily stacked against you as far as new open 


had practical sense. “The cards are 


occupancy housing is concerned, because the 


is exclusive- 
But in 
the case of existing neighborhoods it is an easier 


main thing the builder is selling 


ness. This means keeping the Negro out. 
matter because you are not dealng with just one 
seller but a large number of them.’’ But Weaver 
contended FHA cannot keep ducking the open oc- 
Cupancy issue much longer, even if it wants to. 
While there is plenty of land for minority (i.e. 
segregated) housing in the South, ‘‘in northern 
land problem exists,’’ he 
Because there would be objections to 


cities, a different 
noted. 
frankly Negro projects since they would im- 
pinge on all-white neighborhoods, Weaver thinks 
open occupancy soon will be the only way to get 
housing built for Negro occupancy at all in the 
North, 

Pictured (sitting, | to r): Robert B. Pitts, San 
Francisco; W, T. Stansbury, Philadelphia; 


Snowden; DeHart Hubbard, Cleveland; (stand- 


ing): W. F. McKinney, St. Louis; Reuben A. 
Clay, Richmond, Va.; Maceo Smith, Dallas; 
N. P. Dotson, Chicago; Albert L. Thompson, 
Atlanta, 
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The Competitive Circle: 


The mobile builder is a new phenomenon, can beat 
prefabbers because he has a better organization. 


The big builder has far more volume than the 


typical prefab dealer, can build faster, cheaper. Builders in highly competitive areas keep prices 


low, have to be efficient to stay in business. 


Small-volume builder is getting smarter each year, 
is learning to use big builders’ methods. 


Special local conditions (examples: Phoenix,. Miami 
or Pittsburgh) tend to keep out prefab houses. : 


Lumber dealers are rallying around their 
conventional builders, giving many new services. 


Component manufacturers build subassemblies, 
Pass on mass-production methods to all builders. 


Prefabrication is up against 


Who makes competition tough for the prefabber? 


With only 6% of the total housing market, the 
prefabbers will have to fight hard to get a bigger 
chunk of the business. The competitive circle sur- 
rounding the prefabber is a strong one because 
it includes thousands of local builders who are be- 
coming more efficient each year. As the prefabbers 
grow more numerous and more efficient, local con- 
ventional builders are learning to become better 


builders, better businessmen, better merchandisers. 


“What has a prefabber got that | 
have not got?”’ 


A smart, conventional builder appraising a 
competitive prefabber may well ask that ques- 
tion. The answer might be: 1) a factory pack- 
age which adds up to about 40% of the selling 
price of the house, 2) speed of erection, and 
3) additional services like design, land plan- 
ning, financing, merchandising and general 
advice. But the smart, conventional builder is 
learning to compete with the prefabber on the 
first two points. If he is a good businessman 
he does not need factory help on the third 
point. 

Said one builder last month: “An efficient 
builder, even a small one, can give the pre- 
fabber a run for his money any day.” 


1. The big builder. He can produce the shell of the house for as little or 
even less money than the factory can. On about 60% of the items not in 
the factory package (sitework, foundations, plumbing. heating, wiring, etc.) 
he is almost sure to be more efficient than the typical prefab dealer because he 
has more volume. He can do for himself everything the factory does for its 
dealers—and he has no transportation costs. 


2. The mobile builder. A recent phenomenon on the housebuilding scene, 
the mobile builder works wherever opportunity seems to knock, With plans, 
buying power and skilled field superintendents always ready, he can move 
in and out of a town with speed and economy. Earl Smith builds regularly 
in over 20 California towns, is one of the few mobile builders who can make 
a profit on as few as 35 houses. Working for himself and his associated 
builders, he brings big business methods to small communities. Dick Hughes 
builds in five or six Texas towns. Fritz Burns has built in several California 
areas, Sam Hoffman, operating in a number of Western states. does not worry 
much about prefab competition. Numerous other mobile builders, especially 
in the West, surprise no one when they turn up 1,000 mi. from home. 


3. Highly competitive builders. When local competition gets really 
rugged, builders have to get efficient to stay in business. There must be a 
reason why there are no prefabbers on Long Island. In Los Angeles and 
San Francisco prefabbers make up considerably less than 1% of the market. 
There is no price advantage in prefabs in these areas, especially in California 
where there is no preferential wage rate for unionized shop men, 


4. The efficient, small-volume builder. If he is smart, a small-volume 
builder can do nearly everything for himself that a big prefabber could do. 
His production methods are smart because they include preplanning, pre- 
cutting, tilt-up framing and other time savers. He is shrewd in purchasing in 
his relations with subcontractors and in sales methods. His overhead is low. His 
flexibility in changing plans quickly to meet his local market is a great 
advantage. He may have to work harder than a prefab dealer, but he often 
gets greater satisfaction from the houses he creates. 


5. Builders in towns with special local conditions. There are almost 

no prefabs in towns like Phoenix and Miami where local conditions are 

unique. Phoenix is an example of a city with three strikes against prefabrica- 

tion: block houses (also preferred in Miami). intense competition where 

buyers get a lot of house for the money, and a location at present too far to 
4 


make shipping feasible. On Long Island, about 80% of houses sold are split- 
levels, a type not so readily adaptable to prefabrication as a ranch house. 


6. Component manufacturers. The story of the coming boom in com- 
ponents is told on p. 129. Still in its infancy, this is a trend so logical it is 
sure to grow rapidly. It will permit conventional builders to buy subassemblies 
for their houses the same way a prefab dealer buys parts from a house factory. 
This trend, growing out of the industrialization of housebuilding, gives 
conventional builders a competitive weapon against prefabrication. 


7. The lumber dealer. Throughout the country he is giving more services 
to builders than ever before. as recent articles in this magazine have described. 
3y offering precutting and Lu-Re-Co panels plus other help including finding 
land. advice on design, purchasing and merchandising. lumber dealers are 


helping conventional builders to meet the competition of prefabrication. 


tough competition . . . in fact, prefabrication is stimulating 
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its own kind of competition 
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Precut lumber is unloaded near slab with pieces to be used first on top 


This lumber dealer turned to precutting 


Unless a lumber dealer can give a builder service— 


do something for the builder better than he can do it himself- 


Lumberman Wight believes he has no place on the building team. 


But Wight is on the team... 


Two loading lines (center) and cutting shed (lower 
right) in one corner of Wight’s San Carlos, Calif. 
yard are laid out in a U-shaped plan to minimize 
movement of cut stock, conserve space for inventory. 


Efficient line of three saws, with rollers between, cuts 
pieces like notched rafters with minimum handling, 
no change of saw setups. Movable stops allow lengths 
of lumber up to 24 to be cut on same saw. 
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Sharkey's Camera Shop 


D. D. (Dave) Wight, president 
of O’Neill Lumber Co., decided 
two years ago that big builders 


were gaining a cost differential 
over small builders mostly by 
production-line methods. He re- 
duced final cost of lumber in a 
house for small builders by 
quantity cutting and loading 
methods, soon found he was 
serving big builders as well: 
Says-he: ‘‘Precutting is not only 
practical for small builders, it 


is essential.’’ 


Dave Wight is a prime example of why prefabrication has not yet taken a major 
foothold in California. Reason: his production-line precutting and loading 
operation (see below) starts a chain reaction of efficiency for the builder. 

In California where lumber is cheap and framing crews are fast and efficient, 
many builders (like Earl Smith) prefer to have their lumber precut by the 
lumberyard so they can get shipments of solid packages of lumber with no “air.” 
Convinced that the big builders’ biggest advantages were their cutting down 
handling costs and their economical volume purchasing, Wight decided to take 
on the job of framing lumber for the builder, “the end of the business that was 
not handled efficiently except by the prefabricator.” 

How well he succeeded is demonstrated by the fact that he now sells to big 
builders although his initial object was to bring big-builder economies to the 
little fellow. 


Where are lumber costs charged? 


Wight speaks for thousands of lumber dealers when he says: “Many builders 
are notoriously poor accountants. They charge off costs to the wrong operations.” 
Instance: when a builder sets up his own precutting operation, he frequently 
does not know how much labor he has in his yard, how much his investment in 
handling equipment is, whether he needs an extra man to control inventory, what 
his trucking costs are, what he pays for insurance, and, finally, how much time 
his field superintendent allots for cutting-yard liaison. Comments Wight: “Do 
builders add these costs to their lumber? No. They add these expenses to 
administration and overhead. All these costs originate with lumber and are hidden 
in overhead. We are geared up to accounting as well as cutting.” 

Builders who use Wight services agree that specialists can save them money. 
But lower over-all costs are not the only advantage. Like Lumber Dealer—Builder 
Balch (see p. 149), they find by-product savings even more important. Since 
they are billed at a contract price per house instead of for individual pieces, 
they have less accounting in their offices; since lumber arrives precisely as it 
is to be used, they can use a greater ratio of unskilled to skilled labor, thus low- 
ering their average wage scale. Perhaps most important of all, Wight eliminates 
that hard-to-account-for element: duplication of handling and transportation. 


Precut package is built up by clerk who Completed package at end of second loading line is Steel-strapped packages are loaded two to a truck 
starts cart (made from war-surplus strapped and ready to be moved by fork-lift truck to ready for delivery to site. ‘‘Handling and loading,”’ 
bomb dolly) down loading line. Precut storage area or directly onto delivery truck, Cart says Wight, ‘‘are as important as production-line 
lumber is added from stacks in aisles. will hold 5,000’ board measure. cutting operation in achieving lumber economies.” 
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McKellar & Associates, builders, Menlo Park. Designed by Rombough, Inc. Triad Construction Co., builders. Location: Antioch, Calif. 


Del Rio Construction Co., builders. Location: Stockton, Calif. Pittsburgh Construction Co., builders. Location: Pittsburgh, Calif, 


These are the houses Wight’s customers build 


Photos: (above) Sharkey’s Camera Shop; (below) Mason Weymouth 


Anshen & Allen—designed house for Mackay 
Homes built in Palo Alto. Says Builder John 
Mackay: ‘‘We use precut lumber because the 
lumber dealer is geared up to that operation; 
we’re geared up to building. Lumber is another 
subcontract in our operation. We find we can 
predetermine our costs, lower costs, far in ad- 
vance of our building needs, use fewer men, 
build faster, lay out less capital for inventory 
and equipment.’’ Says Architect Bob Anshen: 
“Precutting is a necessary step toward factory 
fabrication. At present in this area the most 
effective cost cutting on framing can be gotten 
through Wight’s precutting method.” 


Other builders who use O’Neill Lumber Co. for 
precutting: Mariposa Construction, Stockton; 
James W. Sutherland, Concord; Culligan De- 
velopment Co., San Mateo, 
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B. H. Donahue 


Preassembled panels, gable ends, precut lumber are delivered directly to platform from 
trucks. Contrast this with delivery of precut lumber (p. 146) 


This lumber dealer turned to Lu-Re-Co panels 


Albert Balch, little known as a 
lumber dealer but nationally 


prominent as a community 
builder and realtor, believes in 
trying anything once: ‘‘How 
else can you learn unless you 
do?’’ Balch was the first lumber- 
man in the US to use Lu-Re-Co 
system. For what he learned 
about this system, see right. 
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Arguments over the advantages of precutting vs. panelization vs, prefabrication 
are largely academic since few people try them all. Here is one lumber dealer— 
builder who did: 

Al Balch has experimented with semiprefabrication and prefabrication for 
over 20 years, “knows the advantages and disadvantages by heart.” He built 
50 Lu-Re-Co (for LUmber REsearch COuncil) houses on scattered locations 
through his lumberyard, Modern Materials Co. Here is how Balch sums up: 


Economy and variety for the builder 


“Building panels in a yard and shipping them to site saves no more than building 
walls on a platform or slab and lifting them into place, But wall framing is only 
a small part of house cost. By-product savings of panelization are where the 
big economies lie: Lu-Re-Co, which packages larger components and simplifies 
construction in the field, insures a definite cost of labor. It becomes apparent 
immediately if production does not conform to an established pattern, particu- 
larly on scattered lots where supervision of labor on a single house is difficult. 
Lu-Re-Co achieves speedier erection after construction starts (house under roof 
by six men in a day). This means savings in interest on construction financing, 
faster turnover of product and money invested.” 


Flexibility and full labor utilization for the lumberman 


“Tu-Re-Co panels can be sold to the do-it-yourself trade, as shell houses (with 
roof trusses), as complete houses except for painting, as turn-key jobs complete 
down to lawns and shrubs. Lumberyard employees can build panels in slack 
times so a lumberman can schedule continuous work for his men. Lu-Re-Co is 
no cure-all, It is not the millennium. It is another item on our shelf of houses.” 
(For construction advantages, turn the page.) 
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Platform (or slab) becomes reservoir for 
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By-product of panel-and-truss system is one big open 
room in which carpenters, painters, electricians can 
work without carrying materials through a maze of 
studs. Quickly roofed-over shell provides excellent 
storage area as well. 


ia Ae See 
E f EES 


preassembled components 


Panel system is converted into post-and-beam construction by doubling 2” x 4” 


studs every 4’ (right), ties in neatly with trusses spaced 2’ 0.c. Note how double 


2” x 6” continuous lintel, with %¢” plywood spacer between, ties all panels together 


and eliminates varying header depths and extra cripples around apertures, 
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Photos: B. H. Donahue 


Flexibility is keynote of the Lu-Re-Co system. Rearrange- 
ment of additional panels produces variety of elevations, 
bigger or smaller houses. Here, three view-window panels 
next to a door panel are tied together to provide a struc- 
tural window and door wall. Manufacturers are already 
providing windows to fit panels. 
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NEW 
PRODUCTS 


MECHANICAL JIG turns out any wall section 
with a simple realignment of stud locators 


Even the small builder or lumber dealer can 
turn prefabber and frame wall sections on 
a new mechanical jig, the Module Erector, 
that can be changed for any arrangement of 
studs, windows and doors. Its flexibility 
results from movable stud locators that can 
be rearranged in the jig. 

The jig was invented by a Dayton lumber 
dealer, who set up a panelizing service for 
builders and has turned out over 100 houses 
during the past year. The fixture is 8’ wide 
and 50’ long, with a working surface 26” 
high. Mounted in the working table is a steel 
track on which are movable clamps. These 
are arranged for the section to be built, then 
are tightened into place. Workmen place 
precut 2” x 4””s in the jig, nail them together, 
then cover the section with siding. The size 
of sections is limited only by weight. 

When a section is finished, an eccentrically 
mounted lever lifts the panel onto rollers 
which carry it along the assembly line. Siding 
is staggered at joints, so that there is no obvi- 
ous seam where parfels are joined. 

Presently, Dealer Alex P. Le-Vay claims 
that all panels for a 24’ x 36’ house can be 
formed with 30 hours of carpenter labor, and 
30 hours of helper time. In his shop, he is 
turning out panels for 334 houses per week, 
with a labor cost of $880. ¢ 


Price: $4,950, F.O.B. Dayton. 


Manufacturer: Module Erector Co. 
1522 N. Dixie Dr. 
Dayton, Ohio 
continued on p. 184 


NEW 
PRODUCTS in this issue 


Colorful sliding cabinet doors... p. 184 


ay Sheathing is applied over panel frame- 
work by men working from both sides 
of table. 
also be installed at this point. 


Insulation and windows may 


Ue Stud locators slide on track to exact 
position of each vertical member, then 
are locked into place. Bottom and top 


plates are put in place on jig. 


4. Eccentric lever raises entire panel off 
table onto rollers for moving the unit 
off jig. Representative house (below) 
was fabricated on ‘Module Erector.” 


2: All studs drop into place in locators. 


No measuring o.c, distances is needed. 


Buffet kitchen ...p. 208 Packaged vented steel gable ends... p. 186 


Self-spacing tile... p. 198 
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This directory includes only 

those manufacturers who sell 
through builders or dealers. 

At least two dozen other 

house manufacturers or packagers 
who sell directly to the home buyer 
are not included. 

Prices quoted exclude 

lamd, utilities and improvements. 
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prefabricated and packaged house manufacturers © 


rectory 


Alabama 


California 


LUMBER FABRICATORS, INC. 


Fort Payne, Ala. 
Sales manager: Robert Nancarrow 


Established: 1947 


Plants: Fort Payne (Ala.), 
Clarksville (Ohio), Elkton, Capac 
(Mich.) 


Distribution area: Middle West, 
South, Michigan 


Price range: $5,500-$25,000 


Package: room-size and smaller sided 
panels, windows installed and hung; in- 
terior partitions; roof framing; trusses; 
precut rafters; ceiling joists. 


Optional extras: storage walls; floor 
panels; roof panels; air conditioning. 


Company has already produced over 15,- 
000 houses since it began prefabricat- 
ing, is one of the steadiest in the in- 
dustry. 


MAY HOMES 
13151 Sunset Blvd. 
Los Angeles 49, Calif. 


Vice president: Christian E. Choate 
Established: 1953 


Plants: Los Angeles, 
Magnolia (Ark.), 
Denver, Salt Lake City, 
Dallas, Tacoma 


Distribution area: Far West, 
Southwest, Arkansas, 
Louisiana 


Price range: $8,000-$15,000 


Package: smaller-than-room-size  ex- 
terior panels; interior partitions; stor- 
age walls; heating plants and duct- 
work; precut roof framing and sheath- 
ing; exterior and interior trim; sash; 
doors, 


Optional extras: air conditioning; car- 
port and/or garage. 


Licensed manufacturers-distributors of 
Cliff May houses now include Big Build- 
ers Leslie Hill of Dallas, Franklin 
Burns of Denver, plus three lumber 
dealers or building companies: Ander- 
son Lumber Co. in Salt Lake City, 
Briggs Manufacturing Co. in Tacoma, 
and Teis, Lawton & Johnson in Mag- 
nolia, Ark. 


MOBILHOME CORP. OF AMERICA 


7909 Herschel Ave., La Jolla, Calif. 
Established: 1947 


Plants: Bakersfield, Modesto, 

Los Angeles, Oxnard, San Diego, 

San Jose (Calif.), Phoenix, Spokane, 
Milwaukee, Gary, Minneapolis 


Distribution area: West Coast, 
Indiana, Minnesota, 
Wisconsin 


Price range: $10,950-$32,500 


Package: houses are completely finished 
and trucked to site. 


Mobilhome-Customeraft aystem of bwild- 
ing consists of building complete room 
units on a moving assembly line. Al- 
though sales are to consumers, they are 
made through factory sales representa-~ 
tives in each area. William Lumpkina 
is architect. 


California continued 


Florida 


Georgia 


PACKAGED HOMES CORP. 


3480 State St.. Santa Barbara, Calif. 
General manager: IL. B. Nelson 
Established: 1953 

Plant: Goleta, Calif. 

Distribution area: southern California 
Price range: $5,700-$10,500 


Package: room-size and smaller exterior 
panels, sided, steel sash windows in- 
stalled; interior partitions; trusses; 
storage walls; floor panels. 


SCHUTT CONSTRUCTION CO, 


8808 22nd St. East, Del Paso Heights 
Sacramento, Calif. 


General manager: Jerry W. Schutt 
Established: 1953 

Distribution area: northern California 
Price range: $7,200-$15,500 


Package: room-size and smaller-than- 
room-size panels with sash, sheathed 
only; precut roof materials. 


This firm prefers to use the term ‘“‘pre- 
engineered” rather than prefabricated, 
as its homes represent the engineering 
of component parts. 


FLORIDA BUILDERS, INC, 


700 48rd St. S., St. Petersburg, Fla. 
Sales manager: Lester I. Dingee 
Established: 1948 

Distribution area: Florida 

Price range: $5,800-$10,800 


Package: room-size or larger interior 
partition frames; trusses; storage 
walls; cabinets; water heater; roof 
panels for carport, porches or en- 
trances; precut soffits, cornices, trim, 
framing. 


Optional extra: space heaters. 


Specialists im designe for warm cli- 
mates. 


KNOX CORP. 


Thomson, Ga. 

Exec. ricaterer Robert H. Harper 
Established: 1947 

Distribution area: Southeast 

Price range: $6,300-$14,500 


Package: sheathed room-size panels; in- 
terior partitions; storage walls; floor 
panels; trusses; precut floor beams and 
joists; roof sheathing. 


Optional extras: heating plants and 
ductwork; air conditioning; electrical 
wiring. 


Knox operates its own building and re- 
tail sales organization in addition to 
dealer franchise distribution system. 


YETTER HOMES, INC. 


Southeastern Shipyard, P. O. Box 505 
Savannah, Ga. 


Sales manager: Ora Yetter 
Established: 1949 


Distribution area: Florida, 
Georgia, Alabama, Louisiana, 
Mississippi, North Carolina, 
South Carolina 


Price range: $4,950-$8,250 


Package: room-size panels, exterior and 
interior sheathing only, windows and 
doors installed; roof trusses; partition 
panels; storage walls. 


In 1955 a new line of more expensive 
houses will be introduced. 


rectory 


ALLEN WALL PANEL CORP. NEW CENTURY HOMES, INC. 


prefabricated and packaged house manufacturers 0 
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W. G. BEST HOMES CO. 


P.O. Box 2497, Station C 
Fort Wayne, Ind. 


General manager: Robert J. AHen 
Established: 1954 

Distribution area: Middle West 
Price range: $9,600-$15,900 


Lafayette, Ind. 
President: John T. King 
Established: 1946 


Distribution area: Indiana, Ohio, 
Michigan, Illinois, Kentucky 


Price range: $5,200-$30,000 


= . . . . 
r) P.O. Box 509, Effingham, Ml. Package: smaller-than-room-size panels, Package: room-size exterior panels with 
< k sheathing applied; interior partitions; framing and plywood, windows and 
= General manager: Leland Lewis trusses; gable end panels with insula- doors installed and trimmed, insulation 
= Established: 1946 tion sheathing; cabinets. and vapor barrier installed; ceiling 
Plants: Effingham (lIll.), Builder Bob Allen adapted the 4’ panel, panels; roof panels; gable panels prime 
2 ; painted and trimmed; floor beams; fish 
Tulsa (Okla.), Minneapolis continuous header and other Small : So hale 3 
5 e e - wire for electrical wiring in panels, 
« seeRieg = Homes Council techniques of prefabrica- Monta f ape 
Re ure area: “ tion, retained Architect Don Honn. eee, SOT acetates 
Middle) West," Southwest Optional extras: hip roof panels instead 
Price range: $10,000-$15,000 of gable panels. : 
a: COLPAERT HOMES, INC. ; =e, ‘ 
Package: exterior panels with insula- ibe SalSherdantAne ‘The custom prefabricator of the panel 
tion and plasterboard, windows installed Southewend lied companies,” New Century produces 
and trimmed; interior partitions; pan- r houses only against firm orders from 
elized roof; ceiling panels with insula- Established: 1953 dealers; has used 2” x 2” stud in true 
tion and plasterboard; conduit  in- Distribution areazi Middle Weet stressed-skin panel since 1946. 
stalled; cabinets. 3 
? oe Meee 3 Price range: $6,100-$13,500 
oes extras: : tiie assem ce 3 Packager sinallortthan nos tee meee tees PLACE HOMES, INC. 
ucts, urnace and cnimney; air ¢ y S : =" = =| 
ditioning. i: with plywood sheathing; separate door 4818) 'S- Walnut Southebend, inde 
4S ppeiaad ee , Ss and window panels; interior partitions; Sales manager: M. L. McCracken 
Almost Ley Gy eats sae Loe is to < gable panels; precut floor joists, ceiling estan eee 
ERLE ere pees ae 3S joists, rafters; preassembled casing, idea oie 
fabrication’ of houses’ over $18,000 re- a ° stairs, doors. Distribution area: Indiana, Michigan, 
sults in a larger saving than in smaller < Ohio, Ilinoian Wisconsin 
houses, Best believes prefabricators will =o Optional extras: kitchen cabinets; A 5 
get an equal share of houses in this washer; combination doors and hard- Price range: $6,000-$15,000 
TINIE WY ORES YD: NBT Moe Package: houses are precut with some 
Colpaert runs a test project, “‘Belle- preassembly of gable ends, framing 
GEHCWAYAUOMESTING ville,” where all houses are field-tested members and windows; trusses; heating 
a Waln iG 4 before being offered to dealers. Says plants, ductwork and air conditioning 
ainube ll. Colpaert: “When you get to build as are supplied. 
: % K Ss 500 }s ‘ d to a 
Contact: Robert L. Myers (DE LS OD sete RRO CEE. Optional extras: plumbing assemblies 
' 4 eee, turn prefabricator. 
Distribution area: Illinois, and fixtures. 
Iowa, Indiana, Wisconsin, Michigan Pincele | Cosmurocresstoemniad tenn 
Price range: $7,000 to $18,000 GENERAL INDUSTRIES HOMES builders, advanced to precutting houses 
P 3033 Wayne Terrace, Fort Wayne, Ind. for others and to prefabrication when 
VEE CESS CORON AGES Uess: EGS E ED they found other builders were interested. 
wiring, plumbing. Kitchen cabinets op- Sales manager: George S. Brown " 
eae Established: 1946 
Distribution: all states east of Rockies RICHMOND HOMES, INC. . 
ILLINOIS LUMBER MFG. CO Northwest L and Sheridan Sts. 
e Price range: $8,000 and up Richmond, Ind. 
3 , 
ESSE OREEED CAGES Package: room-size and some larger z Sales manager: Elias B. Osterhout 
Manager: Joseph J. Klein panels, interior and exterior walls with 3 Establishodsiode 
Established: 1913 siding, doors and windows prehung, = 
Sees wiring and plumbing installed; roof c Distribution area: east of Mississippi, 
Distribution area: trusses; partition panels; storage walls; to} Oklahoma, Arkansas, Louisiana, 
400-mi. radius of Cairo floor panels for attic; roof panels; all = Missouri, Minnesota, Iowa 
i t. 3 
Price range: $7,000-$21,000 crimuspreeu om Price range: $9,500-$16,500 
: President Wm. B. F. Hall believes his TS a ae 
Package: smaller-than-room-size panels; % ¢ Package: room-size panels with siding 
é A ee package should: include everything above —_ és F 
interior partitions; gable panels; trus- . % 5 applied, windows and doors set in 
F oan A the foundation line, so he is one of the a 
ses; precut sill plates, joists, flooring, fp Sicha tin GMa cocmtinen panels; roof trusses; partitions, panels, 
rafters, kitchen cabinets; range; refrig- 3 storage walls; precut chimneys; precut 
erator; laundry equipment; exhaust sheeting. 
oS aK Heese NATIONAL HOMES CORP. A progressive firm that is putting great 
Optional extras: roof panels; plumb- By-Pass 52, Lafayette, Ind. emphasis on new design. Trend is to 
ing assemblies and fixtures; - heating Vice! press) forlsaler|S ai opincon put more into panel and package. 
plants and ductwork; air conditioning. 
Established: 1940 
Plants: Horseheads (N.Y.), Us ee repeat yas New Alb Ind 
Lafayette (ind) arlestown .» New any, A 
ABC CONSTRUCTION CORP. Distribution area: national polesi managerial Sy aga aces iu 
5235 Winthrop Ave. Price range: $5,000-$30,000 Established: 1936 
Indianapolis 20, Ind. 
: Plants: New Albany (Ind.) 
Established: 1962 Package: completely panelized houses, Harrisb Pa.) 
spc EUNZCE including insulation between studs; all EEN (ESE 
Distribution area: Indianapolis panels have sheathing, some come with Distribution area: national 
exterior siding; all windows and doors 
Price range: $11,000 are factors applicd tea line iam clsirook Price range: $8,000-$22,500 
Package: room-size panels and larger, braces; floor panels are optional; roof Package: smaller-than-room-size panels; 
windows installed; interior sections panels; ‘precut assembly parts include interior walls finished; exterior walls 
framed; doors hung; gable ends sided; ceiling and roof purlins, corner posts, with siding; roof trusses; partition 
hip trusses; precut shelving; roof exterior and interior trim. panels; optional storage walls; floor 
“unt, Far and away the biggest house pack- aca ete REE WIS ZOE 
A big builder and lumber dealer, John ager in the business. A completely new hel dana age dese 
5° Bauer, found two reasons for turning line of 1955 models is being introduced; Formerly called Gunnison Homes, thia 
5 prefabricator: 1) his building operation will use gypsum dry wall for first time. is one of the oldest and largest firms. 
om was expanding fast; 2) he “read the National will have a low-priced range Next year it will bring out new and 
i © | handwriting on the wall” as far as his and a _ high-priced range, eliminate higher-priced models and in future will 
£ lumber business was concerned. medium-priced houses. announce its steel house. 
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KOZY MANUFACTURING CO. 

Exira, Iowa 
General manager: Tom J. Godwin 
Established: 1927 
Distribution area: Iowa, Wisconsin, 
Illinois, Nebraska 
Price range: $7,000-$11,630 

i Package: room-size panels, sheathing 
applied, partial siding, windows set; 
interior partitions, doors hung, hardware 
applied; trusses; gables. 


SWEET LUMBER FABRICATORS, INC. 
4400 Roe Blwd., Kansas City, Kan. 
Sales manager: F. H. Woodbury 
Established: 1953 
Distribution area: Kansas City area 
Price range: $9,500-$14,500 
Package: room-size panels; exterior 
panels sided and insulation installed; 
window units and door frames in- 
stalled; roof trusses, partition panels; 


Kansas 


precut roofing materials in some models. 


A lumber dealer turned prefabricator. 
See H&H, Aug. 
photos. 


’54 for story and 


EMPIRE HOMES, INC. 
P. O. Box 35 
Louisville 11, Ky. 


Vice president, sales: 
William K. Markwell 


Established: 1954 
Distribution area: national 
Price range: $8,000-$12,000 and up 


Package: 4’ modular panels, sheathing 
on exterior, hardwood prefinished in- 
terior (or room-size panels with sheath- 
ing and dry wall); windows, doors in- 
stalled in panels; trusses; plywood 
panels for roof, gypsum for ceiling; 
precut lumber for corner posts, ete. 
Will offer appliances and equipment at 
builder’s option. 


Latest entry to field; principals have 
wide background in prefabrication and 
woodworking. Expandable plans for 
second bath, fourth bedroom, separate 
dining room and family room. 


Kentucky 


CRAWFORD CORP. 
P. O. Box 989 
Baton ghee, La. 


Established: ‘1939 os 


Plants: Baton Rouge (La.) 
Gloster (Miss.) 


Distribution area: principally South 
Price range: $5,900-$22,250 


Package: room-size sided panels, win- 
dows installed; room-size interior par- 
titions, doors hung; roof panelized; 
precut trim. 


extras: interior wallboard 
plant-applied; doors and windows 
trimmed out; heating plants and duct- 
work; air conditioning. 


Famed builder of Gentilly Woods im 
New Orleans, Hamilton Crawford builds 
large projects with his own prefabs, 
also sells to his builder-dealers. Chair- 
man of NAHB’s Merchandising Com- 
mittee, Crawford accents merchandis- 
ing, land planning, contemporary de- 
sign in his house package. 


Optional 


Tediianc 
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Maryland 


Massachusetts 


MORGAN C. ELMER, INC. 


Rockland, Me. 
General manager: George Dodge 
Established: 1947 


Distribution area: New England, 
New York, New Jersey 


Package: room-size and smaller exterior 
panels, windows and doors’. hung; 
trimmed gables; assembled trusses; pre- 
cut exterior trim; interior studding. 


DIXIE HOMES 


4501 Baltimore Ave. 
Bladensburg, Md. 


Contact: B. M. Halfpap 
Established: 1947 


Plants: Bladensburg, 
Upper Marlboro (Md.) 


Distribution area: Maryland, Virginia 
Price range: $7,000-$14,000 


Package: smaller than room-size panels; 
interior partitions; trusses; storage 
walls; floor panels; roof panels; pre- 
eut interior trim; finished hardware; 
cabinets; sill plates, wood beams. 


MARYLAND MODERN HOUSING CORP. 


5715 Southwestern Blvd. ., 
Baltimore 27, Md. 


Sales manager: Robert E. Kanode 
Established: 1941 

Distribution area: Maryland 

Price range: $10,000-$25,000 


Package: room-size and smaller exterior 
panels; interior partitions; trusses; 
storage walls; precut floor framing; 
roof sheathing. 


PRECISION BUILT HOMES, INC. 


Milford Mill Rd. & W. Maryland R.R. 
Pikesville 8, Md. 


General manager: John C. Theobald 
Established: 1951 


Distribution area: Maryland 


‘and neighboring states 


E. F. 


Price range: $6,000-$14,500 


Package: full wall-size panels, some 
completely finished inside and out; in- 
terior partitions; trusses; precut lumber 
for trim, roof, floor. 


Optional extras: plumbing assemblies; 
heating plants; air conditioning; elec- 
trical wiring; chimneys. 


HODGSON COMPANY, INC. 
Hodgson Houses, Dover, Mass. 


General manager: Wm. J. Dwyer 
Established: 1892 


Distribution area: 
Connecticut, Massachusetts 


Price range: $10,500-$23,000 


Package: larger-than-room-size panels, 
sided and prime painted, windows in- 
stalled; doors hung; interior bearing 
partitions; subfloor panels; precut ceil- 
ing joists, roof rafters, framing. 


Oldest precutter and prefabricator in 
the business. Company has precut mate- 
rials for more houses than any other 
prefabricator, 


Massachusetts coninucd 


Michigan 


PRE-BILT CONSTRUCTION, INC. 


P.O. Box 344, N. Dartmouth, Mass. 
General manager: David Schwartz 
Established: 1946 


Distribution area: Massachusetts, 
Rhode Island 


Price range: $5,000-$7,000 


Package: room-size and smaller exterior 
panels, sided, windows installed; in- 
terior partitions studded in panel form; 
trusses; floor panels; roof panels; elec- 
trical wiring; air conditioning; precut 
joists and rafters. 


Business divided evenly between sales 
directly to consumer and sales to builder- 
dealers. 


TECHBUILT INC. 


55 Brattle St., Cambridge 88, Maas. 


President: Carl Koch 
Established: 1952-1953 


Distribution area: 

New York, 

Connecticut, Massachusetts, 
Ohio, Illinois, Michigan, 
Missouri, Minnesota 


Price range: $11,000-316,000 


Package: smaller-than-room-size modu- 
lar panels for framing, floors, roof, with 
doors, stairs, balconies. 


Two plants in Concord, Mass. and Hunt- 
ington, N.Y. are not owned or operated 
by Techbuilt but by licensed subcon- 
tractors. Architect Koch has been build- 
ing in Massachusetts for several years, 
turned to prefabricating in 1954. 


MANUFACTURED HOMES, INC. 


330 S. Kalamazoo, Marshall, Mich. 
Sales manager: Vern McMahan 
Established: 1942 

Distribution area: North Central states 
Price range: $8,200-$15,500 


Package: exterior panels; roof trusses 


and decking. 


Is beginning to promote on national 
basis, uses copyrighted “Permabilt” 
trade name. 


MODERN HOMES CORP. 


14507 W. Warren Ave. 
Dearborn, Mich. 


Vice pres. of sales: W. L. Mainland 
Established: 1946 


Plants: Dearborn (Mich.), 
Port Jervis (N.Y.) 


Distribution area: North Central 
and Northeastern states 


Price range: $7;600-$15,800 


Package: room-size exterior panels sided 
and prime coated, insulation and glazed 
windows instulled; assembled trusses; 
assembled floor panels; precut interior 
partitions with plasterboard or gypsum 
lath; prehung doors; kitchen cabinets; 
sink and lavatories; furnace; electrical 
fixtures; vent fans. 


Close to Detroit and influenced by the 
auto market, Modern Homes is mer- 
chandising and design minded, Exam- 
ple: they have 4’ modular power win- 
dows. Brothers Bob and George Lytle 
have also developed a soundproofing sys- 
tem, and their own steel floor joists. 
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¢ c SEMICO, INC. 
Ss Seney, Mich. 
te3) 
SJ ‘c General manager: Milo I’, Gonser 
a) Established: 1950 
® = Distribution area: Wisconsin, 
2) Michigan, Indiana 
3 Price range: $9,500-$12,000 
=< Package: smaller-than-room-size panels 
sheathed only; roof trusses; partition 
ao | panels; storage walls; floor panels; roof 
o panels. 

Panels are made of 1” low-grade and 
fey] short lumber which is cross laminated 
G into three plies which are clinch nailed. 

a? Exterior panels have asphalt-impreg- 
) nated building paper between plies. Firm 
G claims its panels have greater strength 

than usual prefabricated units. 

i © | UNIVERSAL HOMES, INC. 
€ 3506 Guardian Bldg., Detroit, Mich. 
G General manager: Walter M. Dailey 

Plant: Milan, Mich. 

. Distribution area: 

on 500-mi, radius of Detroit 
G Price range: $10,000-$11,500 

4 Package: exterior sections with siding, 
he doors and windows installed; insulated 

2 sheathing; roof trusses; interior parti- 

tions; interior doors in jambs; plaster- 
] board dry wall; floor panels. 
fs 
MIDWEST HOMES 

5720 Wayzata Blvd., Minneapolis, Minn. 

Asst. sales manager: Dick Nelson 

Distribution area: 

Middle West, Minnesota, 

Wisconsin, Michigan 

Price range: $10,000-$20,000 

Package: exterior panels completely fin- 

ished; interior partitions; all hardware 

material. 
PAGE & HILL HOMES, INC. 

Shakopee, Minn. 

Vice pres. of sales: Hart Anderson 

Established: 1932 

Plants: Shakopee, Albert Lea, 

Waterville (Minn.) 

Distribution area: Middle West 

Price range: varies 

Package: room-size exterior panels com- 

pletely finished; interior partitions fin- 

ished; windows weatherstripped and 

trimmed; doors hung; hardware ap- 
fe} plied; gable or hip roof panels; bath- 
7) room accessories. 
o Believing the swing to prefabrication 
ce is becoming greater every year, Page & 
c Hill built its third plant in Albert Lea, 
om which is ‘‘one of the newest and most 
= completely mechanized in the industry.” 
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Montana 


CONNETT ENGINEERED HOMES 


19th & Garfield, St. Joseph, Mo. 
Contact: Herbert C, Hazelwood 


Distribution area: 
Missouri, Kansas, Iowa, 
Nebraska, Illinois 


Price range: $7,000-$12,000 


Package: exterior panels, doors and win- 
dows completely installed; sheathing ap- 
plied; interior partitions, doors in jambs 
and hardware applied; trusses. 


Optional extras: floor deck; finished 
flooring; siding; roofing; plasterboard. 


HOME BUILDING CORP. 


303 N. Park, Sedalia, Mo. 
General manager: John Ellison 
Established: 1947 


Distribution area: 
Missouri, Iowa, Kansas, 
Illinois, Nebraska 


Price range: $6,000-$15,000 


Package: room-size panels completely 
finished; windows and doors painted 
and hung; interior partitions completely 
finished; floor panels with linoleum or 
plastic installed; gable panels completely 
finished; water heater; flue for furnace; 
plumbing assemblies; electrica] wiring; 
ceiling panels. 


PAODULAR HOMES, INC. 


Barrett Sta. & Dougherty Ferry Rd. 
Kirkwood 22, Mo. 


General manager: J. E. Scofield 
Established: 1952 


Distribution area: 
Missouri, Indiana, Illinois 


Price range: $13,500-$24,000 


Package: smaller-than-room-size exterior 
panels sided with windows and doors; 
interior partitions; storage walls; cabi- 
nets; closets; precut posts, beams, raft- 
ers, trim. 


Optional extras: plumbing assemblies 
and fixtures; heating plants and duct- 
work. 


Burton W. Duenke grew so big and so 
successful with contemporary houses 
that he expanded his building into pre- 
fabrication, organized Modular Homes. 


NATIONAL LOG CONSTRUCTION CO. 


P.O. Box 765, Thompson Falls, Mont. 
General manager: Stephen D. Babcock 
Established: 1947 

Distribution area: Pacific Northwest 
Price range: $3,600-$20,800 


Package: precut logs; precut window 
jambs and sills; door jambs and sills; 
gables; trusses. 


Company precuts only but offers design 
with its package. 


Nebraska 


New Jersey 


PERMCO MFG. CO. 


Peru, Neb. 

General manager: Peter Holdorf 
Established; 1949 

Distribution area: Nebraska 


Package: smaller-than-room-size exte- 
rior panels; interior partitions; trusses; 
storage walls; precut joists, subfloor, 
roof sheathing, cornices. 


Optional extra: kitchen cabinets. 
Permco has been selling packages for 
houses up to $25,000 and believes this 


bracket will develop fast with superior 
designing. 


PLYMOUTH LUMBER & MANUFACTURING CORP. 


395 Long Ave., Hillside, N.J. 
General manager: Alvin Ross 
Established: 1947 

Plant: Belle Meade, N.J. 


Distribution area: New Jersey, 
Pennsylvania, Connecticut 


Package: sided exterior panels; interior 
partitions; trusses; storage walls; floor 
panels; roof panels; precut doors, win- 
dows, trim. 


Optional extras: plumbing assemblies; 
heating plants; air conditioning; elee- 
trical wiring. 


WELL BUILT MFG. CO., INC. 


US Route No. 22, Somerville, N.J. 
Sales manager: Norman Burscher 
Established: 1937 


Distribution area: New Jersey, 
New York, Pennsylvania 


Package: exterior walls, gables and roof 
trusses are built in factory; this firm 
delivers and erects the shell only, with 
dealers or consumer finishing the house 
conventionally. 


YOUNG LUMBER CO. 


Pemberton, N.J. 
President: Richard L, Duffield 


Distribution area: New York, 
Connecticut, New Jersey 


Price range: $1,000-$14,000 


Package: Smaller than room-size panels, 
exterior sheathing only, doors hung in 
builder models; one new line with ex- 
terior walls completely sided; roof 
trusses; partition panels; precut joists. 


This firm was formerly the Johnson 
Quality Homes Div. of the Pemberton 
Lumber & Millwork Industries, Inc. 


HOUSE & HOME 


New York 


ALLEGHANY HOMES CORP. 


26 Copeland Ave., Homer, N.Y. 
Contact: Alice Ingersoll 


Distribution area: New York, 
New England, eastern Pennsylvania 


Price range: $7,200 and up 


Package: panels and precut lumber for 
complete house except for plumbing, 
heating, electrical work. 


AMERICAN HOUSES, INC. 


165 W. 46th St., New York 86, N.Y. 
Vice pres. c/o sales: Thomas G. Barber 
Established: 1932 


Plants: Allentown (Pa.), 
Lumberton (N.C.), Cookeville (Tenn.); 


Distribution area: Middle Atlantic Coast 
Price range: $7,700-$30,000 


Package: sheathed smaller than room- 
size panels, doors and windows hung; 
interior partitions; trusses; floor panels; 
eabinets; storage walls; precut trim. 


Project work, a specialty, accounted for 
major part of total sales, Has done 
schoois, rental dwellings. This year for 
first time American will have a stand- 
ard line of packaged houses. One of the 
oldest companies in the business. 


BUSH PREFABRICATED STRUCTURES, INC. 


2nd St. and Lenox Rd. 
Huntington Station, L.I., N.Y. 


Vice president: Bruce Williams 
Established: 1930 


Distribution area: 
Northeastern states, export 


Price range: $5,000-$11,000 


Package: room-size and smaller panels, 
completely sided, sash, doors and trim; 
interior partitions framed up; assem- 
bled trusses; storage walls; floor panels. 


Precision precut houses for export. Do- 
mestic business is to project builders; 
export business is a specialty. 


IVON R. FORD, INC. 


McDonough, N.Y. 


Sales and advertising manager: 
Lewis H. Ford 


Established: 1935 


Distribution area: 

New England, New York, 
Virginia, Maryland, 

New Jersey 


Price range: $7,000-$35,000 


Package: exterior walls complete with 
windows, doors, trim, insulation, wir- 
ing and interior wallboard; ceiling, roof 
and gable panels; trusses are shop fab- 
ricated. 


Ford’s growth has been steady in_sales, 
design and toward a more complete 
package. 


NORGE COTTAGES, INC. 


21 West St., New York 6, N.Y. 
Contact: Chris D. Geisler 

Plant: Canaan, Conn. 

Price range: $775-$4,475 
Distribution area: eastern US 


Package: everything but foundations, 
cabinets, utilities; precut notched planks. 


DECEMBER 1964 


New York continued 


Ohio 


NORTHERN HOMES, INC. 


20 Ridge St., Glens Falls, N.Y. 
General manager: Thomas I. Eastwood 
Established: 1946 


Plant: Hudson Falls, N.Y. 
Chambersburg, Pa. 


Distribution area: New England states, 
New York, Pennsylvania 


Price range: $9,400-$17,000 


Package: smaller-than-room-size sheathed 
exterior panels; interior partitions; 
floor panels; precut rafters, ceiling 
joists, studs. 


Product line includes two-story and 
high-priced houses. 


ACACIA LUMBER CO. 


1522 N. Dixie Dr., Dayton 4, Ohio 
Established: 1946 

Distribution area: Dayton 

Price range: $10,750-$15,750 


Package: room-size panels and smaller, 
completely sided, sash installed; inte- 
rior partitions, open studs; trusses; 
floor panels; some roof panels. 


Uses Modular Erector, a universal fram- 
ing jig for all walls. 


CONTINENTAL HOMES, INC. 


Jacksman and State Line Rd. 
Toledo, Ohio 


Sales manager: Arthur W. Amsler 
Established: 1952 

Distribution area: Indiana, Ohio 
Price range: $9,950-$14,700 


Package: room-size panels completely 
shingled; windows and doors installed 
and primed; interior partitions; trusses; 
precut door assemblies; trim package; 
precut flooring. 


EXPAN HOMES, INC. 


14511 Chatfield Ave. 
Cleveland 11, Ohio 


Contact: Alex Bruscino 
Established: 1949 
Plant: Lakewood, Ohio 


Distribution area: northern Ohio, 
western Pennsylvania, 
western New York 


Price range: $6,500 and up 


Package: Trusses, exterior panelg 
sheathed; precut studs; framed door 
openings. 


INLAND HOMES CORP. 


501 S. College St., Piqua, Ohio 
Exec. vice pres.: Roger Thyer 
Established: 1952 

Distribution area: Ohio 

Price range: $7,300-$13,500 


Package: room-size panels completely 
sided; interior partitions built up; 
trusses; storage walls; floor panels; 
roof panels; kitchen cabinets; heating 
plant and ductwork; precut trim; sof- 
fits; gables; door assemblies. 


Company has 50-day interim financing 
plan at no extra charge; gives free 
engineering service; is offering four- 
bedroom model with flexible variations. 


Ohio continued 


INTERNATIONAL HOMES, INC. 


8896 Mahoning Ave. 
Youngstown, Ohio 


General manager: Howard Solomon 
Established: 1951 

Plants: Mineral Ridge, Ohio 
Distribution area: Ohio 

Price range: $9,000-$20,000 


Package: room-size panels, sheathed, 
sided and prime coated; interior parti- 
tions; chimneys; storage walls; roof 
panels; assembled and sided gable ends; 
precut ceiling joists; interior trim; 
stairway; roof overhang. 


Optional extras: heating plant and duct- 
work. 


METROPOLITAN HOMES INC. 


721 W. Columbia St. 
Sprinofield, Ohio 


President: Chas. E, Fry 
Established: 1954 


Distribution area: Ohio, 

Indiana, Kentucky, 

West Virginia, Pennsylvania, New York, 
District of Columbia, 

Maryland, Virginia 


Price range: $8,000-$18,000 


Package: exterior panels sheathed and 
prime coated; interior partitions; 
trusses; floor panels; storage walls. 


After successful first year of operation, 
Metropolitan is adding three- and four- 
bedroom units to its basic $7,900 house, 


MIDWEST HOUSES, INC. 


P.O. Box 334, Mansfield, Ohio 
Sales manager: Charles A. Swain 
Established: 1945 


Distribution area: Ohio, Indiana, 
Kentucky, West Virginia, Pennsylvania 


Price range: $7,600-$15,500 


Package: room-size and smaller exterior 
panels with plywood sheathing, windows 
and doors installed; interior bearing 
partitions; trusses; floor panels; stor- 
age walls; precut joists, rafters, inte- 
rior trim. 


Architect John N. Highland, small-house 
design specialist, is company’s designer. 


PANA HOUSE, INC. 


18320 Lanken Ave., Cleveland, Ohio 
President: Benton Lefton 

Plants: in franchised lumberyards 
Distribution: national 

Price range: $11,600-$28,500 


Package: room-size panels; exterior 
panels sheathed only; roof trusses; par- 
tition panels; storage walls; precut roof 
materials. 


Pana is a new service for planning, 
engineering, financing and sales of pre- 
fabricated houses through lumberyards. 
The lumber dealer becomes the prefab- 
ricator. 
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Ohio continued 


» itself as 


PEASE WOODWORK COMPANY, INC. 


900 Forest Ave., Hamilton, Ohio 
General manager: John W. Pease 
Established: 1940 

Distribution area: Middle West 
Price range: $8,000-$25,000 


Package: various size exterior panels 
framed, sheathed; doors and windows 
assembled in units; room-size interior 
partitions framed; assembled trusses; 
assembled windows and doors; precut 
floor and roof panels. 


One of the oldest woodwork companies, 
which early saw the advantages and 
possibilities of precutting and prefabri- 
cation, 


RAY-MEL HOMES, INC. 


745 Morse Rd., Columbus, Ohio 
Sales manager: Elvin C. Vliet 
Established: 1954 

Distribution area: Indiana, Ohio 


Package: larger-than-room-size panels 
sheathed only; roof trusses; partition 
panels; roof and deck sheathed only; 
precut flooring; interior finish. 


A new firm this year which refers to 
“custom fabricators” and which 
fabricates an individual design for each 
of its dealers, 


SCHOLZ HOMES, INC. 


2001 N. Westwood Ave., Toledo, Ohio 
Sales manager: Harry C. Smith 
Established: -1953 

Distribution area: Iowa to Maine 
Price range: $9,500-$32,500 


Package: interior room-size panels 
sheathed only; exterior walls with sid- 
ing; partition panels; storage walls; 
roof panels. 


Scholz is an example of a new trend 
in which successful local builders first 
expand to build in more than one town, 
then discover their designs are so at- 
tractive that other builders want to 
use them. Then builder turns prefabri- 
cator, distributes widely. 


THYER MFG. CORP. 


2857 Wayne St., Toledo, Ohio 


Sales managers: 
Harry Leggett (northern plant) 
M. O. Gustafson (southern plant) 


Established: 1947 
Plants: Toledo (Ohio), Collins (Miss.) 


Distribution area: 
All states east of Mississippi 
except New England 


Price range: $9,600-$15,550 


Package: exterior walls with siding; in- 
terior walls unfinished; interior doors 
hung in jambs; exterior doors installed 
in wall panels; roof trusses; partition 
panels; storage walls; roof panels; pre- 
cut floor materials; stairs; rafters. 


With a new “mail order” financing plan 
for its dealers, Thyer plans for a rapid 
expansion. It is no longer using the 
term “Pollman Homes,” which has iden- 
tified its houses in the past. 


Ohio continued 


Oregon 


Pennsylvania 


WEAKLEY LUMBER MFG. CO. 


P.O. Box 28, Newark, Ohio 
Sales manager: Paul S. Flack 
Established: 1951 

Distribution area: Indiana, Ohio 
Price range: $5,500-$22,500 


Package: room-size and some smaller 
than room-size panels; exterior walls 
completely sided; interior wallboard ap- 
plied; pull wires installed for electric 
wiring; roof trusses; interior partitions; 
storage walls; floor panels; roof panels. 


A successful lumber dealer who has be- 
come a prefabricator. 


TRU-EN CO., INC. 


624 S. W. Harrison St., Portland, Ore. 
Sales manager: Henry H. Broscious 
Established: 1953 

Distribution area: national 


Package: Tru-En precuts and packages 
a wide variety of framing members for 
dealers’ stock; in turn, its dealers sell 
a@ more complete package, nailed-up 
sections or panels. 


WESTWOOD HOMES, INC. 


P.O. Box 126, Beaverton, Ore. 
Sales manager: John F. Martin 
Established: 1953 


Distribution area: 
Washington, Oregon, Idaho, Utah, 
California (northern) 


Price range: $6,800-$23,000 


Package: exterior walls with siding, 
windows installed; doors in frame; no 
interior wallboard; roof; trusses; stor- 
age walls; roof panels. 


This is a new firm organized by Builder- 
Mortgageman Ralph M. Holmes. Four 
new models will be brought out in 1955, 


ADMIRAL HOMES, INC. 


178 Provost Rd., Pittsburgh 27, Pa. 
Sales: James J. Gallagher 
Established: 1946 

Plant: West Newton, Pa. 


Distribution area: 
western Pennsylvania, Ohio 


Price range: $8,000-$15,200 


Package: room-size panels completely 
sided; windows glazed and installed; in- 
terior partitions; trusses; precut floor 
and roof system. 


Optional extras: plumbing assemblies 
and fixtures. 


Precuts and panelizes traditional houses 
including two-stories, split-levels. 


Pennsylvania continues 


Tennessee 


HILCO HOMES 


Division of Hog Island Lumber Co. 
72rd & Eastwick Ave. 
Philadelphia 42, Pa. 


Sales manager: Daniel Gurst 
Established: 1936 

Distribution area: Northeast Coast 
Price range: $6,000-$27,000 


Package: exterior panels framed and 
sheathed; interior partitions; precut 
studding; joists; rafters. 


A lumber company turned prefabricator, 
Hog Island is planning expansion. 


LINCOLN HOMES CO. 


500 Clairton Blvd., Pittsburgh 36, Pa. 
General manager: Robert Sieling 
Established: 1948 

Plant: Belle Vernon, Pa. 

Distribution area: Ohio, Pennsylvania 
Price range: $9,500-$12,000 


Package: exterior walls completely fin- 
ished; sheathing; siding; windows; 
brickmold; prime coat; trusses; plumb- 
ing assemblies; heating plants and duct- 
work; electrical wiring; precut interior 
partitions; storage walls; floor panels. 


After selling most of its production di- 
rectly to home buyers, Lincoln has ex- 
panded to include sales to builder-dealers. 


SWIFT HOMES, INC. 


1 Chicago Ave., Elizabeth, Pa. 
Sales manager: Jack Levin 
Established: 1949 

Distribution area: east of Rockies 


Package: precut parts only, no panels; 
includes framing materials, windows, 
doors, siding, interior finishing, wall 
board, trim. 


FAIRHILL INC. 


2165 Latham, Memphis, Tenn. 
Sales manager: Jim O. Brakefield 
Established: 1953 


Distribution area: 
500-mi. radius of Memphis 


Price range: $5,500-$8,500 


Package: room-size panels, sheathed or 
sided; interior partitions; trusses; floor 
panels; prepainted cornice; precut ma- 
terials; special packages. 


The Freeburg brothers, Charles and Nel- 
son, of Memphis, Tenn., after bwilding 
2,500 of their own houses in and around 
Memphis, are stretching out to cover a 
wider area and are dropping local build- 
ing entirely to concentrate on a pack- 
aged house. “ ‘Package’ is the magic 
word in the American economy,” say 
the Freeburgs, who call their house a 
builder’s package. 


HOUSE & HOME 


Texas 


Virginia 


FABRICON 


4601 E. 5th St., Austin, Tex. 
Sales director: H. T. Fenderbosch 
Established: 1946 

Distribution area: Texas 

Price range: $10,200-$12,000 


Package: exterior structural parts; inte- 
rior partitions; storage walls; cabinets; 
doors hung and weatherstripped; win- 
dow sash glazed; steel trusses and 
gables; sinks and lavatories. 


Started out as a component manufac- 
turer (first with storage walls, then 
steel roof trusses) now includes “‘win- 
dow wall’ panels, contemporary designs, 
merchandising, etc. and has become a 
full-fledged, up-and-coming prefabrica- 
tor. His design and engineering empha- 
sis is on what public will accept and on 
field or “application” engineering. 


HOUSTON READY-CUT HOUSE CO. 


P.O. Box 124, Houston 1, Tex. 

Vice president: J. Harvey Suttles 
Established: 1917 

Distribution area: Gulf Coast, export 
Price range: $3,600-$10,000 


Package: smaller-than-room-size panels, 
windows, doors installed and trimmed; 
interior partitions; storage walls; floor 
panels; roof panels; rough panel wiring. 


Sales to oil companies and for export 
are a specialty. 


SOUTHWEST AMERICAN HOUSES, INC. 


P.O. Box 16, 1200 Givens St. 
Houston, Tex. 


Sales manager: George E. Finch 
Established: 1942 

Distribution area: Texas 

Price range: $5,200-$11,000 


Package: room-size panels, interior fin- 
ished, exterior siding, doors hung in 
panels; roof trusses; partition panels; 
windows installed in frames; precut 
flooring. 


TEXAS HOUSING CO. 


9003 Denton Dr., Dallas 9, Tex. 
Sales manager: John E. King 
Established: 1942 

Distribution area: national 

Price range: $6,000-$8,000 


Package: smaller-than-room-size panels 
when needed; wall panels sheathed only; 
interior wall covering applied during 
erection; some floor panels finished; 
roof trusses; partition panels; storage 
walls; roof panels; prefitted doors and 
windows. 


QESTER BROTHERS, INC. 


P.O. Box 751, Martinsville, Va. 
General manager: Lawson L. Lester, Jr. 
Established: 1946 

Distribution area: South 

Price range: $7,100-$20,000 


Package: room-size panels, sheathing 
applied; interior partitions ready for 
wall material; trusses; door units; win- 
dow units; porch columns; cabinets; 
basement stairways; gable ends; plumb- 
ing assemblies; heating plant and duct- 
work; electrical wiring; precut floor 
joists. 


Product line marketed under name 
“Lesco Homes.” 


DECEMBER 1954 


LOCTWALL CORP. 
6910 E. Greenlake Way 
Seattle 5, Wash. 


Contact: J. H. Bluechel 
Distribution area: 

Pacific Northwest, Alaska 
Price range: $9,500-$20,000 


Package: finished wall panels with doors 
and windows installed with hardware; 
storage walls, sliding wardrobe doors; 
kitchen cabinets; trusses; gable ends; 
roof decking; sHingles. 


Optional: furnaces with two-bedroom 
models. 


LOXIDE STRUCTURES 
9004 S. 19th St., Tacoma, Wash. 


General manager: Albert J. Kemp 
Established: 1945 


Distribution area: Washington, 
Wisconsin, South Dakota, 
Montana, California, Nevada 


Washington 


Price range: $11,100-$12,500 
with basement 


Package: cabinets; corners; frames; 


houses .are mainly precut. 


VIRGINIA LEE HOMES, INC. 
432 Dexter Horton Bldg. 
Seattle, Wash. 


Plant: Kirkland, Wash. 


Distribution area: 
national, includes export and Alaska 


Price range: $6,500-$70,000 


Package: modular panels up to 64” wide 
which have sheathing and siding with 
doors and windows installed; gable 
ends; precut roof framing; roof sheath- 
ing; interior partitions, closets, insula- 
tion, etc. (custom package includes 
more). 


WEST COAST MILLS FARWEST HOMES 
555 State St., Chehalis, Wash. 


Sales manager: Eldon Reiley 
Established: 1948 


Distribution area: West Coast 
and as far east as the Mississippi, 
Michigan, Illinois, Ohio, Indiana 


Price range: $8,300-$9,800 


Package: exterior wall panels, room size 
or larger, completely sided; trusses par- 
tially assembled; interior partition ma- 
terial precut; storage walls; door and 
window trim precut. 


One of the few prefabricators in the 
Northwest who has been able to com- 
pete with conventional builders. 


SCOTT HOMES 

DIVISION OF THE SCOTT LUMBER CO. 
2315 National Rd. 
Wheeling, W. Va. 


General manager: B. R. Diez 


Distribution area: 
200-mi. radius of Wheeling, W. Va. 


Package: precut materials; roofing; con- 
ductors; glazing; insulation; interior 
wall linings; trim. 


West Virg 


isconsin 


Wi 


Canada 


HARNISCHFEGER CORP. 


UNIT 


Houses Division 
100 Spring St. 
Port Washington, Wis. 


General manager: Edward Hwass 
Established: 1936 


Distribution area: 
Central, states, Midwest, 
New York, South 


Price range: $6,000-$13,000 


Package: room-size panels completely 
finished, windows installed; insulation 
and vapor barrier applied; finished in- 
terior partitions; trusses; storage walls; 
roof panels; precut interior and exte- 
rior trim; stairways; doors; windows. 


Optional extras: wall furnace; kitchen 
sink and cabinets. 


Harnischfeger will help its dealers “‘pre- 
fabricate” everything from streets and 
sewers to final mortgages in a major 
1955 expansion program. Company will 
put facilities of its Shovel & Crane Di- 
vision behind larger P&H project build- 
ers and has set up Builders Acceptance 
Co. 


STRUCTURES, INC. 
Peshtigo, Wis. 


Sales manager: Lloyd Price 


Distribution area: 
Middle West, East Coast 


Price range: $8,000-$12,000 


Package: wall sections sheathed with 
insulation optional; exterior doors, bevel 
siding; interior partitions assembled 
and framed for door openings; precut 
roof trusses; precut floor materials with 
finished floor optional. 


COLONIAL HOMES, LTD. 


P.O. Box 40, Toronto 13, Ont., Canada 
Established: 1945 

Plants: Toronto, Hawkesbury, Ont. 
Price range: $8,000-$10,500 


Package: room-size panels, siding only; 
interior partitions; storage walls; pre- 
eut rafters and joists. 


Business evenly divided between sales 
to builder-dealers and directly to con- 
sumers. 


ENGINEERED BUILDINGS, (CANADA) LTD. 


504 Fourth St. East 
Calgary, Alberta, Canada 


Plants: Edmonton, Calgary, 
Regina, Saskatoon 


Distribution area: western Canada 
Price range: $10,000-$15,000 
Package: exterior panels; interior par- 


titions; trusses; storage walls; forced 
air perimeter heating. 


GREENALL BROS. LTD. 


2690 Beresford St. 
S. Burnaby 
Vancouver, B.C., Canada 


General manager: L. Greenall 
Established: 1951 

Distribution area: British Columbia 
Price range: $3,000-$9,700 


Package: exterior panels completely fin- 
ished; windows and doors installed; in- 
terior partitions; trusses; storage walls; 
floor panels; roof panels. 


159 


Directory 


big components 


160 


Roof trusses and gable ends 


Like prefabrication, a house compo- 
nent might be defined as a state of 
mind, The state of mind this directory 
assumes is that of the architect or 
builder who constantly demands parts 
instead of pieces, bigger parts rather 
than smaller parts, complete rather 
than incomplete building “packages.” 

Thus a component part, as listed in 
this directory, is defined as a major 
section or assembly of the house that 
forms a structural part or major di- 
vision of it, or forms an integral sys- 
tem within it. To a degree, this di- 
rectory characterizes the inventory of 
component parts available in the US 
today. 


JAMES H. CARR, INC. 
2138 P St., N.W., Washington 7, D. GC. 


CLIMATE CONTROL, INC. 
Sarasota-Bradenton Airport 
Sarasota, Fla. 


FABRICON 
4601 E. Fifth St., Austin, Tex. 
(steel) 


Cc. D. JOHNSON LUMBER CORP. 
Div. Georgia-Pacific Plywood Co. 
American Bank Bldg., Portland 5, Ore. 


MACKINTOSH & TRUMAN, INC. 
515 Vance Bldg., Seattle 1, Wash. 


THE MACO CORP. 
Huntington, Ind. 
(all-gable metal louvers) 


MILLER-GARDNER FABRICATION CO. 
Monroe, Ore. 


RILCO LAMINATED PRODUCTS, INC. 
W-2591 First National Bank Bldg. 
St. Paul 1, Minn. 


TIMBER FABRICATIONS, INC. 
3701 N.W. 81st St., Miami, Fla. 


TIMBER STRUCTURES, INC. 
N.W. 29th & Yeon Ave. 
Portland 8, Ore. 


TRUSS-MART, INC. 
15540 N.W. 27th Ave., Miami, Fla. 


WADSWORTH, INC. 
2949 Chrysler Rd., Kansas City, Kans. 


and wall assemblies 


Complete window 


FABRICON 
4601 E. Fifth St., Austin, Tex. 
(door and wall assemblies, too) 


SOLAR AIR-FLO, INC. 
600 East Purl St., Goshen, Ind. 


. . . And local lumber dealers who use stock 
windows in Lu-Re-Co panels to provide 
a complete window and wall assembly. 


Note: many wood, steel and aluminum 
window companies manufacture “‘win- 
dow walls” that form a major section 
of the house but which are not struc- 
tural. For the purpose of this directory 
(see definition above), only those win- 
dow manufacturers were included whose 
windows also form a structural part of 
the house. 


Exterior panels 


CLIMATE CONTROL, INC. 
Sarasota-Bradenton Airport 
Sarasota, Fla. 


EMPIRE HOMES, INC. 
P.O. Box $5, Lowisville 11, Ky. 


TRU-EN CO., INC. 
624 S.W. Harrison St., Portland 1, Ore. 


VAUGHN MILLWORK CO. 
P.O. Box 679, Reno, Nev. 


WADSWORTH, INC. 
2949 Chrysler Rd., Kansas City, Kan, 


. . - And all the local lumber dealers who 
manufacture Lu-Re-Co panels. 


heating packages 


Complete 


BRANDES CO. 
2046 Winnebago St., Madison 4, Wia. 


Automatic gas or oil-fired furnaces com- 
plete with prefabricated ductwork and 
warm-air baseboard heating. Present dis- 
tribution only in Midwest; within six 
months on a national basis. 


THE COLEMAN CO., INC. 
Wichita 1, Kan. 


Gas and oil-fired warm-air furnaces with 
prefabricated supply and return ducts 
for use with central heating and air- 
eonditioning units. National distribution. 


THE LENNOX FURNACE CO. 
Marshalltown, Iowa 


Heating and _ air-conditioning units 
shipped with cooling units hermetically 
sealed at factory, air ducts preshaped at 
factory so seams lock when pushed 
together. 


THE MEYER FURNACE CO. 
Box 989, Peoria, Ill. 


Warm-air heating systems for coal, gas 
and oil, and air-cooling system with line 
of packaged pipe and fittings. 


THE WILLIAMSON HEATER CO. 
3500 Madison Rd., Cincinnati 9, Ohio 


Preassembled and prewired oil and gas 
furnaces with ducts, pipe and fittings. 


Note: many furnace or heating com- 
panies do not supply ductwork because 
they firmly believe duct piping can be 
supplied more economically locally. 


plumbing 


Preassembled 


APSCO OF INDIANA 
Baer Field, Ft. Wayne, Ind. 


F & G CONSTRUCTION CO., INC 
5204 Kingston Pike, Knoxville, Tenn. 


Interior partitions 


EMPIRE HOMES, INC. 
P.O. Box 35, Louisville 11, Ky. 


FABRICON 
4601 E. Fifth St., Austin, Tex. 


UNITED STATES GYPSUM CO. 
300 W. Adams St., Chicago 6, Ill. 


WADSWORTH, INC. 
2949 Chrysler Rd., Kansas City, Kan. 


. And all the local lumber dealers who 
manufacture Lu-Re-Co panels. 


Storage walls 


BEL-WOOD MANUFACTURING CO. 
Ackerman, Miss. 


BREECE PLYWOOD, INC. 
18th & McBeth Sts., New Albany, Ind. 


CARR, ADAMS & COLLIER CO. 
Dubuque, Ta. 


DU-ALL MANUFACTURING CO. 
San Antonio, Tex. 


FABRICON 
4601 E. Fifth St., Austin, Tex. 


THE MENGEL CO. 
Louisville 1, Ky. 

THE MORGAN CO. 
Oshkosh, Wis. 


WINNER ENGINEERING CO. 
Trenton, N. J. 


folding stairways 


isappearing or 


ALLEN STEEL PRODUCTS, INC. 
2941 E. Ten Mile Rd., Hazel Park, Mich. 


AMERICAN LADDER CO. 
5509 N.W. Seventh Ave., Miami 38, Il. 


ASSOCIATED DOOR & PLYWOOD CO. 
2141 S. Throop, Chicago, Ill. 


BESSLER DISAPPEARING STAIRWAY CO. 
1900 E. Market, Akron, Ohio 


CARR, ADAMS & COLLIER 
Dubuque, Ia. 


CRAIG WOOD PRODUCTS CO. 
Brennan Rd., Columbus, Ga. 


EZ-WAY SALES, INC. 
St. Paul Park, Minn. 


FARLEY & LOETSCHER MFG. CO. 
Dubuque, Iowa 


FOLDAWAY STAIRWAY CO., INC. 
813 Seaboard, Portsmouth, Va. 


GOSHEN SASH & DOOR CO. 
E. Purl, Goshen, Ind. 


GREGG & SON 
21 Blandin, Framingham, Mass. 


HAWKINS IRON CO. 
Box 670, Birmingham, Ala. 


HOLLYWOOD DISAPPEARING ATTIC STAIR CO. 
5629 Yale, Dallas 6, T'ea. 


HUNTINGTON INDUSTRIES, INC. 
2368 Prospect, Memphis, Tenn. 


KAPTUR & CO. 
121st St. & 90th, Palos Park, Ill. 


MARCO STAIRWAYS 
1695 N. Cleveland Ave., St. Paul 8, Minn. 


MOTT BROS. CO. : 
907 S. Main, Rockford, Ill. 


NEWARK LADDER & BRACKET CO, 
17 Walnut Ave., Clark, N. J. 


PRECISION PARTS CORP. 
400 N. First, Nashville 7, Tenn. 


RICHBILT MFG. CO. Pf > 
8277 Spring Grove Ave., Cincinnati 25, 
Ohio 


ROACH & MUSSER CO. 
Muscatine, Towa 


WEL-BILT PRODUCTS CO. 
Box 95, Memphis 1, Tenn. 


HOUSE & HOME 


Quality-Approved aluminum windows add sales appeal to any house you build, 
regardless of its design or size. 


For the woman, it’s the appeal of attractive beauty, ease of operation, weather- 
tightness, and that modern look-of-tomorrow. For the man, it’s the practical 
dollar-and-cents appeal of no painting, no maintenance expense, lower fuel 
costs. 


Why not cash in on this growing demand for aluminum windows on the part 
of home buyers? As you plan and build new houses, install “Quality-Approved” 
aluminum windows and see for yourself how they help stimulate sales. Your 
home buying prospects, as well as your financing agency, will appreciate it, 
too, if you include screens and storm sash as part of a complete single-mort- 
gage package. 

To make sure you get good quality aluminum windows— designed and con- 
structed in accordance with recognized quality standards—insist on windows 
with the “Quality-Approved” Seal. They are available through many manu- 
facturers (see list below) in all sizes and styles (double-hung, casement, 
awning and projected). All are tested against rigid performance standards. 
All are APPROVED for quality of materials, for strength of sections, for sound 
construction, and for low air infiltration. 


For additional information, consult Sweet’s, or any of the manufacturers 
listed below, or write direct to Dept. H&H 12. 
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Now, for the first time, one universal 
section serves as walls, partitions, floors, 
ceilings and roofs. Twenty standard sizes 
meet all modular dimensions for every 
type of one-story construction—bunga- 
lows, camps, garages, poultry houses, tool 
houses, play houses, motels, etc. 
Using one simple 4’ x 8’ jig, you con- 
struct all 20 sizes. One additional jig— 
’ x 24’—builds all gables and trusses. 
With Precision-Built, Jr. Construction, 
you embark on an entirely new sales pro- 
gram. You offer a method that is trade- 
marked, tested by independent laborato- 
ries, eligible for FHA Mortgage Insurance. 


ale 


Architects, Builders, Contractors, Building 
Materials Dealers: write today for the 
full specification details! Kindly address 
your inquiry to Department 47A, 


Trenton 3, New Jersey 


REVIEWS 


- 


REHABILITATION AS A BUSINESS. National As- 
sociation of Real Estate Boards. 1737 K St., 
N.W., Washington 6, D.C. 100 pp. $1 


Rehabilitation makes most sense when it 
makes economic sense, too, and NAREB’s new 
book of case studies of actual remodelings 
for profit demonstrates actual conversions of 
substandard houses into profitable, modern 
units. Commercial property versions of the 
same idea are also graphically presented. 


All of the examples were previously 
printed as articles in the quarterly journal of 
the Institute of Real Estate Management, and 
the authors are a cross section of national 
figures in rehabilitation work, including Fritz 
B. Burns, Everett Cook and Newton C. Farr. 


In Chicago, Mr. Cook has formed a team 
to carry out remodeling, and- allots duties 
on this basis: 1) The realtor must know 
property and rental values, accurate operating 
costs, code requirements and must have a 
thorough knowledge in the construction field, 
plus a smattering of architectural techniques. 
2) The architect must have had considerable 
previous experience in remodeling. The im- 
portance of an architect who understands and 
enjoys remodeling cannot be overemphasized. 
And 3) the general contractor must have 
many years of renovation work, with crews 
trained to do the job. 


Some further advice: 

“It is not good judgment to have a fixed 
bid (from your contractor) as there are too 
many unknown factors. If you know your 
contractor well, an estimate or upset price 
is sufficient; if he is not honest he can ruin 
you anyway. 

“Almost invariably we find it necessary to 
replace all mechanical features: plumbing, 
wiring and heating plant. In some of our 
most recent units we have even run special 
heavy lines to bedrooms to serve air-condi- 
tioning units that may be installed after oc- 
cupancy by the tenant. 


“The problem is to get the appraiser to 
visualize the completed building and its eco- 
nomic potentialities.” 


From Boston, Peter Turchon (H&H, Oct. 
04) observes: 


“Modernizing must pay for itself out of 
increased earnings or it misses its purpose. 
That is why we invariably buy the property 
ourselves, and schedule the work on a con- 
tinuous straight-line procedure. Careful plan- 
ning and a backlog of properties help 
maintain close to 52 weeks with pay for all 
of our people. This is wise. Good mechanics 
are hard to find, harder to train. Many of 
ours have been with us for over 20 years.” 

Accompanying the text are dollars-and- 
cents cost breakdowns, as well as before-and- 
after operating statements, the most dramatic 
proof that the rehabilitation of urban prop- 
erty can be as profitable as it is public 
spirited. 
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A Barn Finest in 


PREFABRICATED HOMES. . . J 


Here's our 4-way program for serving you, 
the prefabricated home manufacturer BETTER... 


WITH 14 WAREHOUSES SERVING ALL OF U.S. 


DECATUR, ILLINOIS SOUTH BEND, INDIANA COLUMBUS, OHIO 
North 22nd Street 
Phone 3-9741 

DETROIT, MICHIGAN 
wat da 

yler 8- 

LOS ANGELES, CALIF. Melrose 6-3485 
6459 E. Fleet St. 
Raymond 3-3651 

SAGINAW, MICHIGAN © 
1200 Rust St.—3-5493 

GRAND RAPIDS, MICH. CINCINNATI, OHIO 
224 Graham, S.W. 
Glendale 6-5466 Capital 1259 


FIR PLYWOOD—Direct mill carload ship- 
ments of fir plywood handled by our 
Traffic Department to coincide precisely 
with your manufacturing schedule. All 
specifications available in exterior or in- 
terior—regular or plugged. All plywood 
manufactured in accordance with Gov- 
ernment Specification CS45-48. Contact 
us today for better service on your car- 
load shipments! 


DOORS—Make KOCHTON PLYWOOD 
your source of all door requirements in 
carload and truckload shipments. Avail- 
able in Birch, Oak, Phillipine Mahogany 
and Gum in interior or exterior, hollow 
or solid core. Specialists in filling orders 
for custom specifications in species, size 
or design with or without light cutouts. 
Excellent connections for fir doors in 
finest interior or exterior types. Cup- 
board door stock in birch and oak. 


1013 S. Main St. 1273 Edgehill Rd. 
Phone 7-7715 Klondike 3507 


INDIANAPOLIS, IND. MILWAUKEE, WIS. 
777 ‘N. Tibbs 500 S. Eleventh St. 
Orchard 2-6730 


MINNEAPOLIS, MINN. GREEN BAY, WIS. 
601 Taft St., N.E. 1455 S. Broadway 
Granville 2444 Hemlock 2-4879 


FORT WORTH, TEXAS 
2505 N. E. 33rd St. 
Vinewood 2878 


3250 Fredonia Ave. 


LUMBER—Let us relieve you of the prob- 
lems of locating suitable carloads of 
lumber. We have Douglas Fir, Pine, 
Hemlock, Spruce, White Fir, Cedar, 
Larch, Redwood and mouldings avail- 
able for quick shipment in straight or 
mixed carloads from the finest West 
Coast mills. Arrangements can be made 
for mixed cars of plywood and lumber. 


WAREHOUSE STOCKS—Our 14 conve- 
niently located warehouses carry a com- 
plete line of the following for immediate 
delivery: Fir plywoods, Hardwood ply- 
woods, doors, tempered and untemp- 
ered hardboards, perforated hard- 
boards, Nevamar plastic laminates, re- 
gluing stock, and Homasote products. 
Immediate shipment by our own KOCH- 
TON PLYWOOD trucks to supplement 
your carload deliveries. Remember that 
KOCHTON Products are “as near as your 
telephone”! 


~ KOCHTON 


PLYWOOD aw VENEER CO., INC. 


GENERAL OFFICES AND WAREHOUSE + 509 West Roosevelt Road * Chicago 7, Ill. * Phone TAylor 9-0800 
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“Greatest sales tool I’ve seen yet 


...to help move homes faster” 


Martin L. Bartling 
Chairman 
N. A. H. B. Construction 
Committee 


uburban 


Gas or Electric “Built-Ins’’ 


In his travels over the nation as chairman of the N. A. H. B. Construction Committee, Martin 
L. Bartling, prominent builder from Knoxville, Tennessee, states: “I’ve found that no single 
item holds more interest among builders than built-in ranges. It’s a reflection of the terrific 
desire on the part of home buyers for modern, convenience-level cooking. In my opinion 
Suburban, with all its exclusive features, is by far one of the greatest sales tools yet for 
helping to move homes easier and faster.” 


EXCLUSIVE—BEST DEAL FOR BUILDERS! Whether your public demands gas or electric, 
only Suburban offers you easily interchangeable color panels for oven front and surface unit 
trim. Your prospects may choose from stainless steel, black, white or 4 additional porcelain 
enamel colors. Suburban is also the only quality-built modular unit priced to sell for less 
than comparable gas or electric conventional ranges. Easily installed, pre-sold to millions 
through powerful national advertising. Same size cabinet opening will take either gas or 
electric ovens. 


Suburban See Space 590 


SHERMAN HOTEL 
A QUALITY SAMCO proouct NAHB convention 


Dept. BB, Samuel Stamping & Enameling Co., Chattanooga, Tenn. 
At no obligation to me, please send complete information on [{_] GAS 
-(_] ELECTRIC Suburban built-in ranges. 


NAME TITLE 
FIRM___ 

STREET. 

CITY. STATE 


I'm a [_] Builder of New Homes (J Kitchen Remodeler 
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RESEARCH 


EFFECTIVENESS OF FLOORING NAILS_ V: 
TOOTHED FASTENER. By Dr. E. George Sterr: 
Wood Research Laboratory, Virginia Polytech 
nic Institute, Blacksburg, Va. 8 pp. 6” x 9” 


Few people have driven and withdrawn a 
many nails as Dr. Stern and his staff a 
VPI, all in the interest of aceumulatin 
knowledge on the effectiveness of variou 
nails as fasteners and joiners of wood. Hiv 
latest paper casts doubt on the permanen) 
holding value of the machine-driven toothec 
fastener, now widely used in laying wooo 
flooring because of its speed and ease o) 
driving. 4 

Comparisons were made with 214” flooring 
brads, light cut nails, and helically threadec 
nails, all hand driven (the toothed fastener 
was driven with its special driving tool), ae 
all offered greater withdrawal strength than 
the toothed nail. Delayed tests, used to de- 
termine how well initial holding power was 
maintained, gave a conclusive advantage to th 
spiral threaded nails over all other con- 
tenders tested. Loss of holding power in 
flooring nails is the most common single 
cause of squeaky, springy floors. 


GLUED AND NAILED ROOF TRUSSES FOR HOUSII 
CONSTRUCTION. By R. F. Luxford and Otto C- 
Heyer. Forest Products Laboratory, Madison 5. 
Wis. 


The numerous advantages of roof trusses 
open planning, “one-room” construction. 
flexible partitions, etc.) are well known, but 
many builders have wondered if glued, light- 
weight roof trusses would be even more eff- 
cient than nailed units, and if a saving off 
material might be gained from the fact that 
less material is required at a glued joint, asi 
against a nailed one. 

Latest research from Forest Products 
Laboratory puts both methods through load- 
to-failure tests with interesting results: 

1. At maximum load, nailed joints are 
weaker than glued ones, and accompanying: 
deflection is at least 20 times as great. 

2. Glued areas necessary for joints equal 
in strength to nailed joints need be only one 
seventh of nailed joint area. 

3. Failures in glued trusses were always 
in the plies of the gusset. The glue joint 
itself never failed. 

4. There was no residual deflection in. 
glued trusses after loads were released. 

5. When glued trusses failed, there was 
no warning of excessive deflection before- 
hand. Failure was sudden and complete. 

6. Although glued trusses were weakened 
by alternating humidities, the failing load was 
still several times the design load. 

7. In commercial production a nail-glued 
truss might be most economical, and might 
prove to be a superior product. Glued joints 
guarantee a truss with low deflection under 
loading, and the nails would assure that no 
major failure would occur. 
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UYERS WILL LIKE THESE 


PLEXTONE 


BENEFITS IN YOUR HOMES... 


THEY CAN SCRUB ITI Yes, Plextone is 
RUGGED. It stands hard scrubbing and 
scouring without surface damage. 


THEY LIKE ITS HIDING POWERI One coat 
over primer covers minor imperfections in 
taped dry wall joints and other trim. 


THEY CAN ABUSE 
abuse—resists wear, abrasion, chipping, 
cracking, even light sanding doesn't mar it. 


THEY LOVE ITS MODERN TEXTURE! Plex- 
tone texture has the warmth and beauty 
of fine wallpaper. 


Plextone stands = : THEY CAN TOUCH IT UPI Nicks and 


scratches don’t mean a whole new paint 
job. Touch-up defies detection. 


THEY RAVE ABOUT ITS COLORS! More 
than twenty decorator multicolor combina- 
tions open new horizons in decoration. 


You WILL LIKE THESE PLEXTONE FEATURES... 


‘Color-flecked Plextone is a revolutionary paint consisting of two 
or three different colors (sprayed at ONE time from ONE gun 
WITHOUT SPRAY DUST) which form a multicolored, tex- 
tured pattern of unusual beauty and sales appeal. 


‘Color-flecked Plextone is easy to apply with ordinary spray 
equipment and spray techniques. But, there is no spray dust as 


with ordinary paints! 


2123 McCARTER HIGHWAY 


NEWARK 4, NEW JERSEY 
Los Angeles 34, Calif. 


*“COLOR-FLECKED 
TEXTURED ENAMEL 


“MAAS & WALDSTEIN CO. 


MANUFACTURERS OF PAINT PRODUCTS 


Midwest Division: 1658 Carroll Avenue, Chicago 12, Illinois 
Pacific Coast Div.: Smith-Davis Co., 10751 Venice Blvd. 


Color-flecked Plextone can be applied before plumbing, heating, 
and lighting fixtures are installed. Soil marks left by workmen 
are easily washed off. Minor damage can be covered with a quick 
touch-up that cannot be detected. 


Color-flecked Plextone is the most amazing paint development in 
100 years—easy to use, beautiful, durable—and it helps sell 
houses. Get all the facts. Mail coupon now. 


Manteno ee 


Maas & Waldstein Co., Architectural Division 
2123 McCarter Highway, Newark 4, New Jersey 


Please send me FREE Plextone color chips, application data, 
name of nearest distributor. 


NAME 


TITLE 


COMPANY 


ADDRESS 


CITY. ZONE______ STATE. 
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“Definite Sales Feature”, says 
Fargo-Moorhead Home Builder 


Buland Construction Co., Moorhead, Minn., have 
used over 50,000 sq. ft. of Plyaloy for siding and 
exterior trim. They report it offers unusual flexi- 
bility of design, is perfect paint base, cuts labor 
costs, gives excellent performance. 


SPECIFICATION DATA: Plyaloy comes in pre-cut 8’ lengths, 
12’’, 16’’ or 24” wide; 5/16”, 3/8” or 1/2’’ thick. Edges 
beveled for drip. Packaged for protection; wedges and shadow- 
line furring strips included. One side surfaced with fused resin-fiber 
overlay. Base panel is DFPA-Inspected Exterior-type fir plywood 
(EXT-DFPA). Other sizes available. For complete information write 
St. Paul & Tacoma Lumber Co., Dept. HH, Tacoma, Washington. 


SIDING 


Pre-cut to 12”, 16” and 24” widths; Packaged 
and Sold “by the Square”... Complete with 
Wedges and Furring Strips 


Yes—buy Plyaloy siding packaged by the 
square. Kasier to order, without compli- 
cated figuring. Easier to apply; comes in 
standard siding widths. Easier to handle. 
Saves time and labor all along the line! 


Remember: Plyaloy siding has a supe- 
rior paint surface. Gives maximum pro- 
tection against grain-raise or checking. 


For beauty, plus extra durability — 
specify Plyaloy pre-cut siding. 


OL 


may be made of any 14,” material 


Standard kitchen cabinets now come com- 
plete with sliding doors in Tracy’s new Pic- 
A-Dor line, which offers doors of textured 
glass or of perforated hardboard, mounted in 


hardwood tracks, The hardboard version has 


a simple chrome bar used as a handle. 

For the custom kitchen, Pic-A-Dor cabinets 
are available without doors so that the builder 
can provide his own doors of hardboard, lam- 
inated plastic, textured plywood, or any other 
14” material, cut to size by the local supplier, 


SLIDING DOORS for steel kitchen cabinets: 


and easily slid into the grooved track. Both 


sides of doors can be finished in different col- 
ors so that a room’s color scheme could be 
changed by merely reversing the doors. 


Price: 30” x 18”, $31; 42” x 30”, $51 


Manufacturer: Tracy Kitchens 


W 


3125 Preble Ave. 
Pittsburgh 12, Pa. 


TWIN RAIL HARDWARE ‘‘switches’’ sliding 
cabinet doors like trains on a siding 


Completely flush cabinet doors slide smoothly 
behind each other when equipped with the 
Ray-Dor twin-rail hardware. A touch on 
either door at the center meeting line shunts 
the panel from the front to the rear rail, 
so that it is hidden by its mate. 

Any panel 4%” to %4” thick can be mounted 


continued on p. 186 
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Take the “‘puzzle’’ out of 
profits—fit MAGIC CIRCLE 

into your building picture! MAGIC 
CIRCLE is packed with prospect 


stoppers, including “open area” 


living, custom construction, 
and planned MAGIC CIRCular 


flow of activity around a central 


storage island—a feature usually 


found only in costlier homes. 
You'll find Richmond Homes 
a profitable partner—all units are ¥ 


engineered for speedy erection 
with minimum skilled labor and 
cash outlay—your key to more homes, 
GREATER PROFITS per year. 


Remember, it’s not how many you ie, 
build, but how many you sell. 
Write for complete information, 


on your letterhead, today! 
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One of mony Myeller 
Climatrol heated = Ke 


projects. 


ee si 
New — one of four 
new low-cost, high 
quality Mueller Clim- 
atrol “project’’ winter 
air conditioners. Avail- 
able in gas or oil. 


Mueller Climatro! quality 


at competitive prices 


for your “‘project’’ work 


Builders throughout the country are 
acclaiming the new Mueller Climatrol 
line of “‘project” heating units, because 
they now can add the extra sales ap- 
peal of the Mueller Climatrol name, 
at no extra cost. 

Yes, the sales appeal of Mueller 
Climatrol quality is an asset that will 
work for you in all your houses, re- 
gardless of size or cost. 

These four new winter air condi- 
tioners are compact, attractive, easy 
to install. And, they are quality-built 
throughout. 


1.Type 117 Versatile gas-fired unit. 
100,000 Btu input. Meets the require- 
ments of a lowboy or highboy — in 
basements, utility rooms, closets. Rear 


location of burner manifold and flue 
outlet simplifies connection to chim- 
ney, minimizes floor space required. 
2.Type 217 Oil-fired — otherwise 
identical to Type 117 described above. 
110,000 Btu input. 

S-Type 118 Gas-fired counter-flow, 
winter air conditioner. 100,000 Btu in- 
put. Compact, attractive. Only 6514” 
high, 2514” wide. Pre-wired, shipped 
assembled. 

4-Type 218 Oil-fired — otherwise 
identical to Type 118 described above. 
100,000 Btu input. 

You owe it to yourself to find out 
more about this new, competitive 
Mueller Climatrol line. Send coupon 
today for further information. 


Fear out this coupon. ond Heil Todey | 


; lilwaukee- 15.) Wisconsin 
ut the new - 


oars, 
iS 


Types 117-217-118-21 
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with the hardware, and doors can be com-. 
pletely removed for storage of bulky items. — 


Price: 24” tracks, per set, $4.15; each addi- 
tional 6”, 35¢ extra 


Manufacturer: Mulray Products, Inc. 
68 First St. 
New Rochelle, N.Y. 


PACKAGED METAL GABLE comes in assorted 
pitches, has hidden ventilation louvers 


Metal gable ends that offer more than 7 sq. 
ft. of screened ventilation area in a 28’ 
(4° in 12’) roof now come packaged in 3/- 
and 4’-wide sections, ready to be nailed to 
plate and rafter. Each vertical louver has a 
%"" vent, backed by an 8’ x 8’ galvanized 
mesh insect screen, which provides almost 3 


sq. ft. of venting area per 100 sq. ft. of attic. 

All sections needed for a complete house 
are packaged in a single container 36” x 
66” x 10”,*weighing 250 Ib., and are prime 
coated. Standard production will be in 3-, 
4- and 5-in-12 pitches, and in house widths 
of 24’ and 28’. Variations will be made on 
special order for large projects. 


Price: 28’ wide, 4’ in 12’ pitch, $88.13 


Manufacturer: The Maco Corp. 
Huntington, Ind. 


HOUSE & HOME 


COLORFUL TILE for heavy duty floors or 
walls has a nonslip, matte finish 


Mineral aggregates, bonded together under 
high pressure, form a new tile for surfacing 
patio or porch, for hall or hearth, anywhere 
that sustained hard wear is encountered. Cal- 
tile units are produced in 12” x 12” and 12” x 
24” sizes, in seven different colors, all integral 
throughout the tile, not a surface coating. 


The face of the tile is quite dense, re- 
sembling a textured, close-grained sandstone, 
but can be sealed and waxed if a gloss finish 
is desired. Tile thickness has been reduced 
to %” to keep weight down, with a structural 
“waffle” back contributing both to strength 
and to rapid installation. 

Caltile is a product of a lightweight con- 
erete-units manufacturer, and the extreme 
pressure system used is claimed to produce 
sharp-wedged tile, exact in size. 


Price: Approximately 46¢ per sq. ft. 


‘Manufacturer: Calstone Co. 


Vv 


970 Commercial St. 
San Carlos, Calif. 


INTERLOCKING SHINGLES shrug off high 
winds even on low-pitched roofs 


Since FHA’s minimum property require- 
ments began accepting shingled roofs on 


_ pitches as low as 2” in 12” (with double un- 


derlayment) , manufacturers have been experi- 
menting with installation methods that will 


enable them to take this*market away from 


the built-up roof. Most have involved various 
applications of adhesive, but Ruberoid’s new 
Lok-Tab uses a mechanical principle, an 
interlocking hook-shaped extension on each 
shingle that fits into a slot in the body of the 
shingle below. The center butt lock permits 
the corners of each tab to lift enough to per- 
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Home for the Money’’ 


864 FEET 
OF RECREATION, 
STORAGE AND 
LAUNDRY 
SPACE 


YOU CAN BUILD AND SELL THIS 3-BEDROOM RANCH HOME WITH 
FULL SPACE-GIVING BASEMENT FOR ABOUT $9300 PLUS LOT! 


COMPLETE FINANCING makes it possible to sell Colpaert Homes with 
lowest down payments... best possible terms. A full line of quality 
factory-assembled homes are available in the $6,000 to $15,000 class. The 
Colpaert organization gives you a complete service based on their more 
than 30 years of successful building experience. 


SELL INCOME-MINDED BUYERS, too, for now Colpaert Homes makes 
available a factory-assembled two-story duplex unit... distinctive archi- 
tectural lines, outstanding features, competitively priced! 


Be the Colpaert dealer-builder in your area... write, wire or phone today! 


solpaert 
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with QUICKLY IN 


YZ TRIMRAD 
Crowne 


BASEBOARD RADIATOR 


Here’s the dependable 2-way baseboard radi- 
ator specially engineered to speed you through 
installations. KOVEN Trimrad’s expert design 
provides easier handling—easier placement... 
cuts installation time and costs to a minimum. 
Start getting your share of bigger profits with 
KOVEN Trimrad. 


FEATURES TO HELP YOU SELL: 


NO DRAFTS OR COLD POCKETS 
UNIFORM HEAT from floor to 
ceiling 

NO FINS TO CLEAN or get clogged 
with dust 


MORE HEAT 
BY RADIATION 
- 50% convected heat 
50% radiated heat LIGHTWEIGHT — one man can 
handle longest length 
MILL-ROLLED WELDED STEEL gives 
maximum heat conductivity 


3 BIG WATERWAYS back front 
panel — hold more water, store 


? and emit heat longer 
ALMOST INVISIBLE — FOR NEW OR OLD WORK 


Practically flush 
with the wall 


SEE US IN BOOTH 391 
AT THE CONRAD HILTON MeKee Door 
JANUARY 16-20 : 


s MAIN OFFICE AND FACTORY 


SOME DISTRIBUTORSHIPS 90 Hankes Ave. e Aurora, Ill. 
AVAILABLE 


NATIONALLY ADVERTISED 


WATERFILM BOILERS, INC. 
« division of L. O. KOVEN & BRO., INC. 
36-40 New York Ave., Jersey City 7, N. J. 


Plants: Jersey City, N.J. * Dover. N.J. * Trenton, N.J 
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NATIONALLY ADVERTISED KENTILE ASPHALT TILE 
HELPS MAKE YOUR HOMES EASIER TO SELL 


© YOUR CUSTOMERS, clients and prospects, 
“Kentile” stands for far more than just a 
brand name. Surveys have proven that home- 
owners consider Kentile to mean the finest kind 
of asphalt tile flooring available...and they 
look for it and ask for it just as they would any 
other general class of building product. Year 
after year, Kentile retains this leadership by 
virtue of outstanding quality, beauty and econ- 
omy... backed-up by the industry’s most exten- 
sive advertising campaign in the country’s most- 
read, most influential magazines and Sunday 
Newspaper Supplements. Be sure to use Kentile 
on your next job...and on every job where the 


plans call for resilient tile flooring. 


Specifications and Technical Data 


INSTALLATION: Over any smooth, firm interior surface free 
from spring, oil, grease and foreign matter...over wood, 
plywood, concrete, radiant heated concrete slab, concrete that 
is in direct contact with the earth; on or below grade, 


SIZES: Standard tile size is 9” x 9”...1/8” thick. 


SPECIAL KENTILE: Greaseproof asphalt tile for use in a wide 
range of marbleized colors—extremely resistant to petroleum 
and cooking greases and oils, alcohols, alkalis and most acid 
solutions. 


Samples and Technical Literature available. Write the 
nearest Kentile, Inc. Office listed below for samples and 
information desired, or contact the Kentile Flooring Con- 
tractor nearest you. He’s listed under FLoors in the Classified 
Phone Book. And, be sure to request samples of ThemeTile 
die-cut inserts, colorful Feature Strip and KenBase. 


The Kentile Asphalt Tile Floor shown in this basement playroom 
is as functional as it is attractive. And it is but one of the count- 
less designs possible. If you haven’t already learned the many 
advantages of using Kentile, contact the Kentile Flooring Con- 
tractor. He will be glad to work with you on your next job. 


Approximate Installed Cost 


The exact cost of a Kentile Floor varies according to size 
of area, condition of underfloor and colors chosen. For an 
accurate, dependable estimate, contact the Kentile Flooring 
Contractor. He’ll prove to you that Kentile is one of the most 
economical floors available today. 

Kentile’s color groupings range from Group “A,” the 
darkest solid colors...to Group “D,” the lightest marble- 
ized colors. Special Kentile is available in Regular and 
DeLuxe Colors. 


KENTILE 


The Asphalt Tile of Enduring Beauty tg) 


Kentile is the floor your clients know and want... 


| BACKED BY MORE FULL-COLOR ADVERTISING THAN ANY OTHER ASPHALT TILE FLOOR 


KENTILE * SPECIAL KENTILE * KENCORK 


KENTILE, INC., 58 SECOND AVENUE, BROOKLYN 15, NEW YORK ° 


x KENRUBBER * KENFLEX * KENFLOR 


# REG. U.S. PAT. OFF. 


350 FIFTH AVENUE, NEW YORK 1, NEW YORK e 705 ARCHITECTS BUILDING, 


17TH AND SANSOM STREETS, PHILADELPHIA 3, PENNSYLVANIA * 1211 NBC BUILDING, CLEVELAND 14, OHIO « 900 PEACHTREE STREET N.E,, ATLANTA 5, GEORGIA 
2020 WALNUT STREET, KANSAS CITY B, MISSOURI * 4532 SO. KOLIN AVENUE, CHICAGO 32, ILLINOIS * 4501 SANTA FE AVENUE, LOS ANGELES 58, CALIFORNIA 
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This Demonstration at ie 
NAHB Show, Chicago, | 
January, 1954, proves the 
quality construction of 
Fleetlite double, double 
hung aluminum windous. 


that 


Fleece 
Double ype bh WIND-DUST 


STOP: NOISE 


HEAT-COLD 
and will help you 


sell your houses 


{Please send complete data to: 
Let us show you the construction | 


that makes such a dramatic 
demonstration possible, 


AMERICA'S ooo 


FLEET OF AMERICA, INC., 102 Pearl Street, BUFFALO 2, NEW YORK 


Co eee ee 
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mit high winds to channel past, but not 
enough to allow the roofing to be ripped off. 

Like their wind-vulnerable square tab prede-. 
cessors, Lok-Tabs weigh 215 lb., but only 
require 75 units (614% fewer) and 225 nails 
(30% less) per square. They measure 24” x- 
18”, have a 2” headlap and an 8” exposure, 
adh bear an Underwriters’ Laboratory Class C” 
rating, 

The shingle should reduce the building 
materials dealer’s problem of haying to stock 
both the regular square tab shingle and a 
windproof version, since both functions are 
combined in Lok-Tabs. When installed on 
the roof, they have the appearance of con- 
ventional square tab shingling. 


Price: No premium over square tab shingles 


Manufacturer: The Ruberoid Co. 


500 Fifth Ave. 
» 4 New York 36, N.Y. 


SR 
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FIRE-RESISTANT VAPOR BARRIER keeps any 
roof fire on the roof, out of the building 


The now-famous fire at the General Motors 
automatic transmission plant may*have cost 
the company a $50 million building, but it 
spurred research into the problem of making 
roofs more fire resistant. One result of that 
research is the Philip Carey Co.’s Fire-Chex 
vapor barrier, an asbestos-plastic material 
that does not melt under heat. 

Melted, dripping asphalt, forced through 
the steel roof deck of the GM plant, not only 
contributed to the spread of the flames, but 
also helped create the dense smoke that 
hampered efforts to put out the fire. Where 
asphaltic materials melt and release volatile 
gases under fire, the Fire-Chex vapor barrier 
material forms a skeletal mat under the built- 
up roofing, and prevents melted asphalt from 
the roof itself from flowing through the deck- 
ing into the building. It confines any fire 
to the outer surface of the roof. 

At present, the vapor barrier has only been 
approved for use with any type of built-up 
roof over a steel deck, but Carey expects that 
it will be approved over other roof deckings. 
Fire-Chex weighs 60 lb. per square, and is 
made in 36” rolls, 38’ long. Fire-Chex adhe- 
sive is required for application, to obtain the 
fire-resistant rating. 


Price: 5¢ sq. ft. applied 


Manufacturer: Philip Carey Mfg. Co. 
Lockland 
Cincinnati 15, Ohio 
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NO FLOOR SPACE NEEDED 
_uAAJILLIAMSON 


TERLESS COOLING 


Exclusive Counterflow AlRefrigeration 


Now air conditioning is practical in the most compact basementless home 
using a counterflow furnace. Exclusive WILLIAMSON Waterless Counterflow 
Cooling, incorporated into the perimeter heating system, provides ef- 
ficiency equal to other type systems, yet requires no additional floor space. 


Here is your opportunity to offer low cost YEAROUND air conditioning in 
your homes without sacrificing space. The evaporator coil is located in the 
enclosure upon which the furnace is mounted. The waterless condensing 
unit is located outdoors with connections made through a 3” pipe con- 
cealed in the floor. No extra floor space is used. Only WILLIAMSON 
Waterless Cooling offers these advantages. 


If you desire, install only the cooling coil enclosure and floor conduit. This 
additional material, usually costing less than $35.00, is all that’s required 
to offer the home-owner future cooling possibilities. Remember, a home 
built today without cooling equipment or provision for future summer air 
conditioning may be obsolete within 5 years. Give your homes an 
attractive selling extra by at least installing the 3” pipe and coil enclosure. 


stalled below a WILLIAMSON furnace. Write today for full details on EXCLUSIVE 
WILLIAMSON Waterless Counterflow Cooling. 


The evaporator coil is secured in a hori- 
NO FLOOR SPACE NEEDED! 


zontal position. Below the coil are slanted 
fins which collect moisture removed in the 
air cooling process. A removable damper 
permits air to bypass the coil during 
winter furnace use. This unit is offered in a 
variety of sizes enabling it to fit most 
counterflow furnaces with belt driven 
blowers. 


Ilustrated at the left is the waterless outdoor condensing unif. 
It contains the compressor, condensing coil and fan, receiver, 
dual pressure control and sight glass. Only 5 major electrical 
and 2 refrigerant line connections are required on the job. The 
refrigerant liquid and suction lines and the condensate drain 
pipe travel from the outside unit to the coil enclosure through a 
3” diameter 24 gauge galvanized pipe installed in the floor, 
Installation of this pipe and coil enclosure makes possible com- 


H 
4 
Illustrated. above is the coil enclosure in- 


pletion of cooling system any time in future. 


3567 MADISON ROAD 


HEATER COMPANY CINCINNATI 9, OHIO 
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_,, bambe 


A BEADEX PRODUCT 


*% 


\ 


*Reg. U.S. Pat. Off. 
U.S. Pat. No. 
U.S. Pat. No. 

Other Patents Pending 


Get all the facts about this new 
method of precision trimming door 
and window openings. Saw cut in 
edge of jamb serves as guide for per- 
fect margins. 


JambeX saves builders up to $50 
or more per house by speeding ap- 
plication time and reducing painting 
costs. 


JambeX corrects wall crookedness 
around openings—ties wall and jamb 
into a sturdy, shock-resistant unit. 


2,649,890 
2,593,859 


Patents in Canada 


Principal Foreign Countries 


Slot 5° Angle, 3/8” Deep, 1/16” Wide 
or 7° Angle, 3/8” Deep, 1/8” Wide 


/ 
po 
| 


FREE BOOKLET and FACTS 


see our catalog ii 


and Other 


Leading Builders use JambeX 


ALAN BROCKBANK, Salt Lake City: “We feel that this 
material is to be seriously considered by every builder 
who wishes to bring his houses entirely up to date. 
We used your BrapeX for our interior and exterior 
corners, and JambeX on the window and door casings.” 


GEORGE GOODYEAR, Charlotte, N.C.: “Since JambeX 
has been introduced for windows and door casing, we 
have found this item to be highly satisfactory for ease 
of installation and best protection.” 


JOHN D. HARRISON, Detroit: “‘We feel that the clean, 
simple treatment created by the elimination of all trim 
lends itself beautifully to the philosophy of good con- 
temporary design.” 


Design JambeX into your 1955 homes for greater 
savings and faster sales. Builders featuring con- 
temporary homes are finding JambeX ideally 
suited to the trend toward clean, unaffected in- 
teriors. Find out more about this new product. 


Diet ee ee eS 


BEADEX SALES, INC., 4615 8th Ave. N.W., Seattle 7, Wash. (BEADEX OF CANADA LTD., Box 317, Kingston, Ont.) 


Please send me your file material on JambeX [_] 
NAME 
ADDRESS 


CITY. 
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FLOOR FLANGE for toilets gives 100% pro= 
tection against capillary leakage 


The troublesome joint between water-closet) 
horn and the seating flange is made foolproo 
with the Gay flange, a cast-iron, chromed edge) 
flange that evenly distributes the weight o 
the bowl around the edge of the connection) 
(5 to 6 Ib. per lin. in.) so that uneven 


Cast-iron flange provides level base 


settling cannot break the joint between horn 
and sewer opening. 

Flanges are made to fit all leading makes 
of bowls, and the unit may be adapted to fit” 
all code requirements by calking a brass ring 
into the collector collar. 


Price: $4.25 


Manufacturer: Grieder Industries, Inc. 
P.O. Box 169 
Bowling Green, Ohio 


PROJECTING LUGS make accurate spacing. 
of ceramic tile automatic and foolproof 


Neat, accurate, thin grout lines between 
ceramic tiles are guaranteed automatically by 
the inclusion of two 1/32” lugs on all four 
sides of Royal’s Self-Spaced tile. As all ad-- 


joining tiles are separated by the built-in 
lugs, a positive 1/16” space is assured be- 
tween courses, both vertical and horizontal. 
All “eye-balling” by mechanics is eliminated, 
as well as the use of string to measure hori- 
zontal distances. If the wall is plumb, and 
the floor is level and at right angles to the 
wall, Self-Spaced tile can be set straight 
with uniform grout spacing without any 
measuring device. ; 

Because tiles space themselves, a saving of 
30% in labor time is claimed by the manufac- 
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BED ROOM 
8'-0" x 1-6" 


BED ROOM 
1210"x 10-0" 


“——= KITCHEN 
1 IBEW He" 


BED ROOM 


LIVING. ROOM 
9*0"x1I'-6" = 


17410" x -6 


e Distinctive Designs e Aluminum Double Foil 


e Finest Engineering Insulation 

e Conventional Type e Extra Wall Space for 
Construction Furniture Arrangement 

e Highest Quality Materials | © Large Dining Space 

e Precision Manufacturing in Kitchen 

e Beautiful Exteriors e Window over Kitchen 

e Well Planned Interiors Sink 

e Large Rooms e Youngstown Kitchen 

¢ Oversized Wardrobes Cabinets 

e Aluminum Double Hung e Formica Counter Tops 
Windows e Quality Hardware 


e Large Picture Window or _—e Stewart-Warner Furnace 
Panorama Window 


{A Free Factory Engineering Service 
{@ Interim Finance Plan without charge 


A Sonwontiokal Roane pled with kitchen cabinets and heating 


The NEW C-640 Series INLAND HOME 


e Designed inside and outside to give you more value per dollar. 

e Big Volume assured with these low cost homes. 

e Minimum erection time assures above average PROFITS. 

e Visit our factory and see first-hand how quality, skill, and efficiency are 
combined in the production of this Inland Home. 


Write on your letterhead, wire BiG Ney eons he Commarea ae 

or ‘phone for complete prints “47. U. S. Bureau of Standards and Fed- 

peer actin nah Se eral Housing Administration Bulletin No, SE-182, 
i ; 


6 different elevations 
Available in right- or left-hand models 


Nn 
NrahlanAd flees 


501 SO. COLLEGE ST. PIQUA, OHIO PHONE 3880 P.O. BOX 915 


1AM THE 
| PlONEER- 

the 1ST Prefab 
ton the Market 


I'M MODERN & 
|GOOD LOOKING 
|-this is my De- 
Luxe Housing / 


ENGINEERING CORPORATION 
3511 W. POTOMAC AVE., CHICAGO 51, ILL. 


DECEMBER 1954 


TAILOR- 
MADE 
TO THE 

INDIVIDUAL 
BUILDING 


Prefabricated CHIMNEYS 


Lead the Field! 


QUALITY-BUILT—for longer life, of heavy gauge steel, double coated with 
vitreous enamel. 

INSTALLS QUICKLY—in less time than any other prefab! Savings on installa- 
tion make Vitroliner competitive in price with “less quality’ brands. 
LIGHTWEIGHT—Only 10-15 Ibs. per ft.—Easy to handle and install between 
ceiling joists—no extra support needed! 


@ MODERN DESIGNED—+to harmonize and beautify the roof of a modern home! 


CONDENSATION ; 


ENGINEERED AND EFFICIENT—for all fuels in 1 or 2 story homes and build- 

ings. 

Get the facts and you'll get Vitroliner. Write for illustrated circular today. 
TIME TESTED AND PROVEN SUCCESSFUL ALL OVER AMERICA. 
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BY THE CUBIC FOU 


~ gOMFORT COOLING 


ATTIC FANS 


Here is complete comfort-cooling 
for every size home... all in one 
neat package. A stock size range 
of seven models pinpoints the exact Architects asked for it, and here it is 
attic fan requirements encountered => dl specially designed tay eown type 
: ; attic fan for narrow hallway, low- 
in pre-fab home design. Powerful .. . E ? ; ; ; 
! : . : pitched roof installations. Identical with 
Quiet ... Big-Load Air Delivery other attic fan models, the RVU 36N has 
certified by PFMA. Installation is 


a case that is long and narrow... pro- 
quick and easy. Where quality vides complete, trouble-free central 
counts, specify REED. comfort-cooling. Packaged, of course. 


REED RVU 36N ATTIC FAN 


RTS WIND+eO-+VENT FANS 


REED UNIT-FANS, INC., 
Dept. HH12, | 
1001 Saint Charles Ave., 
| 
| 
| 
| 
! 
1 
1 
i] 


Quiet, powerful, 
BIG LOAD air ca- 


fies, FF 
pecues Family of New lOrledns,. La, 
sizes for every 


Please send me your new 1955 literature 
on Reed Attic and Window Fans. 


comfort cooling 
requirement. 


REED UNIT-FANS, INC. DS - Addtesh cent. . ate eens is 
1001 Saint Charles Ave., New Orleans, La. 


City 
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Projecting lugs cut alignment time by a 
suring uniform grout lines. 
turer, for mechanics need only set lugs of oe 
tile against those of the tiles already in pla : 
without the necessity of checking the sp 
ing, with the attendant minimizing of ‘| 
mechanic’s skill needed for a quality job, 

Tiles are the standard 414” square, and tll 
lugs are molded and fired with the tile to i 
sure against their being chipped off. 


Price: 5214¢ per sq. ft. F.O.B. Ft. Worth (rv 


premium oyer regular line) 


Manufacturer: Royal Tile Mfg. Co, 
3600 Conway, 
Ft. Worth, Tex. 


COLOR CHIPS embedded in asphalt tile give 
terrazzo appearance to low-cost floors 


Multicolored pigment chips are random 
dispersed through asphalt tile like nuts in ES 
fruitcake in Hako’s newest addition to thei» 
resilient tile line, Poly-Krome, The result is 
a terrazzo-like floor without the accompanying 
hard concrete surface. 


Dispersal of the color chips is controlled by, 
mixing and temperature, so that the pigment 
retains identity, instead of the marble yein- 
ing it would take on with further mixing. All 
chips are varicolored except those in the 
black-on-white and white-on-black, and the 
asphalt has been reinforced with the addition 
of polystyrene. All of the normal rules for 
installation of asphalt tile, on or above grade, 
apply to Poly-Krome. 


Price: Approximately 19¢ per sq. ft. 


Manufacturer: Hachmeister, Inc, 
1300 Island Ave. 
Pittsburgh 30, Pa. 
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a “HOUSE-TIME” of 
WINDOW BEAUTY 


depends on 


Look how 
MUCH MORE 


[NEW FORD RANCHER 


SON ash 


your choice... 


.». . Choose 


For striking window arrangements adding 

new notes of tasteful beauty to interior and extericr, 
specify and use MALTA Wood Window 

Units .. . the homes you build will possess that 
buyer-attracting charm so difficult to 

obtain with ordinary windows! 

Make the right choice today . . . choose 
MALTA Windows for your next home or homes. 
Their outstanding beauty and inherent durability 
will remain through numberless tomorrows, — 
bringing the utmost in window 
satisfaction to both yourself and the lucky 
people in the homes you build. 


MST uR, New outside 


... longer, lower modern 
lines; 3 new exterior finishes: 
striated plywood, vertical 
battens, clapboard or com- 
binations, wider overhangs; 
rancher or expandable attic ! 


New ingide! 


. new, .luxurious interior 
appointments, higher ceil- 
ings, factory-finished flooring, 
flush doors, brass hardware, 
and many, many more! 


Under root in one Jay. 


~ MALT-A-GLIDE 


--., . new style leader for con- 
temporary, ranch-house architec- 
ture! Easily removable sash glide 
horizontally to provide extra light 
: . . matchless convenience. Rust- 
less aluminum sill seal and weath- 
_ersiripping stops drafts and mois- 
ture. 


Ford Factory-Built Homes guarantee you profits, because 
Ford Homes are under roof in 1 day; and you can build 
the year ‘round—in any kind of weather! Remember, 
your customers have a choice of over 50 basic Ford 
Homes models—modern or conventional. Each can be 
individually detailed. Ford Homes are easily financed 
for FHA or VA loans. Investigate Ford Homes today! 


MALT-A-MATIC 

. . . Classic, time-proven! Quiet, 

finger-tip easy operation .. . rat- 

tle-proof aluminum weatherstrip- 

_ ping spring-loaded—provides 

positive seal against drafts. Sash 

remove easily and quickly for 
_ cleaning or painting. 


Serving 
this area 


A MALT-A-VENT 
. .. convertibly styled . . . for 
awning windows . .. large group- 
ings! Opens to full 90° .. . self- 
aligning frame speeds assembly 
of units into stacks and light-walls. 
“Full contact’ weatherstripping... 
optional double-glazing. Comes 
ready-packed . . . 2 units to car- 
ton, insuring clean, unmarred 
units. 


GET MALTA . .. GET THE BEST! For 
quicker sales and satisfied home 

- buyers, feature MALTA Wood Win- 
dow Units! : 


In Chicago ... see the MALTA Exhibit 
—Booths 546-547 at the Sherman 
Hotel during the NAHB Show, Janu- 
ary 16-20. ; 


Supreme Quality Since 1901 MFG. CO. Factory-Built HOMES 


Sales Office: Athens, Ohio 


MEMBER PONDEROSA PINE WOODWORK ASSN., AND N.W.M.A. Manufactured by lvon R. Ford, In, MeDONOUGH, N. Y. 
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Cut your 
Fireplace 


Construction 
Costs with this... 


FIREPLACE FORM 


It costs less 
to build 
with 
Benefire 
than to 
lay up a 
Common 
Brick 
Fireplace! 


SAVES LABOR.. MATERIALS .. SKILL 


Build around a Benefire Form and Save Labor 
because all the time-consuming “brick-by- 
brick” details are an integral part of the Bene- 
fire. 


Build around a Benefire Form and Save Mate- 
rials because you use less brick and mortar 
and there's no damper to buy — it's a built-in 
feature of Benefire. 


Build around a Benefire Form and Save the 
Cost of Highly Specialized Skill because there's 
no intricate planning necessary. Just straight 
fast work not requiring specialized experience. 


Follow the simple instructions and your mason’s 
work is GUARANTEED every time. 


IT’S TRUE—no matter how simple or elaborate 
your fireplace, you can build it better at less 
cost with a Benefire Fireplace Form, 


Look what you save ... 


1. Time and labor 

2. Specialized skill unnecessary 
» No damper to buy 
. Brick and mortar 


m co 


Look what you get... 


1. No smoke, guaranteed 
2. Tempers cold floor drafts 
. Extra heat for emergencies 
. Fireplace beauty unaffected 
. Customer satisfaction guaranteed 


one © 


See your Bennett Representative 
or write Dept. B for free catalog. 


BENNETT- IRELAND INC. 


NORWICH, NEW YORK 
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NEW 
PRODUCTS continued from p. 204 


BUILT-IN OVENS and cooking tops, gas or 
electric, in stainless steel and six colors 


Few innovations in houses have caught on so 
solidly as the built-in cooking facility, and 
separate ovens and cooking tops are almost 
standard equipment in many areas. The 
Suburban units are offered in both gas and 
electric models, fitting standard cabinet 
recesses, and controls on the ovens and the 
electric surface unit may be mounted at eye 
level, away from children’s fingers, 

Besides the normal insulation that makes 
full allowance for UL and AGA requirements, 
Suburban ovens channel air around the walls 
tu carry off any heat that might build up be- 
tween unit and cabinet walls. All ovens may 
safely be mounted in combustible cabinets. 

For the builder interested in the colorful 
kitchen, Suburban makes all its units in six 
porcelain enamel colors, as well as stainless 
steel. Colored front panels are removable, 
and may be replaced with a different color at 
any time in the future, at a cost of $25 to $30 
for new panels. 


Prices: Electric, $345 to $400 for oven and 
cooking top; gas, $325 to $375. 


Manufacturer: Samuel Stamping & Enamel- 
ing Co, 

Manufacturer’s Rd. 
Chattanooga, Tenn. 


BUFFET KITCHEN hides food preparation 
center behind a furniture ‘false face” 


In any house that requires extra kitchen 
facilities, either for rental exigencies, or for 
use in recreation or family room, the Dwyer 
400 packs sink, range, refrigerator and stor- 
age into a compact 22” x 48” x 4214”, with 


continued on p. 212 


Ask the man behind fhe ‘‘gun” 


Coated optics 
give you 
this—not this 


with a White 
Universal Level -Transit 


HERE'S what coated optics do for you. 
You can put in a full day without 
eyestrain or headache. There's less chance 
for a mis-reading, You get a clear, sharp 
sight — not a fuzzy image. What's more, 
you get your reading in far less time. 
Check this diagram. See for yourself how 
coated optics pass through up to 40% 
more light, provide a clearer image con- 
trast. 


PASSAGE OF LIGHT THROUGH 
UNCOATED LENSES 


ay. oe CHT 
RA Tn] LOSS 43% 
Pat iew 
ae LIGHT 


3 LOSS 20% 


PASSAGE OF LIGHT THROUGH 
COATED LENSES 


And there’s more! 


White Universal Level-Transits also offer 
you internal focusing, guarded vertical 
arc and ball bearing race which insures 
smooth operation, even in sub-zero tem- 
peratures. Check one out on your next 
trip. You'll soon be convinced a White 
can make your work faster, easier, more 
accurate .. . Write for Bulletin 1053. 
Davip WHITE Co., 314 W. Court Street, 
Milwaukee 12, Wisconsin. 


Expert REPAIR 
SERVICE on all 
makes, all types 
of instruments 


*Prices subject to change without notice. 


HOUSE & HOME 


DON'T CALK IT... 
DRIVE IT! 


In just a few minutes, at 
negligible cost, you can install 
Midget Louvers on soffits, gable 
ends, dormers, eaves or you 
face the menace of moisture. 
These inexpensive all-aluminum 
ventilating units are your fastest, 
cheapest, surest permanent protection. 
They will prevent the accumulation of Quick and easy to install. 


L-M Perma-Line pipe has 2-degree-taper ends with 2-degree- 
taper fittings and couplings that drive on to make permanent, 


leak-proof, root-proof joints. No calking, no cementing. heat and condensation . . . virtually Just drill a hole and push 
eliminate paint blistering ... combat |" place. No nails or screws 
Rice K i needed. oe 
] rot... maintain the efficiency of insula- eR Sy 


yo UN 
a 


tion. Made in 7 sizes (1” to 6”) and 2 
styles (with and without rain deflectors 
— both with insect screens). 

WRITE for full information. 
“A House That Breathes is a Better House” 
The aluminum louver is the original louver. Don’t accept “second best’ substitutes! 


MIDGET LOUVER CO. 


6 WALL STREET NORWALK, CONN. 


LM Perma-Line Pipe 


cuts installation time! 


L-M Perma-Line is the general-purpose outdoor 
pipe—for above-ground and underground use. 
It’s light, strong, easy to handle. It comes in 
long lengths—fewer couplings are needed. 
Tapered couplings need no cement—you just 
drive them on. It’s easy to install—you save 
hours of time. Because it’s light, it’s easier and 


House-to-street sewers, foun- 
dation footing drains. 


; e 
cheaper to deliver a bigger load to the job. Se : ib bel 2 Oo | OUSES 
=e you bul 
Root-Proof Joints a’ 
Perma-Line pipe is cellulose fibre, impregnated -—_-— > 
_— 


ee or less each year...see 


Use perforated Perma-Line 
for septic tank disposal beds. 


I 
1 
l 
I 
[ 
I 
: 
I 
I 
| 
I 
- with coal-tar pitch under heat and pressure. It’s / 
strong, tough, has high crushing strength. Normal | 
| 

I 

I 

I 

I 

i 

| 

{ 

! 

I 
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ground heaving and settling won’t crack pipe or 
joints. No leaks to attract roots, no cracks for 
them to enter. Acids, alkalis, hot water won’t 
bother it. It can’t rust or corrode. 


Years of Experience 

Perma-Line 4” pipe comes in 5-, 8-, and 10-ft. 
lengths ; 2” to 8” sizes in 5-ft. lengths. Full line of 
couplings, bends, adapters to connect to other 
types of pipe; special tapered cast-iron tees, ells, 
wyes. You can depend on it—L-M fibre tubes have 
been made for over 25 years. 

Ask your plumber or building supply dealer, or 
mail the coupon now for full information and 
name of nearest distributor. 


Perforated pipe for land drain- 
age; solid pipe for irrigation 
on estates, golf courses, air-~ 
ports, parking areas. 


e We furnish complete factory-built home. Meets requirements 


ildi : i ilities. 
LINE MATERIAL COMPANY of modern building codes. You handle erection, utilities 


(a McGraw Electric Company Division) e Home-Way stays ahead of the field. New low roof line (see 
Perma-Line is a Line Material Company trademark. illustration) ready for °54, Latest Ranch Types plus many 


See MAIL COUPON TODAY!-----1 standard models. We can meet every family’s needs. 


= 

i | e Quality material, carefully processed; rapid delivery. 

| 4 LINE MATERIAL COMPANY, Milwaukee 1, Wisconsin HH-94 | F bn F 

| Send me full information about L-M Perma-Line pipe for home building, | e Cooperative advertising; personal dealer service. 

| and name of nearest distributor. | 

| e e e 

Po Name || The Small Builder is our Business 

| | We can help you get much bigger volume 

eee crear? | HOME-WAY was and much better profits. WRITE TODAY 

i | featured by Piper 
Address Magazine as one 0 

! | America’s top 15 in GBH-WAY HOMES, Inc. 

H City. I prefabrication. Dept. HHD e WALNUT, ILLINOIS 
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PLASTIG-ENLED SW 


Facts for Builders 


Harborite siding is famous SUPER-Harboard 
(the boatbuilders’ plywood) with medium 
density resin-impregnated sheets perma- 
nently bonded to one or both faces. Itis not 
new—has proved a rugged, super-quality 
siding on homes for over 15 years. Moder- 
ate cost combined with plus features offers 
unusual economy to builders who want to 
build more-house-for-the-money. Avail- 
able in special sizes and joint treatments. 


WEATHERABILITY 


Harborite weathers like glass, can’t come apart. 
All-heartwood veneers are bonded with Harbor's 
original 100% waterproof glue. DFPA tests 
prove Harborite resists boiling, baking, freezing. 


STRUCTURAL ADVANTAGES 


Harborite takes advantage of the great dimen- 
sional stability and damage resistance that results 
from plywood cross-lamination. It is dry when you 
get it, won't shrink or swell, won't split. 


FHA REQUIREMENTS 


¥" Harborite directly over building paper on stud- 
ding meets FHA requirements—saves sheathing 
costs. 4” Harborite meets FHA standards for ap- 
plying over standard plywood or lumber sheathing. 


WORKABILITY 


Lightweight Harborite’s fine, tight grain cuts sharp 
and clean, is splinter-free. 


APPLICATION 


Follow standard nailing procedure. Lapped end 
joints give weatherproof seal, assure even, un- 
broken surface. Lightweight 8” planks go up fast. 


PAINTABILITY 


Harborite's medium density overlays provide the 
near-perfect painting surface. Standard proced- 
ures result in finish that won't check or blister. . . 
lengthen paint life profitably. 


Hard finish, smooth 
surface holds paint 
far better than wood. 


Strong, dry, weather- 
proof. No splinters, 
no splits, 


Weatherproof 
lap-joint seals out 
weather, gives 
uniform appearance. 


MANUFACTURED ONLY BY 


HARBOR PLYWOOD 


CORPORATION 
ABERDEEN, WASHINGTON 
Warehouses and sales offices in Aberdeen, Atlanta, 


Tampa, Chicago, Cincinnati, Indianapolis, Jacksonville, 
Oakland, San Francisco, Los Angeles and Seattle 
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the work surface covered by a folding top 
when not in use. 

Cabinets are finished in either mahogany or 
blonde on a furniture steel base. The seam- 
less sink and worktop are porcelain enamel, 
and all exterior hardware is brass. Ranges 
may be wired for either 220 y. or 115 v. but 
both burners can be operated at top heat only 
in the heavy duty version. Total connected 
load of this model is 3,360 w., including re- 
frigerator and convenience outlet. 

The increased popularity of separate enter- 
tainment areas in houses, often far removed 
from the primary kitchen, may make such 
supplementary facilities an excellent selling 
point in the quality house. Plumbing needed 
is a waste line and hot and cold water. 


Prices: $495 with sink, $475 without. 


Manufacturer: Dwyer Products Corp. 
Michigan City, Ind. 


VERTICAL VENETIAN BLINDS can be drawn 
to either side just like draperies 


In the quality house, builders often include 
window treatments (Venetians or roller 
shades), and a really dramatic extra is Plas- 
tie Lume’s Flo-Fold vertical Venetian blinds 
that can be drawn open across any important 
fenestration when weather and view are right, 
and closed to wall in the room if desired. 

Like ordinary Venetian blinds, a pull on the 
tilt cord determines the angle of the slats and 
how much light is admitted. Slats rotate on 
their own axes in unison, with scissorslike 
stabilizers connecting each slat at the bottom 
to assure tight closure without the need for a 
bottom track. Traverse cords draw the blinds 
to right and left, with each 1’ of blind area 
compacting into 4” at the sides. 

All slats are of flexible aluminum, with a 
baked alkyd enamel finish, and may be had 
in 15 colors, the same color on both sides of 
the blades or a neutral color facing out and a 
decorator shade within. There is no cloth 
tape to be cleaned or replaced, and the ver- 
tical slats reduce dust accumulation, 


Representative prices: 4’ high x 5’ wide, 
$36.62; 5’ high x 8’ 
wide, $64.33; 8’ high 
x 10’ wide, $105.45, 


Manufacturer: Plastic Lume, Inc. 
Sausalito, Calif, 


LET 
STAINLESS STEEL 
COMPANION-PIECES 


To sell homes readily, glamour-kitchens are today 
a “must.” What better companion-pieces to make 
your kitchens more attractive than stainless stee 
sinks, and built-in wall ovens with stainless steel 
doors and frames! 

Prospects appreciate the beauty of stainless 
steel equipment. But more than that they know if 
is a permanent investment—solid rustless metal all 
the way through, with no plating to wear off. It 
is easy to clean and keep clean. Only soap and 
water or ordinary household cleansers are need- 
ed. This lustrous metal is exceptionally heat-re- 
sistant, strong, and durable. It is not affected by 
common food acids. 

Why not cash in on your customers’ preference 
for stainless steel? Just write us at the address 
below and we will send you the names of manu- 
facturers of kitchen sinks, built-in wall ovens and 
cooking surfaces made of Armco Stainless Steel. 


ARMCO \aneo 
STEEL CORPORATION ‘7/2 


5214 CURTIS STREET, MIDDLETOWN, OHIO 
SHEFFIELD STEEL * ARMCO DRAINAGE & METAL PRODUCTS, INC. 


THE ARMCO INTERNATIONAL CORPORATION 


HOUSE & HOME 
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RHEEM 


FURNACES 
help you 
put a heap of living 


into every home! 


A MODEL FOR EVERY FUEL, 
EVERY SPACE, EVERY B.T.U. REQUIREMENT 


Yes, a Rheem Furnace assures every proud new home- 
owner of real heating comfort all winter long. Rheem 
“Fire-Tested” Furnaces protect your reputation from 
the time the first van load is moved in. 


“Flame-shaped” combustion chambers and multi- 
section heat exchangers are specially designed to 
prevent expansion-contraction noises. Compact de- 
sign provides maximum heat transfer in limited 
space. And you can’t beat standard Rheem features 
such as built-in draft diverters, enclosed controls, 
dynamically balanced large-capacity blower-motor 
assemblies, and baked enamel finish. The Rheem 
line is complete—gives you a tailormade heating unit 
for every job—gives prospects and customers more 
living space and planning freedom. 


Remember Rheem on your next job. Your Rheem 
contractor will be glad to work with you in selecting 
the right unit. You will find his name listed in the 
classified section of your telephone directory under 
“Furnace.” Why not call him today? 


You can Ntly on 


Ke [=e EE, E dt Manufacturing Company 


Sparrows Point, Maryland 
Houston, Texas 
Richmond, California 
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Model 3202 


Every Rheem Furnace 


Model 3402 


Is Fire Tested 


NAME THE JOB—THERE’S A RHEEM 
“FIRE-TESTED’” FURNACE TO HANDLE IT! 


HI-BOY SERIES — Gas fired; nine 
sizes, 66,000 through 300,000 B.T.U., 
to give you a tailored installation 
for every size home and for com- 
mercial buildings, churches, stores. 


LO-BOY SERIES—Gas fired; four 
sizes, 77,000 through 150,000 B.T.U. 
Primarily designed for basement 
installations. Top rear flu outlet 
with built-in draft diverter for clean, 
even heat. 


COUNTERFLOW — Gas fired; ‘two 
sizes, 80,000 and 100,000 B.T.U. 


Unexcelled in perimeter heating 
applications. Blower and filter 
assemblies mounted in top of the 
unit. Zero clearance approved for 
both sides. 


WINTER AIR CONDITIONERS— Oil 
fired; Hi-Boy, Lo-Boy models, three 
sizes each—85,000, 100,000 120,000 
B.T.U. Enclosed burner and con- 
trols. Readily converted to gas 
firing. 


Chicago, Illinois 
Seattle, Washington 
South Gate, California 


GRAVITY — Gas fired; four sizes, 
from 77,000 through 150,000 B.T.U. 
Fully automatic, factory assembled, 
designed for low-cost installation 
and trouble-free operation. 


WALL HEATERS — Gas fired; easily 
installed between 16-in. studding, 
for small homes, “hard to heat” 
rooms, motels, and small commer- 
cial application. Only 60-in. high, 
17-in wide. 


ONSOLE HEATERS—Gas fired; 
three sizes, 25,000, 35,000 and 50,- 
000 B.T.U. Features built-in draft 
diverter. Available with automatic 
or manual controls. Attractively 
styled, easily installed. 


FLOOR FURNACES~Gas fired; two 
sizes, In compact space-saving units 
in flat-register and dual-wall types. 
Only 25% in. over-all depth. “Pillow 
type” heat exchangers designed for 
rapid, quiet heat recovery. 
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ELECTROMODE 


ALL-ELECTRIC HEATERS 


You put your homes on the Top Preference List 
when you include Electromode Automatic Electric 
Heaters in your plans. No basement, vents or 
ductwork needed. Saves you time and money. 


Buyers are quick to decide on homes with 
Electromode Heaters, because Electromodes have 
the features they want: 


@ CLEAN, HEALTHFUL, FAN-CIRCULATED HEAT 
@ AUTOMATIC TEMPERATURE CONTROL 

@ SMART, MODERN DESIGNS 

@ CONVENIENT—SPACE SAVING 


Only ELECTROMODE 


has the sealed-in CAST- 
ALUMINUM HEATING  ELE- 
MENT. No danger of fire, 
shock or burn. Guaranteed 
for 5 years. Built-in safety 
switch prevents overheating. 
Approved by Underwriters’ 
Laboratories 


HEAT for BIG ROOMS 


This Electromode wall 
model distributes heat by 
down-flo principle, assur- 
ing warm floors. Hand- 
some silver grey hammer- 
tone finish blends with 
other furnishings. 


Model WA 
Capacities: 1500 to 4000 
watts 


For Modern BATHROOMS 


Enhance the beauty of the 
bathroom or any small 
room with this wall model 
Electromode. Choice of 
gleaming chrome or white 
enamel finish to blend 
with other fixtures. 
Model WJA 
Capacity: 1320 watts 


-_—<—_< SS 5 
| ELECTROMODE CORPORATION | 
Dept. HH-124, 45 Crouch Street ! 
| Rochester 3, N. Y. | 
| Please send free literature with specifica- | 
| tions, illustrations, and how to figure and | 
| install Electromode Heaters. | 
WMC Nig ne ete vbpbit= or elevers,©..s s.eleje,n°s winnie e.0/ein 6 
J. Address -.........sseccccsvercnsccrecce | 
MIT Y ons 'oy aia )a aioe fos; bye o\satb. ois. ef els Dtale = 52s ae ae 


WIRING. Residential Wiring Handbook. 
Industry Committee on Interior Wiring De- 
sign. Edison Electric Institute, Dept. HH, 
420 Lexington Ave., New York, N.Y. 32 
pp. 514” x 81)". 25¢ ea., quantity prices 
upon request 


This revision of wiring standards (last re- 
vamped in 1946) brings to the homebuilding 
industry a booklet not on how to install 
wiring, but how to plan it. 

Though intended as a handbook for origi- 
nal installations, it is equally applicable to 


Residential 
| Wiring 
Handbook 


Indusirg Commitiee ox taienier Wining Design 


remodeling, and the requirements given rep- 
resent the electrical industry’s idea of what 
constitutes minimum wiring for the nation’s 
homes. In addition to recommendations for 
location, number and spacing of outlets, 
there is a full list of definitions and pictures 
of all electrical symbols. 


GARAGES AND CARPORTS. University of 
Hliinois Small Homes Council, Bul. C5.9. 
Dept. HH, Urbana, Ill. 4 pp. 812” x 11”. 
10¢ each 


A quick but complete resumé of the design 
problems that can be solved through multiple 
use of car shelter space, with a listing of 
factors to be considered before a decision 
can be made whether the shelter should be 
a carport or a garage, how large it should be, 
and where to locate it. The last page of the 
brochure is devoted to specific construction 
recommendations. 


SLIDING DOORS. Sliding Glass Doors. Ador 
Sales, Dept. HH, 1631 Beverly Blvd., Los 
Angeles 26, Calif. 8 pp. 81/2.” x 11” 


Complete specifications and details of Ador’s 
line of all-aluminum sliding glass doors for 
the contemporary house. 


GLASS BLOCK. Beautiful Homes. Kimble 
Glass Co., Dept. HH, Toledo 1, Ohio. 16 
pp. 812” x 11” 


Installations and details of residential uses 
of glass block. More than a score of photo- 
graphs, as well as a catalogue of sizes and 


designs. 


PAINT. Galvatex Coatings. Galvatex Coat- 
ings Corp., Dept. HH, 1250 Wilshire Blvd., 
Los Angeles 17, Calif. 8 pp. 81/2." x 11” 


Specifications, uses and color charts of this 
line of vinyl emulsion paints, for interior or 
exterior uses. 

continued on p. 216 
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with Rodrdiseratt 


HARDWOOD 
MOLDING 
AND TRIM 


Now... Woddiseratt 


stocks finest Birch, Mahogany, Oak 
and Walnut trim 


... ready when you want it! 


HY suffer delays and pay premium prices 

for made-to-order hardwood trim? Rod- 
discraft has the hardwood trim you need — 
ready and waiting in its coast-to-coast ware- 
houses. Available in styles for every need and 
sizes for every purpose. Your dealer can de- 
liver what you want immediately. 


Roddiscraft molding and trim has excellent 
design and is precision-machined from select 
hardwoods. For convenience and economy, 
door and window trim is available in packages, 
cut to size ... or by the lineal foot. 


Birch, Mahogany, Oak and Walnut trim is 
kept in stock. Trim in other hardwoods is 
available on special order. 


For complete information on Roddiscraft 
hardwood trim, see your dealer or mail the 
coupon below. 


Roddiseratt 


WAREHOUSES IN PRINCIPAL CITIES 


RODDISCRAFT, RODDIS PLYWOOD CORP. 
Marshfield, Wisconsin 


Please send me full information on Roddis- 
craft hardwood trim. 


IN@INGE 5 dip, nioresw ais oa vlarste: otbects oly afd engi 
RirmNagsie 5/5 c/o as's ces eh oceniviniere s epereeren 
Address ..... GARHORcy ini neo Ao Anis Be . 
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HOUSE & HOME 


IT’S EASIER TO MAKE MORE PROFITS AS A 


SWIFT HOMES DEALER 


Cash in on the tremendous ‘‘Do-It-Yourself” 
market! 


Revolutionary New 
REVCO BILT-IN 
Freezer and Refrigerator 


No building or contracting experience neces- 
sary to sell our nationally advertised pre- 
cision cut homes. We have a proven product 
and sales program to make you a successful 
dealer! 


Swift Homes offers: 


Factory delivery to customer’s lot site. 


%* An outstanding proven line of fast selling, easy-to- 
erect low priced homes. 

%* Exclusive franchise with protected territory. 

%* Long mark-up guaranteeing substantial profits. 

* Successful merchandising plan. 

* Factory training and sales clinics for your sales p>: 
sonnel. 

* Liberal financing plan with low down-payment fe- 
buyers. 

* 

* 


Powerful national advertising program and generous 
dealer co-op advertising plan. 


No franchise fee or inventory required. Required working capital $20,000 to $25,000. 


(ELIGIBLE UNDER FHA) 
} 


BILT-IN 


Add charm 


and sales appeal to the homes 


Complete flexibility of 
arrangement 


Multiple groupings 
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you design and sell! 


Two appliances for little more than the 
price of one—providing 14.6 cu. ft. of 
food storage space! 


This marvelous space-saving idea includes a 6.3 
cu. ft. separate freezer, and an 8.3 cu. ft. refrig- 
erator—both built-in, out of the way—with noth- 
ing to clean under or behind. - 


No installation problems! Revco Bilt-Ins tuck 
away into any kitchen. The refrigerator gives 
you completely automatic defrosting — shelves in 
the door — space for the tallest bottles or smallest 
packages. The freezer holds up to 210 pounds of 
frozen foods— with open style shelves for fastest 
freezing, and handy roll-out drawer—plus amazing 
Revcotp FREEZING ACTION. 


Choose your colors—for modern harmony and beauty! 


Plan to include these wonderful Revco Bilt-Ins in 
new homes or kitchen remodeling. Finished in 
stainless steel, antique copper, white, buttercup 
yellow—or matching colors can be applied at time 
of installation. 


Architects! Builders! Contractors! Send for full information 
6 Ue Write Revco, Inc., Dept. C12, 


Deerfield, Mich. for name 
of nearest distributor. 


CVCO .. 


makers of famous Revco Food Freezers 


Successful business background and financial responsibility a necessity. 


Write: 


MARKET EXPANSION DIVISION 
Swift Homes, Inc. 


1 Chicago Ave. . . 


. Elizabeth, Pa. 


Resin-Free 
BEHR PROCESS 
? 


Clear Gloss 
Redwood Finish 


Resin-Free 
BEHR PROCESS 


Reedwood Color 
Stain & Sealer 


Resin-Free 
BEHR PROCESS 


Clear 
Wood-Lac 


Resin-Free 
BEHR PROCESS 


- 


Quick Dry 
Linoleum Coating 


Resin-Free 


BEHR PROCESS 


a 


Redwood Color 
Preservative #4 


Resin-Free Resin-Free 


Resin-Free 


BEHR PROCESS BEHR PROCESS BEHR PROCESS 
> 


Clear Dull 
Redwood Finish . 


Redwood Paint 
Redwood Color 


Don’t Hide the Grain 
and Beauty of Natural 


REDWOOD 


Specify 
RESIN FREE 
LIQUID RAW-HIDE 

2 IN 1 FINISH 

for Redwood, Cedar, Mahogany 
Fir, etc. 
We have discovered that mild pig- 
mentation helps kill Ultra-Violet 
light action and will often double 
the life of a clear exterior finish. 
Our new 2 In 1 combination Stain 
and Clear Finish does not hide the 
grain—consequently to obtain maxi- 
mum clear finish exterior durability 
specify three coats of 2 In 1 Finish 
on new wood. 
Actual wood panel and pamphlet 
sent FREE when requested on your 
firm letterhead. WRITE 
LINSEED OIL PRODUCTS 

COMPANY 

113 R South Fremont Ave. 


Alhambra, California 


Resin-Free Resin-Free 


GBEHR PROCESS 


Gray Color Green Color 
Preservative #6 Preservative #8 


Redwood Paint 
Polar White 


Resin-Free 


BEHR PROCESS 


2. 1N 1 Finish 
for Redwood 


Resin-Free 


EHR PROCESS 


Satin 
Wood-Lac 


Resin-Free 


BEHR PROCESS 


Marine Spar 
Finish 


Resin-Free 


Redwood 
Color Fix 729 
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LIGHTING. Lightolier . . . Fifty Years. 
Lightolier, Inc., Dept. HH, 346 Claremont 
St., Jersey City 5, N.J. 96 pp. 9” x 12” 


Intended for architects, builders, engineers 
and contractors as a reference manual, this 
impressive hard-cover catalogue has 24 pages 
in full color and 317 individual lighting 
designs, devoted mostly to the Lightolier line 


fa - _ —— 2 


Prefinished, Laminated Oak Block Quickly es 


of lighting fixtures, but with one section de- 


Installed Over Any Sound Subsurface voted to wall, table and floor lamps. Designs 


are grouped according to rooms, and the 
company’s entire range of styles and prices 


Here’s beauty combined with the practical! These 3-ply, 9” x 9” laminated is covered. 


ature one-piece face of choice Appalachian Oak. A unique bal- 
blocks feature one-p PP q DOCUMENTARY FILMS. Designed for Liv- 


anced construction assures both stability and durability. ing. Insulation Board Institute, Dept. HH, 
111 W. Washington, Chicago 2, HI. 131/, 

Every Wood-Mosaic Block is completely factory-finished, waxed and min, in sound and color. 16 mm. 

polished. Installation is easy and economical. Just apply with adhesive Another in the growing list of interesting and 


educational films available to builder and 
architect groups. Interiors and exteriors of 


with or without radiant heat, plywood or solid wood. The blocks come custom and speculative houses, with special 
attention to insulation board uses. 


over any sound subsurface—suspended concrete, concrete slabs on-grade 


packed in easy-to-handle cartons containing 27 sq. ft. (35 lbs,) of flooring. 


HARDWARE. Yale Cylindrical Locksets. 
: Yale & Towne Mfg. Co., Dept. HH, Chrysler 
your prefabricated homes? It's low in first cost—fits in perfectly with Bidg., New York 17, N.Y. 12 pp. 81)” 
xii” 


Why not offer this beautiful hardwood flooring as a “plus value” of 


prefabrication procedures. 


Full color presentation of the sleek new 
Series 5300 line. 


MAIL THIS COUPON NOW FOR FREE > 


SAMPLE AND DESCRIPTIVE LITERATURE INSULATION, Insulation Data Book. Zono- 


lite Co., Dept. HH, 135 S. LaSalle St., 
Chicago 3, Ill. 8 pp. 81.” x 11” 


Application of vermiculite fill in residential 
and nonresidential insulation use. Typical 
—— “U” values for specific installations, 


Wood-Mosaic Co. 
Parkay, Inc. _ 


Fen 4 
a Moonee DOCUMENTARY FILMS. A Word to the 
Wives. Availabie through NAHB head- 


pm : 
Wood-Mosaic Co., Parkay Division H-12 


ba | 
| I quarters, or through your local gas com- 
| Louisville 9, Kentucky I pany. Black and white or color. 1212 min. 
5 é I 
' Please send me free sample of Wood-Mosaic Laminated , Thé kitchen remodeling’ “iautetd cane 
' Oak Block Flooring and complete descriptive literature. I operation with NAHB, AGA, and The Wom- 
Poateane I an’s Home Companion, using TV personali- 
I I ties to put over the message of the modern- 
I COMPANY. I ized kitchen. Local builder associations may 
I STREET. CITY STATE I obtain the film for showing at meetings. 
ie Pt 
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Plymouth Design pie 
Sectional 
Handle set 


few are more important than front door styling: 
A distinctive front door can create a good first 
impression. It can dramatize yout workmanship. 
It can help close a sale! 
don’t let “Jook-alike” styling slow your 
sales! Give each door its own individual look. 
With Corbin locks and trim hardware, it’s bot 
easy and economical. 

For example, use 4 Plymouth Sectional Handle 


and good performance, use Corbin Defender ot 
Guardian cylindrical locks on the pack doors an! 
rior doors. 

King s 


DECEMBER 1954 


fs oh a 


Montgomer 

y¥ Desi 

Sectional gn 
Handle set 


good ways to make homes look different, 


ize roses in FIVE designs and THREE 

ow further interesting variations. 

for any one home can be keyed into ON 
convenient keying system ++» 
keyed alike or mastet keyed. 


Pp. & F. CORBIN 
Division 
The American Hardware 
Corporation 
New Britain, Conn. 


"eC New Defender 
restwood” Design 


Guardian Lock set 
; with 
Auxiliary Handle 


Defender Lock set 
with King Size rose 


ir Ww Defender 
Windsor” Design 


MISCELLA ROI : 
anfous FRONT DOOR TRIM HARDWARE 


House Numbers 


_ Push 
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Majestic 
DOUBLE-DUTY 


Gas Incinerator 


PAT. NO. 
1,985,962 
OTHERS PENDING 


Easy disposal of both 
TRASH and GARBAGE 


Extra conveniences often clinch the 
sale, and this Majestic appliance pro- 
vides a double punch for your sales 
story! Ends both the garbage and trash 
problems through efficient, downdraft 
incineration, Exclusive Majestic features 
and modern design assure complete 
satisfaction. 


DIMENSIONS ——20” wide, 24” deep, 36/4” high. 
CAPACITY 


FLUE——Reauires 7” smoke pipe outlet, May 
be used with any chimney flue 6” or 
larger. 


Two bushels. 


BURNER ——Monoport, 18,000 BTU rating. 


PILOT ——automatic, 1500 BTU rating, de- 
hydrates. 


FINISH 


Gleaming white enamel over rust- 
resisting Poly-Kote base. 


SEE your dealer or write 


The Majestic Co.Inc. 


413-A Erie Street, Huntington, Ind. 
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DOCUMENTARY FILMS. New Horizons. Uni- 
versal-Rundle Corp., Dept. HH, New Castle, 
Pa. 16 mm. in color 


This movie on the manufacturing processes 
of vitreous china, enameled cast iron and 
enameled steel plumbing ware is available to 
trade groups. 


VAPOR BARRIERS. Visqueen Film. The 
Visking Corp., Plastics Div., Dept. HH, P. O. 
Box 1410, Terre Haute, Ind. 12 pp. 81/.” 
xii" 


Full information on this polyethylene film 
now being used as a vapor barrier in heuse 
construction. Complete technical data, as well 
as installation recommendations, 


Enameled Chrametiand Stoel 
@_ Porcelain on Aluminum 
Plastic 


Enameled Aluminasm 


wall and ceiling KO NX 


Clear-enomoled Copper 


WE Poliched Stainless Steet 


THLE. Vikon Tiles. Vikon Tile Corp., Dept. 
HH, Washington, N. J. 12 pp. 


Wash-drawing illustrations of the full line 
of Vikon tiles in metals and plastics, plus 
installation technique. 


SKYLIGHTS. Wasco Data File: Wasco 
Flashing Co., Dept. HH, 87 Fawcett St., 
Cambridge 38, Mass. 4 booklets. 81/2.” 
x 117 


Technical information and photographs of 
plastic domes, together with accessories used 
with them. 


PLASTERING. Greater Security and Greater 
Profits in Plastering. E-Z-On Corp., Dept. 
HH, 1725 W. Pershing Rd., Chicago 9, III. 
8 pp. 8.” x 11” 


The ‘plaster pump; how it works, what it 
does, where it succeeded. Specifications and 
photographs of installations. 


ACOUSTICS. Sound Conirol Products. Owens- 
Corning Fiberglas Corp., Dept. HH, Toledo 
1, Ohio, 32 pp. 8Y_” x 11” 


Complete data reference on all Fiberglas 
acoustical materials and installation systems, 
with condensed descriptions and data on 
usage, standard sizes, relative costs and noise 
reduction. Also covers fire resistance and 
light reflection properties, and photographs 
of typical installations. 


LESCO HOMES 
so often imitated 
but never duplicated 


Investigate a real quality product 
with the savings of factory as- 
sembled parts. A wide range of 
styles 775 to 1,685 sq. ft. 


Call or Write— 


LESTER BROTHERS, INC. 
Drawer—751 


Martinsville, Virginia 


When YOU buy 
a new home the 
odds are in your 
favor that 


MORTGAGE LENDER 


who financed it 


reads 


house -_ home 


the greatest influence in 
homebuilding 


DESIGN + CONSTRUCTION + FINANCE + 
SALES * MODERNIZATION 


HOUSE & HOME 


' 


\than meets the eye in a 


@ 


oe 
q a 
fe 


* By merely looking at a KWIKSET ‘‘400”’ line 
lockset, you can’t see the years of research 
and development spent perfecting a lock 
that would not only be low in price but high 
in quality. You can't see the modern 
materials and methods that are used in 
producing a lock that is guaranteed to give 
years of dependable trouble-free service. 

And because they’re hidden from view 
by KWIKSET'S glistening-finishes, you \ 
can't see the construction features 
responsible for KWIKSET’S outstanding 
record of proven performance. 

But even if you can't see them—these are 
the factors that make the KWIKSET ‘'400”’ 
line America’s outstanding lock value. 


(f : 
4 \400" LINE \ “The Quality Lock for Budget Building’’ 
© 


KWIKSET SALES AND SERVICE COMPANY e ANAHEIM, CALIFORNIA 


HOUSE & HOME, December 1954. 
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SA el mn 


16,000 new homes will house nearly 70,000 people to make 


Levittown, Pennsylvania, the tenth largest city in the state. 


Specify the line designed by 


National Homes 1954 RANGER house 


Volume 6, Number 6, 


Published monthly by TIME Ine., 9 Rockefeller Plaza, New York 20, N. 
Subscription price $6.00 a year. 


Blo-Fan Electric 
Exhaust Ventilators 


Aerofan Electric 
Exhaust Fans 


Strato-Ray Recessed 
Lighting Fixtures 


Pry-Lite Recessed 
Lighting Fixtures 


wy nop 


yme 


thymes with FINE 


ond means il) 


Pryne Tilting Hoods 
with Fan and Light 


Pryne Infra-Red 
Ceiling Heaters 


Glomaster Recessed 
Wall Heaters 


Y. Entered as second-class matter at New York, N. Y. 


ee. 


rld's largest home builders 


ee EXHAUST 
Se PANS? 


) Why has Levittown, the world’s largest developer, 
@ 


Association of Home Builders air conditioning test proj- 
ect at Austin, Texas? 


cator, selected »*yme Kitchen Exhaust Fans exclusively 


) Why has National Homes, the world’s largest prefabri- 
e in 1953 and 1954? 


@ prymeFans are easiest and fastest @ weymeFans are the largest selling — 


to install. best liked by homeowners. 
@® pryme Fans give years of trouble- @ eymeFans provide maximum qual- 
free service — no call-backs. ity per dollar of cost. 


yo ll, (00, can enjoy the sales appeal and economy of »ryme Electric Exhaust 
Ventilators. There is a stocking distributor in your neighborhood. Mail the 
coupon today for his name and complete information about eryme Products. 


PRYNE & CO., INC, 

Box A-124, Pomona, California 

Please send complete information about your products 
and the name of nearby distributor. 


prume 


rhymes with FINE...and means it! 


Name 
Aad Warehouses: Los Angeles; San Francisco; Chicago; Newark, New Jersey, 
ress Stocked by electrical wholesalers everywhere in the U. S. and Canada, 
State 


i Zone 


| 
| 
| 
| 
| 
| Factories: Pomona, California; Keyser, West Virginia; Toronto, Canada.: 
| 
I 
| 
a 
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SOUND CONDITIONING 


adds sales appeal to your 
houses at low cost 


With noise an irritating problem in today’s appli- 
ance-filled, open-planned homes, the comfort of 
sound conditioning presents a strong selling “extra” 
that you can now offer your customers at re- 
markably low cost. 


Especially designed for residential use, Arm- 
strong Cushiontone® is a perforated wood fiber 
acoustical material that soaks up as much as 75% 
of noise that strikes its surface. To the home buyer 
this can mean reducing the racket of pots and pans 
in the kitchen, softening the blare of TV in the den, 
and quieting disturbing noise wherever it is a prob- 
lem. Smart looking as well as efficient, Cushion- 
tone is available in two distinct perforation patterns 
—the familiar 23 rows of even-sized holes, and the 
strikingly new Full Random design of non-direc- 
tional, vari-sized holes. 


One quick application of Cushiontone provides 
a completed ceiling. The simplest and most eco- 
nomical method is to nail the 12” x 12” Cushion- 
tone tiles to 1” x 8” furring strips spaced on 12” 
centers over the ceiling joists. Cushiontone can 
also be cemented to rock lath or to a plaster base. 
A two-coat white washable paint finish has been 
applied at the factory so the installation is com- 
pleted as soon as the last nail is driven. If you 
want to match a particular color scheme, Cushion- 
tone can easily be repainted without losing any of 
its noise absorbing effectiveness. 


More and more builders are discovering that the 
new comfort of Cushiontone quiet is the valuable 
“extra” they need to turn finished houses into com- 
pleted sales. Get full details on Armstrong Cush- 
iontone from your lumber dealer. For a free de- 
scriptive booklet, write Armstrong Cork Company, 
4212 Sixth Street, Lancaster, Pennsylvania. 


Sound conditioning is a new low-cost way to 
add greater sales appeal to your houses. In the 
kitchen, or wherever noise is a problem, Cush- 
iontone ceilings say comfort to your buyers. 


Cushiontone is available in two patterns — the 
familiar 23 rows of even-sized perforations and 
the strikingly new Cushiontone Full Random de- 
sign of non-directional, vari-sized holes. 


(Armstrong CUSHIONTONE 


the smart-looking ceiling that quiets the home 


DEXTER 


Colonial Cabinet Hardware 


AUTHENTIC IN DESIGN « YET LOW IN PRICE 


Beautifully designed in etched 
metal, this brand new line of 
Dexter Colonial Cabinet 
Hardware includes H & L 
hinges, strap hinges, knobs, 
latches and pulls. Two finishes 
are available: antique black or 
antique bronze... and they 
match Dexter’s etched finish 


Lifetime locks. 


DEXTER LOCK COMPANY 


GRAND RAPIDS ¢ MICHIGAN 


A SUBSIDIARY OF NATIONAL BRASS COMPANY 
In Canada: Dexter Lock Canada Ltd., Guelph, Ontario 


In Mexico: Dexter Locks, Plata Elegante, S.A. de C.V., 
Monterrey, Nuevo Leon 


DEALERS ARE NOW FEATURING THIS NEW COUNTER DISPLAY 


MANUFACTURERS OF DEXTER felime LOCKS 


HEATING... COOLING...WITH A 
SINGLE UNIT NO LARGER THAN 
| MANY FURNACES ALONE 


a oe ee ee ee ee ee ee 


FRIGIDAIRE 


Hit Condlilioning 


“ONE TEMPERATURE HOME” 


Here is the sales magic that can put you 
way ahead of competition — the Year Round 
Frigidaire Conditioner. Now, in addition to 
carefree automatic heating with gas or oil, 
you can offer the marvelous appeal of cool- 
ing by refrigeration in summer—with a com- 
bination unit so compact it fits easily into 
closets and utility rooms as well as basements. 


And added to this year “round comfort 
appeal is the sales magic of the Frigidaire 
name — known to home buyers as a symbol 
of quality, performance and dependability. 


You'll be amazed, too, at the reasonable 
cost of Year Round Frigidaire Conditioners. 
You can offer this sensational sales appeal to 
every home buyer and still keep your home 
prices competitive. And by designing your 
homes with air conditioning in mind you can 


ear Round =a 


assure buyers of maximum benefits with 
lowest operating costs. 


The Year Round Frigidaire Conditioner is 
designed to take advantage of the heating 
economies made possible by modern con- 
struction methods. Heating capacity is ade- 
quate for most homes being built today. 
Cooling power supplied by Frigidaire’s famous 
precision-built XD Meter-Miser Compressor, 
warranted for 5 years. Provides complete 
filtering, circulation and temperature control 


365 days a year. Compact unit measures only 
46” wide, 25” deep at the base and 76” high. 


Call your Frigidaire Commercial and Air 
Conditioning Dealer—or the Frigidaire Dis- 
tributor or Factory Branch that serves your 
area. Or write: Frigidaire. Dayton 1, Ohio. 
In Canada, Toronto 13, Ontario. 


FRIGIDAIRE Conditioners 


BUILT AND BACKED BY GENERAL MOTORS 


HOUSE & HOME 


here’s real sales magic in a FRIGIDAIRE © 


| Mealy made FOR EXTRA PROFITS 


DIRECT TO YOU 
from 


manufacturers of 


COMPONENT PARTS* 


FOR THE 
BUILDING INDUSTRY 


*STORAGE WALLS 

*INTERIOR WALL PARTITIONS 
*SLIDING DOORS 

*FLUSH DOORS 


Breece Storage Walls for greater 
merchandising appeal and in- 
creased storage area. 


BREECE PREFAB PARTS MEET YOUR 
SPECIFICATIONS, YOUR DELIVERY 
DATE AND YOUR BUDGET! 


| Breece Flush Doors—Interior | 
and Exterior doors of Phillipine 
Mahogany, Birch or Masonite. 
Prefit to your opening, machined — 
for your hardware. ; 


Breece Interior Wall Partitions 
for fast, economical installation. 
Available in modular sizes, or to 
your specifications. 


Our thorough knowledge of prefab parts manufacture, our 
up-to-the-minute production facilities and our years of 
experience in this field qualify us as suppliers to the build- 
ing industry. Home builders currently using our products 
include: Algernon-Blair, Inc., Brune-Harperau Builders, 
Inc., Colpaert Homes Inc., Crawford Corporation, Har- 
nischfeger Corp., Richmond Homes Inc., United States 
Homes Inc., United States Steel Homes Inc., Weakly 
Lumber Mfg. Co., W. G. Best Factory-Built Homes. 


If we can help you, why not send this coupon today for 
complete details. Remember, we sell DIRECT. 


Breece Plywood, Inc. 
13th and McBeth Streets, New Albany, Indiana 


Breece Pre-Hung Doors—Com-.- 
plete with hardware, jamb and 
trim. : 


Breece Sliding Wardrobe Fronts 
— Available in standard or floor 
to ceiling lengths. Complete with 
hardware ready to install. 


Please send information on 
[L Storage Walls (| Interior Wall Partitions [.] Flush Doors 
L) Sliding Doors [] Pre-hung Doors with jamb and trim 


Name 

Address PLYWOOD, INC. 
ee eS NEW ALBANY, INDIANA 
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That’s the story of the 1955 NAHB Convention-Exposition, where you'll see 
more exhibits... examine more new products... exchange more new ideas 
that you can use to boost your business next year. 


NAHB’s 11th annual Convention and Exposition will be the building in- 
dustry’s biggest show, offering money-making ideas for everyone. Whether 
you're a builder, architect, contractor, jobber, dealer, manufacturer, 
mortgage man or engineer —whether you’re a member of NAHB or not— 
you belong at this great show for builders! 


everything in building materials and home equipment . . . scores of 
brand new products, hundreds of improved ‘“‘standards” will be 
displayed by leading manufacturers. 


by experts in every field—financing, merchandising, building 
methods, taxes, market analysis, management and dozens of others. 


Hotel reservations must be in by December 15! If you are an NAHB member, 
register through your local chapter. If you’re not a member, register in 
advance and make hotel reservations through Convention Headquarters. 
Advance registration ($15 for men, $10 for women) must be sent with hotel 
reservation request. Make checks payable to National Association of Home 
Builders. Please show name, address, business classification and date of 

arrival for each person included in your request. Do it today! 


NATIONAL ASSOCIATION OF HOME BUILDERS 
CONVENTION & EXPOSITION HEADQUARTERS 
111 W. JACKSON BLVD., CHICAGO 4, ILL. 
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Prefabbers: 


DONT KEEP THE 
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DELIVERIES 
97.6% ON TIM 


We specialize in on-time, fast deliveries 


—of all prefab houses—with modern 


tandem trailers. 


Fast fleet of carriers serving Midwest 


and Eastern United States. 


FOR THE ANSWER 


Call on Whitehouse 


WHITEHOUSE TRUCKING, IN 


2905 WAYNE STREET---TOLEDO 9, OH 
Telephone—Walbridge 96 


Specialists in Hauling Prefabricated Hom 
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MATCHING 
BEAUTY 


the 500 CONCAVE series 


Matching beauty in Locks, Knobs 
and Pulls for every door, drawer 


and cupboard in the home. 


For custom effect at budget prices, 
builders of prefabricated homes 
specify Weslock matching hardware. 


WESTERN LOCK MFG. CO. 


Manufacturers of Weslock Residential Locksets and Builders Hardware 


WESLOCK 


GENERAL OFFICES: 211 NORTH MADISON AVE., LOS ANGELES 4, CALIF. © FACTORY: HUNTINGTON PARK, CALIF. 
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Sun Valley Model Westward Ho Series 


Predetermine your Profits for the year ahead 
by building FARWEST homes 


You can correlate Farwest Homes to all site conditions and lot 
limitations with the many variations of our Westward Ho Series. 


These Ranch-Type designs are adaptable to either wide or 
narrow lots, styled in conventional or contemporary architecture. 


You can profit by the experience of hundreds of Farwest 
builders who consistently report a capital-turn of 4-times or more 
per year erecting pre-structural Farwest Homes. 


Your financial backer will accept with confidence the integrity 
of Farwest materials and workmanship. We use only No. 2 ot 
better Douglas Fir based on West Coast Grades. 


You can profit from our years of experience in Standard pre- 
structuring to closer tolerances than “on-site” work ever permits. 
You gain too by our professional architectural service . . . plot 
planning . . . color planning with complete working drawings to 
meet FHA and VA specifications. We also help to sell your Far 
west Homes with brochures, color charts, specifications and co- 
operative advertising. 


Direct delivery to your site by truck or rail shipment to your 


nearest siding (you get the advantage of revised freight rulings) 


HOME BUYERS are requested NOT to write. We suggest instead, you 


consult your builder, realtor or banker to whom this advertisement is 
addressed. 


Copyright 1954 West Coast Mills 


STORAGE 
SSNEMEINENT 


EZ 


Westward Ho floor area 1050 sq. ft. 


Compare these FARWEST Values When 
You Plan for PREDETERMINED PROFITS 


1. Each floor plan gives you 3 to 5 variations of kitchen 
and bath arrangements. 


2. Prehung mahogany doors and expandable jambs. 
3. Room-size precision built wall panels. 

4. Front or rear living with open planning. 

5. Siding materials in 8 beautiful varieties. 

6. Plywood sheathing ... redwood storage walls. 

7. Lightweight trusses engineered for 30 Ib. snowload. 


You are invited to write for complete information. 
No obligation. 


WEST COAST MILLS 


BUILDERS OF FARWEST HOM Eas 
DEPARTMENT H CHEHALIS, WASHINGTON 
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-.«- gives you a 
lot for your money! 


hp totes mh 


Think how many partitions between rooms 
and hallways could use the sparkling beauty, 
the light-passing function of Blue Ridge 
Patterned Glass. 

Think how a panel like this will appeal to 


home buyers. It really marks a house as 


above the ordinary. Blue Ridge Glass is not 


expensive. It saves the cost of plastering, 
painting and papering. 
You can have variety with simply con- 


structed panels of Blue Ridge Patterned Glass. ee ce ears ed Doe ee oe 


coupon below. 

Blue Ridge Patterned Glass is sold by 
Libbey‘Owens’Ford Glass Distributors and 
Dealers all over the country. Ask to see 
samples of this beautiful glass. Then let your 
imagination go to work to add its appeal to 


You can choose from linear, checkered and 
over-all patterns. You can have plain, tex- 
tured or Satinol* finishes. 

Some builders use this glass to brighten 
and decorate entrance halls. Some use it in 
windows to transmit daylight, but to block 
unattractive views. When heat-tempered, it Vousshovse. ae 
makes an excellent shower enclosure. We 


could go on—but you can get many more 


| Libbey-Owens-Ford Glass Company, Dept. B-7124, | 

Z | BOOK OF 42 DECORATING IDEAS. 608 Madison Avenue, Toledo 3, Ohio | 
| “New Adventures in Decorating” shows Please send me my free copy of New Adventures in Decorating. | 
| how leading architects and decorators have | 

| used this lovely glass to add light and dis- Name (pleasefprint) | 
| tinction to home interiors. Send coupon | 

l for free copy. UNSC a eee l 

| City ae. __State. | 

| I 
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a Architects: 

~~ You can save valuable time with Kenna- 
7\  track’s helpful Architect’s Portfolio. Facts, 
figures and scaled drawings aid the detailing 
of sliding door installations. 


Kennatrack’s competitive prices protect your 
profit margins while the consistent high 
quality of all Kennatrack products protect 
your reputation. Add sales appeal to your 
homes the Kennatrack way. 


Builders: 
Only a full line of sliding door hardware 
permits you to select the right type for every 
job. Handy Buyer’s Guide takes the guess- 
work out of selecting and installing sliding 
doors; classifies the complete Kennatrack 
line; shows popular methods of installation. 


SERIES 250-A For 3/,” kitchen 
cabinet doors. Exclusive step- 
up design hides hardware. 


SERIES 650 Double track for 
1%” and 134” wardrobe by- 
passing doors. Minimum 


SERIES 600 Double track headinom, vequired: 


for 134” and 134” wardrobe 
by-passing-doors. .. adjust- 
able hangers. 


SERIES 700 Deluxe double 
track for 34” through 114” 
wardrobe by-passing doors 
... adjustable hangers. 


SCOTTIE SERIES High 
quality, low-cost 
sliding door hard- 
ware for 34”, 1”, 
14%", and 13%” 
by-passing 

doors... 

adjustable 

hangers. 


SERIES 750 Deluxe double 
track for 4” through 1144” 
wardrobe by-passing doors. 
Extra strong hanger instal- 
lation. : 


SERIES 300-A For 34” through 
13%” open, and closed pocket 
doors. Minimum headroom 
required. 


KENNAFRAME 


SERIES 800 Pre- 


SERIES 400-A For 134”-13,” 
closed pocket doors. Deluxe 


track with heavy duty, ball 
bearing axles. 


SERIES 350 For 
1%” closed pocket 
doors — adjustable 
hangers. Popular 
with frame man- 
ufacturers. 


fabricated warp- 
proof, all-metal 
frame for closed 
pocket installa- 


} tions. Series 400-A 


track already in- 
stalled. 


i] SERIES 900 Pre- 
® fabricated, low- 
# cost Scottie wood 


and metal frame. 


= Series 350 track 
already installed. 


Architect’s Portfolio— 
saves valuable time. Write 
for your copy today. 


Buyer’s Guide—takes the 


guesswork out of sliding 
door installations. Write 
today for free copy. 


Kennatrack CORPORATION 


ELKHART, INDIANA 
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TWINSUL 


WINDOWS 


Look to Ualco! warehouses . . . strategically located . . . with : 

Ualco manufactures the most complete line full stocks .. . to give you fast, money-saving NTAL 
of aluminum windows in the field, the only com-  Se7vice on any style windows, in any quantities! ae 
plete line. For windows as you want them—when you 


NOW—Ualco announces another great ser- want them—look to Ualco, world’s largest 
vice to the building industry: direct factory manufacturer! 


SEE OUR CATALOG IN SWEET’S ARCHITECTURAL FILE 16A OR WRITE US FOR COMPLETE INFORMATION 
UN 


SOUTHERN SASH SALES & SUPPLY CO. — SHEFFIELD, ALABAMA 
WAREHOUSES AND SALES OFFICES: Canton, Ohio; Elizabeth, N.J.; ASK ABOUT OUR ENGINEERING PLANNING SERVICE 


Hialeah, Florida; Florence, Alabama; Montgomery, Alabama; Yan Nuys, to assist architects, engineers and contractors in we 
California; Greensboro, N. C.; Aurora, Illinois; Ruston, La.; Kansas making “take-offs’” and solving window problems. PROJECTED 


City, Missouri. — 
M/S 
UALCO WINDOWS ARE UNCONDITIONALLY GUARANTEED AGAINST DEFECTIVE MATERIALS AND WORKMANSHIP [ | ; 


UALCO—WORLDS LARGEST MANUFACTURER OF. ALUMINUM WINDOWS 
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mearaseroun ses 20,000,000 OF HOME 


“T wanted to offer modern, worksaving 
conveniences in my low-cost houses, so I chose 
G-E Electric Sinks,” says Vic Posner, 
Maryland’s largest builder. 


There’s a reason why Victor Posner is the second largest builder on 
the east coast. Call it foresight. Call it vision. Call it courage. Call it 
sound selling sense. It is very evident in this builder’s planning, for 
his Victor Posner Developments has sold 250 houses in 2 days—750 ; 
houses in 3 weeks! 


2500 lovely houses like these! 


Only $8990—including de luxe equipment like the by the prestige of the most famous name in the 
G-E Electric Sink (model SE-120) and Disposall® electric appliance business — General Electric. 
(model FC-20) and G-E all-steel Cabinets! That’s No wonder these houses, and other G-E equipped 
real value—and appliance value that is backed houses, are selling so fast! 


Featuring a kitchen equipped with a G-E Electric Sink! 


Featuring the G-E Automatic Dishwasher and family, because they eliminate hand dishwashing 
Disposall—appliances that contribute so much and garbage handling. It’s a kitchen with a future 
toward the health and sanitary protection of the —in a house with a future! 


HOUSE & HOME 


ot 


cd 


ITH G-E ELECTRIC SINKS! 


Models shown above—Electric Sink SE-60, Disposall FA-4 


Here’s why you should include a G-E Electric Sink in your plans! 


Today’s value-conscious home buyer is becom- Sinks and Disposalls in your houses: 
ing more and more selective. Not only does he look 
for houses that are completely equipped with elec- 
tric appliances, but he looks for appliances that 


are reputable. 


1. Two appliances that eliminate the two worst 
household chores. 


2. A fully automatic dishwasher. 


3. A dishwasher that offers more features than 


With that thought in mind, here is a fact you any other make. 


should carefully consider in your building plans: 4. Healthful conveniences for home buyers. 


reports from builders indicate that even in areas 
where equipped houses move slowly, houses equip- 
ped with G-E appliances sell very fast! 


Here, then, is what you offer with G-E Electric 


Remember, too—you can include G-E Electric 
Sinks and Disposalls in your houses as part of the 
mortgage. The General Electric Co., Major Appli- 
ance Division, Appliance Park, Louisville 1, Ky. 


GENERAL @@ ELECTRIC 
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BORG-WARNER’S HYDRALINE i; the 


foremost modern development in year ’round central system 


malicmaniiost maine. 


heating and summer air conditioning using quiet forced 
water. Hydraline opens up a completely new era of 


opportunity in the plumbing and heating field. 
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(saline scores on all counts 


H. C. ADAMS 

P. O. Box No. 1843 

City National Bank Building 
Oklahoma City, Oklahoma 


Bus. Phone: Forest 5-4477 
Home Phone: Jackson 5-9453 


L. K. (JACK) ALTMAN 
P. O. Box No. 3298 
Station F 

Atlanta, Georgia 


O. D. ALTMAN 

P. O. Box No. 1073 
941 No. East 119th St. 
North Miami, Florida 
Phone: 89-6206 


Cc. O. BERGLAND 

M. J. Gigy & Associates, Inc. 
37 California Street 

San Francisco 11, Calif. 
Phone: Yukon 6-2803 


G. L. BROWN 

George Brown & Associates 
600 South Michigan Avenue 
Chicago 5, Illinois 

Bus. Phone: Wabash 2-7066 
Home Phone: Berkshire 7-8237 


hh Air Conditiontng ~ Just the Bast / 


BRYNER-SPRANLEY, INC. 
P. O. Box No. 12001 
5701 Canal Blvd. 

New Orleans 24, Louisiana 
Phone: Audubon 0229 


EDWIN P. COOK COMPANY 
Merchandise Mart Building 
1863 Wazee Street 

Denver 2, Colorado 

Bus. Phone: Keystone 4-2371 


J. T. DAVIS 

3303 Montrose Blvd. 
Houston 6, Texas 
Phone: Lynchburg 1777 


L. R. DISNEY, JR. 

P. O. Box No. 87 

Fort Thomas, Kentucky 

Phone: Cincinnati Hiland 8518 


FOULDS ASSOCIATES 
84 State Street 

Boston, Massachusetts 
Phone: Richmond 2-3166 


ORRA F. & JOHN P. HAWN 
7 Academy Road 

Albany, New York 

Phone: 2-4371, 8-8079 
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~ TRADE-MARK 


® VERSATILITY © BALANCED TEMPERATURES 
@ LOW COST ® EASE OF INSTALLATION 


Proven in performance—Hydraline completely solves the 
problems of combining gentle forced-water central heating 
with summer dehumidification and cooling at a competitive 
price. All the features of gentle forced water plus filtered air 
in one system! It’s a great story—get it for yourself 
from any one of the Hydraline Regional Representatives 
listed below. Phone, wire, or write the agent nearest you today. 


HEATING & COOLING 
DISTRIBUTORS 

902 W. Lycoming Street 
Philadelphia 40, Pennsylvania 
Phone: Baldwin 3-6602 


JACK D. KAY 

Kay Engineering Co. 

705 South 24th Street 
Omaha, Nebraska 

Bus. Phone: Harney 0345 
Home Phone: Regent 0755 


F. A. KROLL 

173 Orange Street 

New Haven, Connecticut 

Bus. Phone: University 5-1061 
Home Phone: University 5-0409 


J. C. LEWIS COMPANY 
209 E. Markham Street 
Little Rock, Arkansas 
Phone: FRanklin 2-7806 


C. E. MALONE CO., INC. 
623 No. Kings Highway Blvd. 
St. Louis 8, Missouri 

Phone: Forest 7-9090 


DUANE P. MARTIN 

7301 James Avenue, South 
Minneapolis, Minnesota 
Phone: Rockwell 9-7609 


J: M. McNAMARA 
138 West 7th Street 
Erie, Pennsylvania 
Phone: 4-6871 


R. E. RAWLES 

714 W. Princess Anne Road 
Norfolk 7, Virginia 

Phone: 3-0474 


GEORGE SHEPHARD 
3426 41st Street, S. W. 
Seattle, Washington 
Phone: Avalon 6072 


VELLA, INC. 

8081 Schaefer Road 
Detroit, Michigan 
Phone: LUzon 4-1117 


N. H. YATES & CO. 
505 W. Cold Spring Lane 
Baltimore 10, Maryland 
Phone: TUxedo 9-7217 


PRODUCTS 
DIVISION 


BORG-WARNER CORPORATION 
18538 MACK AVENUE, DETROIT 36, MICHIGAN 
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Architectural 
Quality 
Redwood 


A FINISHED PRODUCT WITH FULL RANGE OF DESIGN FLEXIBILITY 
»-.for interior or exterior application 


Far more than just a raw material, redwood is a finished product 
with rare flexibility. Inherent richness of color and grain suit it PALCO Redwood is tops 
for use in its natural form to accent or blend with a wide range in ALL these qualities 
of materials and backgrounds — high degree of paint retention 
allows full choice of finishes — workability, weather resistance, 
freedom from shrinkage or swelling, and maximum dimensional 
stability give redwood complete versatility in functional and design 
application. Palco Architectural Quality Redwood offers the extra 
value of highest uniformity of grade —yet you pay no higher 
premium. For design flexibility at its best — specify Palco 
Architectural Quality Redwood. 


High Dimensional Stability 
Low Swelling and Shrinkage 


Finest Paint Retention 


Good Workability 


Glue-holding Ability 


Vv 
Y 
4 
V Greatest Durability 
V 
V 


THE PACIFIC LUMBER COMPANY 


The best in Redwood—Since 1869 
Mills at Scotia, California 
100 Bush St., San Francisco 4 « 35 East Wacker Drive, Chicago 1 + 2185 Huntington Drive, San Marino 9, Calif. 


MEMBER OF CALIFORNIA REDWOOD ASSOCIATION 
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PRODUCT NEWS from Amrnican-Standard 


A review of products in the news and important features worth remembering 


American-Standard 


AMERICAN-STANDARD 
LAVATORY-DRESSING TABLES 


Ready-built American-Standard lavatory-dress- 
ing tables are now re-designed for greater beauty 
and for wider latitude in bathroom and powder 
room planning. They have new design counter 
tops of durable, decorative Micarta and are 
available in a wide choice of cabinet sizes and 
lavatory arrangements. There are straight front 
models and kneehole models . . . units for either 
right or left hand placement . . . single cabinet, 
single lavatory models... twin lavatory models. 
In short, there’s a unit to fit any space, and color 
combinations to fit any decorative scheme. The 
new and improved line includes the Dresslyn 
with its deluxe vitreous china lavatory, the 
Merrilyn with vitreous china lavatory, and the 
Highlyn with enameled cast iron lavatory. 


AMERICAN-STANDARD 
CONVERTIBLE KITCHEN CABINETS 


American-Standard kitchen cabinets are the 
only kitchen cabinets that offer your customers 
more usable storage space by having shelf and 
drawer arrangements that can be changed at any 
time to meet new storage demands. The position 
of adjustable sliding shelves or drawers may be 
changed in any undersink or base cabinet even 
after installation. Each sliding shelf, shallow or 
deep concealed drawer can be located at any 
of four levels. Deluxe exposed drawers can re- 
place doors. Wall cabinet shelves are adjustable 
on one inch centers. American-Standard kitchen 
cabinets are solidly constructed of heavy gauge 
steel, bonderized for long life and smoothly 
finished in glossy white enamel. 


For further information on American-Standard 


products see Sweet's Light Construction File. 


American-Standard 
Dept. HH-124, Pittsburgh 30, Pa. 


Without obligation on my part, please send me 
literature on: 


Lavatory-Dressing Tables. 
Convertible Kitchen Cabinets. 


American Radiator & Standard Sanitary Corporation, Dept. HH-124, Pittsburgh 30, Pa. 


Serving home and industry: AMERICAN-STANDARD + 
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AMERICAN BLOWER + 


CHURCH SEATS & WALL TILE 


+ DETROIT CONTROLS + KEWANEE BOILERS + ROSS EXCHANGERS + SUNBEAM AIR CONDITIONERS 
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AIMED 


AT THE HEART 


OF YOUR 
NEW MARKET 


The 1954 Housing Act drastically changes the 
complexion of the new home market. Many 
thousands of families have long been waiting 
for a home with plenty of space and flexibility. 
Now they can afford to buy one. 


Both in design and price, the Techbuilt 
packaged house fits this new market like a 
glove. Techbuilt offers more space for the 

money than any other house on the market. 
Compare Techbuilt’s cost per sq. ft., flexibility 
and overall design against the field. Then 
decide which packaged house offers the 
greatest value, the greatest saleability. 
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Detroit. 
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First Techbuilt house off production line of New York fabricat- 


ing plant. 


First FHA-insured mortgage. Techbuilt accepted for perma- 
nent mortgages by leading insurance company in 34 states. 
Negotiations under way for additional fabricating facilities to 
serve builders nationwide. 


Techbuilt has franchise builders in 14 stat 

i es and Canada. 

Sets houses have been completed in 18 states. This is 
y the beginning — for Techbuilt has already demon- 
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Write for full details on the Techbuilt Franchise to Techbuilt, Inc., Dept. H, 55 Brattle St., Cambridge, Mass. 
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P&H HOMES..a famous name in prefabrication.. uses 


DIESEL ENGINES « POWER 
SHOVELS = PREFABRICATED. 
HOMES » ELECTRIC HOISTS 
SOJL STABILIZERS « TRUCK 
CRANES » OVERHEAD CRANES 
WELDING EQUIPMENT 


RUSCO 


PRIME WINDOWS. 


Rated the World’s Finest 
Windows by Many Leading Builders 


woOusteSs Division 


HARNISCHFEGER CORPORATION 


Foo sPeina srecey 


PORT WASHINGTON WIS. September 10, 1954 


Mr. F. C. Russell 
The F. C. Russell Company 
1100 Chester Avenue 

Cleveland 1, Ohio 


Dear Mr. Russell; 


I thought you would enjoy kmowing that the use of 
the RUSCO Prime Window in all of our homes has greatly 
assisted us in our sales, As you kmow, we have been using 
this RUSCO Prime Window with insulating sash since 1951 and 
have received numerous commendations on it's Simple operation, 
easy maintenance and modern home design. 


At the present time we also handle for sale, as an 
optional item, the RUSCO 3-in-1 Windo-Door and the all metal 
Venetian Awnings and Venetian-type Door Canopies. We have 
found that the use of the awnings and canopies aid in the 
appearance of large subdivisions and the 3-in-1 Windo-Door 
gives an appearance immediately of high quality in craftsmanship, 


Cordially yours, 


\CHFEGER CORPORATION 


One of the best yardsticks of success—is an Architect’s or Builder’s 
professional opinion of a product. 


. Hwass, 
General Manager 


Not only do Architects and Builders recommend Rusco Home 
Comfortizing Products—they use them in the homes and buildings 
they design and build! 


“Always one step chead 
of the weather" with 


RUSCO 


RUSCO 3-IN-1 WINDO-DOOR 
prime door, screen door, ventilating window 
All in one beautiful unit 


Glass panels slide up or down for ventilation, give 
welcome added light and view. Like adding a 
huge window to your kitchen or porch entrance! 
Rusco’s all-year Fiberglas screen cannot rust, 
rot, corrode or stain. 


RUSCO...AII-Metal VENETIAN AWNINGS 
and VENETIAN-TYPE DOOR CANOPIES 


For beauty and year ‘round protection 


Rusco offers a complete line of metal door and 
terrace canopies—styled to enhance the appearance 
of any home! Choose from a wide range of popular 
colors—beautifully finished with baked-on enamel, 


= 


The F.C. RUSSELL Company Dept. 6-MB124, CLEVELAND 1, OHIO * IN CANADA: TORONTO 13, ONTARIO 
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_ you can give them - 
what they want with 
New Century Homes 


Unlimited exterior treatment, choice of over 200 floor plans and 
extreme flexibility in selection of interior trim, equipment 

and refinements, will permit you as a New Century 
Dealer-builder to satisfy every home buyer. Whether economy 
or luxury is the guiding factor in home selection, there 

is a multiple choice for every client. 


} 
Before agreeing to any prefab franchise you should investigate 
very carefully the product, personnel behind its manufacture, 
service rendered and experiences of present Dealer-builders. 


We at New Century urge you to come to Lafayette, see our 
plant in operation, talk with our architect and engineers, 

visit families living in our homes, compare them with other 
prefabs—then decide for yourself whether the facts you 
learn favor New Century. 


Facts in Print” 


Write Today for 


Whether you build conventional or prefab houses in 
single units or large developments, this brochure will 
show you how to increase your net profits, reduce your 
paper work and eliminate the usual gambles of home 
construction, Write for your free copy today. 
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Identical floor plans 
were used in these two homes... . 


but look at the difference 


in appearance. 


NEW 


_ CENTURY 


NEW CENTURY HOMES, INC. 
Lafayette, Indiana, Telephone No. 2-0171 
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eel Windows ae STRONG 


@ And that’s one of the most important reasons they were 
selected for this job. Some of the windows in this school and 
convent—see close-up of window at right—were really big 
... 5 feet, 1% inches wide by 19 feet, 10 inches high. And each 
standard window section must carry two panes of glass— 
stained glass for the inside with clear glass outside. The total 
glass weight for each full window averages 525 pounds. When 
this weight is combined with the high wind loads character- 
istic of this flat country, you must have a window that is 
exceptionally strong—one that will be sure to keep its shape 
and fit. 

This was really a job for steel windows. For one of the out- 
standing features of steel is its strength . . . its ability to 
withstand stress and strain; to undergo severe usage and long 
service without cracking, buckling or warping. 

More and more, steel windows are coming to be the first 
choice of architects, builders and contractors for jobs of all 
types—from large establishments like this to small homes 
and buildings. 


For more than forty years, United States Steel has been supplying 
window manufacturers with special rolled section high-grade open- 
hearth steel. 


These advantages of the steel windows aren’t limited to the builder. 
It’s easier for the architect to design a window to compliment the 
architectural style of the house when he knows that the builder 
can specify a steel window that fits into his plans perfectly. And 
the realtor and mortgage holder know that a house with well- 
designed, well-constructed steel windows is a better bet for them 
to handle. 


Mr. Jacob Dech, Foreman for Roediger, likes steel windows, and likes to 
work with them. He says, “Steel windows are so simple to install that it cuts down 
the time per job. If wooden windows were used here they would have had to be 
anchored, plumbed and braced in place. With steel you simply slide them between 
concrete block inside and brick veneer outside, with much less work and less time, 
Steel windows also take a beating better and can be handled roughly.” 


Exterior view, School and Convent of the Sisters of Incarnate Word, Parma, 
Ohio. Contractor: Roediger Construction, Inc., Cleveland, Ohio. 

Architect: John Edward Miller, Cleveland, Ohio. Note the unusual number of win- 
dows—of various types—used throughout the building. 


UNITED STATES STEEL CORPORATION, PITTSBURGH +» COLUMBIA-GENEVA STEEL DIVISION, SAN FRANCISCO 


TENNESSEE COAL & IRON DIVISION, FAIRFIELD, ALA. 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


U-S-S STEEL FOR WINDOWS 


Look for this label—if 
is your assurance that 
the windows are made 
from quality steel. 
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Inrerestep in cutting yourself 

a bigger slice of the housing market? 

Thyer offers the “hottest deal”” made 
7 by any manufacturer of houses to- 
day. Virtually everything you need 

to do a profitable building job — 

4 handed to you on a “‘silver platter’. 


It is just right for a contractor 
averaging 10 to 30 houses a year by 
conventional construction — ideal 
too for large scale operators already 
experienced in erecting factory 
assembled houses. 


Thyer offers 6 major services to 
builders, developers, or those in- 
terested in investing money in Thyer 
houses. Write or call us today. A 
field representative will be glad to 
sit down and show how Thyer can 
help you do a bigger, better and 
more profitable job. 


me 


@ CLIMATE-RIGHT STYLING 
Designs by Richard B. Pollman 


Dozens of attractive 2, 3 and 4-bed- 
room homes to choose from. Base- 
ment and non-basement models; 
1, 1% and 2-bathroom designs. 


Southern and Gulf Coast Lines — 
specially designed models available 
for Southern and Gulf Coast 
climates. 


@ COMPLETE HOUSE 
PACKAGE 


A single order to Thyer delivers a 
whole house. Saves many hours of 
“chasing around’”’ or waiting for 
delivery — simplifies cost control. 


@TURN-KEY CONTRACTING 


Thyer can furnish houses, con- 
struction financing and a bonded 
contract price to developers who 
want to build 50 or more houses 
at a time. 


VER PLATTE 


“PROFIT SYSTEM” 


@ NATIONAL ADVERTISING 
and MERCHANDISING SUPPORT 
Thyer provides builders with 
catalogs, merchandising materials— 
and a hard-hitting advertising 
campaign in — 

e Living for Young Homemakers 

e Parents’ Magazine 

e House Beautiful 

e House and Garden 

e Small Homes Guide 


@ COMPLETE FINANCING 
SERVICE 

90 - Day Interim Financing for 

qualified Thyer builders of 10 to 

30 houses per year. 

Construction Financing for de- 

velopers building 50 or more houses 

at a time. 

Mortgage Brokerage Service on 

advance commitments or on resi- 

dences ready for immediate delivery. 


@LOCAL FIELD SERVICE 


14 Southern and 15 Northerh field 
representatives are ready to offer 
local assistance to builders in 
erecting, developing, financing and 
merchandising. 


Ce a te etree | 


Send For Complete Information on the Thyer “Silver Platter” Program Today H 
a 
fama O Builder ‘Es Realtor O - 
Please send me: Cine {other) fi H 
ti tructi: i 
{_] General Information on Thyer Homes sig ia areal lel : 
(J Catalog of Thyer Homes is) pone on turn-key contracting ‘ 
J tnformation on complete financing [] Have Thyer representative call a 
service H 
Name F 
Company - 
Address H 
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There’s one way to be sure of what you’re 
getting when you buy plywood sheathing... 


LOOK FOR THIS DFPA 


Be safe—be sure! Insist on genuine DFPA trademarked sheathing, 
engineered to meet exacting structural requirements. 


When you buy grademarked, trademarked PLYSCORD, you're getting 
strong, durable Douglas Fir plywood sheathing that’s quality-tested by 
DFPA* to sue the buyer. 


% 
DFPA: Douglas Fir Plywood Association is a 

non- profit industry organization devoted to product 
research, promotion, and quality maintenance. 


NEW: A handy slide rule giving thickness 

and nailing recommendations for Plyscord sheathing 
on various stud, joist and rafter spacings. Free. 
Write DFPA, Tacoma 2, Washington. | 


GENUINE 
DOUGLAS FIR PLYWOOD 


TRADEMARK! Ayan 


INTERIOR TYPE GRADE C-D 


SHEATHING <g 


Mr. Pre-Fab Builder... 
a revolution in building brings yo 


luxury-quality fenestration... af 
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Custom-built at $50,000 or factory 
these homes achieve the advanced 
with the very same Fabrow 


WIRE TODAY 
OR WRITE FOR 
IDEA BROCHURE 


FABROW MFG., INC., TOLEDO, OHIO 


architect-designed 
pre-fab prices! 


_ Cas Piqua, Ohio 
With Fabrow. gener: Wail kremes 


Designed by Richard Pollmax a ae 
~ Built by Richard P. Pollman Building Co., Detroit, Mich." =a 


-built at $10,000* 
contemporary look 


“NS 


Windows. Sad 


Now, the industrial revolution in building brings your 
homes custom-quality, architect-designed windows 
at mass production prices . . . to sell your homes 
faster. Larger see-through glass areas bring the 
outdoors inside. Designed for insulating glass, 

either Thermopane or Twindow, climate controlled 
regardless of the calendar with the Fabrow 
Rotoventilator. 3 architect choice styles, 21 sizes in 
handsome Douglas fir for every advanced building 
design in 55! 


*Pre-Fab homes range from approx. $9,990 to $26,000. 
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HOW MUCH MORE COULD You GET? Weldwood birch 
paneling in a bedroom adds sales appeal, yet an 
8’ x 12’ wall area costs only about $41. 


ae ie rh oe 
HOW MUCH MORE COULD You GET? Beautiful Weldwood walnut panel- HOW MUCH MORE COULD You GET? This Weldtex® 
ing for a dramatic 8’ x 12’ fireplace wall area costs only about $42, wall makes any price house Jook “upper-bracket,” 


yet an 8’ x 12’ wall area costs only about $24. 


HOW MUCH MORE COULD You GET? A Surfwood® paneled fam- 
ily recreation room can sell a house on sight, yet an 8’ x 12’ 


HOW MUCH MORE COULD You GET? A Samara® paneled utility room, or for that 
wall area costs only about $22, 


matter any room in the house, looks like a million, but believe it or not, 
an 8’ x 12’ wall area costs only about $21, 
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paneled walls like these 


~ Only $21 to $66 invested in even one Weldwood paneled 
wall can help you get a better price for your homes. It’s 
no gamble, it’s practically a sure thing! For proof—try it 
in a model house! 


. 
| 


How much more could you get for your homes if they had beautiful 

wood-paneled walls like you see here? The best way to find out is to 
install Weldwood paneling in a model house. You'll see for yourself 
_ what so many builders have already happily discovered. 

Weldwood real wood paneling has a natural grown-in beauty that 
speaks for itself . . . gives a house the type of sales appeal that commands 
a better price! Best of all, the installed cost of beautiful Weldwood 
_ paneling is amazingly low in comparison with its high sales appeal value! 


i NEW REGULATIONS MAKE BETTER VALUE EASIER TO BUY. Lower down payment 
requirements and smaller monthly mortgage payments on higher priced 
_ homes now make it easier than ever for you to build in better value 
_ with Weldwood paneling. Better value almost always finds a buyer 
willing to pay a better price! New regulations make more prospects 
able to do so! 


. 


THERE'S PRE-FINISHED PLANKWELD® Too! Made-to-order for the builder 
working against time. Plankweld eliminates the time and expense of 
; on-the-job finishing. 1614” wide x 8’ high Plankweld panels can be 
installed in a matter of a few hours on any dry wall or directly to studs 
_ or furring. Special metal clips included with each package of Plankweld 
hide nails. Installed costs are usually little more than for walls using 
jconventional wall covering materials. 

. 


CHECK WITH YOUR LUMBER DEALER. See guaranteed for the life of the home 
Weldwood paneling at your lumber dealer’s today! See the complete 
Weldwood line, including Stay-Strate® Doors and superior Douglas Fir 
Weldwood at any of the 73 United States Plywood or U.S.-Mengel 


Plywoods distributing units in principal cities, or mail coupon. 


HOW MUCH MORE COULD You GET? Plankweld in a variety of pre- 
finished wood faces has a beauty all its own. Yet, an 8’ x 12’ 
wall area ranges from only about $53 to $66. 
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BIRCH PANELED KITCHEN WALLS AND CABINETS. W eldwood 
hardwood plywood is a natural for kitchen cabinet 
construction, Cheerful working space like this makes 


a sure hit with the lady of the house. 


STRIATED EXTERIOR WELDTEX®. Project house or mansion, 
Weldtex gives the outside of the house that away- 
from-the-ordinary “look” that brings a better price. 


NOVOPLY® SLIDING DOOR STAY-STRATE® DOORS. Guar- 
UNITS. Save space, will anteed for the life of the 
not warp, cost so little. installation, 


< SORIGR: BRADE givwrees. 18 
WEARER: FOR THE Grek OF THE HOUSE. i] 


This Weldwood Guarantee display plaque in genuine 
walnut, 1134" x 74/’, is available free to builders featuring 
Weldwood paneling. Ideal for model homes. 


~h) 
[ 


Weldwood 


UNITED STATES PLYWOOD CORPORATION 
World's Largest Plywood Organization 
U. S.-MENGEL PLYWOODS INC., Louisville, Kentucky 
In Canada, Weldwood Plywood Ltd., Montreal and Toronto 


ee ey 
UNITED STATES PLYWOOD CORPORATION 
55 West 44th Street, New York 36, N.Y. Hil-12-54 


FREE: Please send me 24-page Contractors and Builders Book 
chock-full of Weldwood data and specifications, plus low-cost 
ideas that will help me get a better price for my homes. 
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LOC 2— 


CLIFF MAY-CHRIS CHOATE MANUFACTURER-DISTRIBUTOR SYSTEM ... 
each distributor is a manufacturer licensed to build the component parts of the 
homes and assemble the house package. He also licenses builder-dealers 

in his area. This highly successful system eliminates irritating delays and 
transportation headaches, permits the use of local labor and suppliers, 

and makes the homes extremely adaptable to local conditions and codes. 


t 


i 
ey as 
nice A 


community... QUEF MAY xomés 


| 4 


© ae, 


THE HOUSE ITSELF by Cliff ray and renter: Chris Choate... in 9 models and floor plans—2, 3 or 4 bedrooms— 0 

1 or 2 full baths—single or double carports or Pe icorporating the wonderful livability and luxury features which 

characterize Cliff May’s fabulous custom designs. (Erected swiftly and economically using the Cliff May-Chris See system.) 
pa 
tay 

The Cliff May Homes distributor organization ih 

is growing rapidly —spreading across America? 

into each state and county. ye 

Territories are still available. if 

If you'd like to join this team of top builders 

who are bringing the new look vA 

into every community .. a 

wire, telephone or safer ¢ 

Cliff May Homes, 13151 Sunset Boulevard, 

Los Angeles 49, California : 

ARizona 3-6555 


THE PREFERRED PRODUCT GOING INTO. 


the extra-efficient 
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i 
TODAY’S LEADING PREFAB HOMES IS 


insulation 
sell the house 


When the leading prefab manufacturers specify Fiberglas* Insula- 
tion for their homes—there must be a reason. 


It’s this—Fiberglas Insulation is extra efficient—easy to 
install—and it helps sell homes! 


Look at those points again. Extra-efficiency means comfort 
and economy to the buyer. Today, thousands of prefabricated 
homes are cooler in the summer, warmer in the winter—because 
they have Fiberglas Insulation. And the owners pay far lower 
fuel bills than they would have to otherwise! 


Installation? What could be easier to install than lightweight, 
flexible Fiberglas Insulation. It fits assembly line techniques like . wi 
a hand fits a glove. On-the-site installation is a cinch, too, where ON THE SITE—Fiberglas Insulation is easy to batalla and 
lightweight roll blankets with continuous vapor barriers keep Instat eaves WAbor time) 

labor costs down. Fiberglas Insulation is easy to cut, handle and 
staple in place. Saves you important labor time on every home. 


But what will really pay off for you is the way Fiberglas Insula- 
tion helps you sell your homes. You know yourself that quality 
features have an important bearing on home buyers’ decisions. 
Fiberglas Insulation in your homes gives you a quality feature 
that’s unmatched for swinging decisions in your favor. Advertised 
nationally in magazines and over network TV—t is the insulation 
home buyers know best and recognize as the finest. 


_ Standardize on Fiberglas Insulation for your homes... you'll 
find them easier to build, easier to sell! Owens-Corning Fiberglas 


Corporation, Dept. 67-L, Toledo 1, Ohio. A FORM FOR EVERY NEED —special made-to-order forms 
for factory operations; plus Roll and Batt Blankets, Per- | 
imeter Insulation, Utility Batts and Pouring Insulation © 
for on-the-site installation. 


FIBERGLAS BUILDING INSULATIONS ARE DISTRIBUTED NATIONALLY BY: 
OWENS-CORNING : : 
eu INSULITE : TIGER 


LSU, : : A LO : 
; : 4 : Wr : i 

c : my c : HS : : GED 
x rs) : : BUILDING : a a . 
ar : PRODUCTS : : VERY : : 
ARMSTRONG : CERTAIN-TEED : THE FLINTKOTE 3 MINNESOTA AND fe KELLEY ISLAND w THE RUBEROID 
CORK CO. 3} PRODUCTS CORP. : COMPANY 3: ONTARIO PAPERCO. ° COMPANY ‘ co, 


Lancaster, Pa. $ Ardmore, Pa. 3 New York,N.Y.  $ Minneapolis 2, Minn. 2 Cleveland, Ohio 4 New York, N.Y. 


TM REG.U.S.PAT OFF 


# Fiberglas is the trade-mark (Reg. U. S.1Pat. Off.) of Qwens-Corning Fiberglas Corporation, 
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THE STORY OF 


Tht SCIENTIFICALLY-BUILT 
HOLLOW FLUSH DOOR... 


PATENT PENDING 
EXCLUSIVELY MORGAN 


PTEE-COR HOLLOW FLUSH DOOR! 


... FOR ELTHER INTERIOR OR EXTERIOR USE 


THE INSIDE STORY ON THE 


MORGAN TEE-COR 


The Worlds Finest Low cost 


FLUSH DOOR! 


’ Full-width stiles of solid straight softwood. 


Top and bottom rails are full width solid 
straight softwood. Doors may be reduced as 
much as 2” in height by trimming an equal 
amount from both top and bottom of door. 


Lock blocks on both sides of door are full 
width and length softwood. Doors of 134” 
thickness have extra long lock blocks for 
exterior hardware. 


(>) Scientifically arranged truss block core spaced 

—/ in Exclusively Morgan “T” formation through- 
out the entire area of the door. Set at angle 
in relation to grain of wood in face veneer 
so that they equalize all stresses — crosswise, 
lengthwise and diagonally. 


Faces are the finest quality selected veneers, 
belt sanded to a perfect finish by experts. 
Entire inside surfaces of face panels are coated 
with the highest quality, unadulterated, mois- 
ture-repellent urea resin glue! 


» Glue is cured under controlled pressure and 
{> furnishes the strongest possible bond between 
the face panels — extensive core area — frame 


and lock blocks. 


Coating the entire inside surface of the 
face panels forms a complete barrier 
against absorbing moisture from within. 


This is just as necessary as finishing the 
exterior of the door to prevent moisture 
absorption from without. 


Beautijul Face Veneers for 


TEE-COR DOORS 


Furnished in Standard Stock 
Sizes 134" or 134" thick. 


M-4280 “A” GRADE PHILIPPINE 
MAHOGANY (LAUAN) 


selected 
versatile 


Only finest 
veneers. The most 
veneer of all types of finishes 
at low cost. 


M-4280 “A” GRADE BIRCH 
book 


quality 


Beautiful 
matched veneers 
lected for pattern and quality. 


M-4290 NO. 1 GRADE BIRCH 


one-piece or 
carefully se- 


Carefully selected, top quality 
face veneer. Suitable for natu- 
ral finish, staining or painting. 


M-4280 “A” GRADE RED OAK 


vg eo 
Carefully selected finest quality te oe 
veneers. Suitable for all types i as A : 
of finish. otha Pas Be 


SCIENTIFICALLY 


_® CONSTRUCTED 
TEE-COR DOORS ARE 


The Worlds Finest 


... at any price ! 


This outstanding, low-cost Morgan door 
is the WORLD'S FINEST hollow flush 
door built on a scientific basis. 

Within this finest of doors are scientifi- 
cally arranged wood fibre blocks that are 
moisture resistant. They are precisely posi- 
tioned to keep the faces uniformly flat. 
They absolutely do not show through the 
faces at any time or under any condition. 

The exclusive Morgan “T” placement of 
the core blocks equalizes stresses in all 
directions under all climatic conditions. As 
a result, Morgan Tee-Cor flush doors are 
stable against dimensional changes, warp- 
ing and twisting. 

Tee-Cor doors are precision inspected 
under direct intense light rays engineered 
exclusively by Morgan. 

You are assured of the ultimate in 
beauty, quality, material, workmanship and 
finish ... all at a low price. 


THIS MEANS YOU CAN HAVE 


The Worlds Finest Door 


at a price every builder, every 
home owner can afford! 


PAT. 
PENDING 


SCIENTIFIC Strength ! 


BEHIND EVERY 
Low Cost TEE-COR DOOR 


PAT. 
PENDING 


Tee-Cor core blocks are scientifically placed so that stress is 
equalized in all directions—crosswise, lengthwise and diag- 
onally, under all climatic conditions. An exclusive Morgan 
feature that makes the TEE-COR today’s top door buy! 


MANUFACTURED ONLY BY 


MORGCA 


S20 OREGON STREET: 


FILS cel Y 


OSHKOSH,WISCONSIN 


Time and material for chimney construction is being cut 
30-50% on average new housing installations with the Van-Packer 
Packaged Masonry Chimney. It goes up with 2 ft. genuine 
masonry flue sections — installs with one man in 3 hours or less, 
with two men, 114 hours. Ceiling or floor suspended (under 


construction above), the chimney installs directly over furnace 
saving valuable floor space. No special skills required. Sections 
made of 58” fire clay tile inner lining, 3” vermiculite concrete 
insulating wall, and cement-asbestos jacket. Chimney’s insulating 
value equal to 24” solid brick wall. 


Genuine masonry Van-Packer chimney 
goes up by sections in 11/2 hours 


Easy-to-use plastic squeeze bags provide Approved for all fuels—coal, oil, gasa— Completely packaged, all parts 
the acid-proof cement permanently sealing the Van-Packer Chimney is FHA accepted, needed delivered to the job. See your local 
each joint (above). Van-Packer Chimney UL listed, approved by major building classified telephone directory for listing of 
withstands 2100° F., is UL listed for codes. “Brick-Panel” Housing has “buyer WVan-Packer distributor. If none is listed, 
zero clearance. acceptance” of conventional brick, write Van-Packer Corp. 


YZ PACKAGED MASONRY CHIMNEY Send for all the facts 
Ban -Packer 


WITH “BRICK-PANEL” HOUSING 0° ‘he Van-Packer 
Van-Packer Corporation ¢® Bettendorf, lowa Safety Chimney. Ask 


Packaged Masonry 


for Bulletin 19L- 
AF28. 
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the modern fashion in floors 


Open planning helps to sell houses. Prospects for small and medium size houses, par- 
ticularly, are attracted by the feeling of spaciousness this new concept of interior 
design offers them. But without decorative unity, much of the open effect is often lost. 
A simple way to achieve this harmony between living areas is to use a single deco- 
rative floor design of Armstrong Linoleum throughout the interior. There are many 
appealing colors and design effects from which to choose. Even the Armstrong name 
helps sell the housewife. She knows Armstrong Linoleum as an easy-to-clean floor 
that's famous for style and long wear. Let Armstrong's Bureau of Interior Deco- 
ration help you plan floors of Armstrong Linoleum for the next house you build. 


Floor is Armstrong's Embossed Inlaid Linoleum, Style No. 5310. 


Send for free sketch plan of this kitchen-dining area with its floor 
of Armstrong's Embossed Inlaid Linoleum. List of furnishings in- 
cluded. Write Armstrong Cork Company, 112 6th St., Lancaster, Pa. 


(Armst rong 


LINOLEUM 


for every room in the house 


| 


SELECTED FOR 


KELVINATOR APPLIANCES 


“Homes For All America” 


BY TRUETT A. BISHOP 
DAL 


Utility Room in this 
model home features 
Kelvinator Home 
Freezer and beautiful 
new matching Kel- 
vinator Washer and 
Dryer. New 1955 
Kelvinator Automatic 
Washer with “Sham- 
poo Washing” and 
“*X-Centric Agita- 
tion’ ’getsdirty clothes 
really clean—has 2 
separate automatic 
washing cycles for 
fine fabrics or regular 


fabrics. 


DouBLE 
CAR PORT 


HOBBY 
SHOP 


AS DESIGNER-BUILDER 


<4 Mr. Truett A. Bishop, Dallas Designer- 
Builder, took basic Better Homes & Gar- 
dens’ designs for this All-American Home 
and adapted it specifically for Texas cli- 
mate and living modes. 


“Home For All-America” 
It is designed for today’s 
family life, with ample 
work and play area. Y 


BEDROOM | 


MASTER BEOROOM 


aS es Fe 
w 
KITCHEN 
DINING ROOM 
fof Pac} ——- 


Mr. Bishop’s reasons for selecting Kelvinator Appli- 
ances and Cabinets for his show home of the year are 


outlined in this unsolicited letter at right. The buyer- 
appeal of this Bishop-built home can be included in 
your homes easily and at low cost with Kelvinator 
products. Why not write today for full information and 
specifications? Dept. HH 12, Kelvinator, Division of 
American Motors Corporation, Detroit 32, Michigan. 


Kitchen has Kelvinator Cabinets. Pantryette wall 
cabinets—sliding doors of frosted glass, sloping 
fronts, rounded edges for easy cleaning, safety from 
head bumps. Automatic Defrosting Kelvinator Re- 
frigerator recessed in opposite wall. 


€altor * Bullder . 


My f. 
kitchen ae iS tarerience in using 
was the inatalle ean Kelvinator 
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Showed 


to about 10 
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kitchenn start cooking ay Signing, 
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Mer. Apartme, Yours ve. 
Kelvinator Divi g ettlder Seley ry truly, 
Tican Mo == > “ . 
24250 Plymouth poorPoPstion, 21 CC ice fe,_4,[ See KELVINATOR 
TOLt 32, Michiga’ TRUETT 4, Brsuc YY, at Booth #1 
Desieaer-Buiig ie Conrad Hilton Hotel, 


NAHB Convention 
January 16-20 


Go Mechusatov and be years ahead! 
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designed for living | the way your prospects want to live 


Now—you can offer your community DISTINCTIVE CONTEMPORARY HOMES 
that look custom-built in every detail—except the price! 


YOU DESIGN THE EXTERIOR WITH INTERCHANGEABLE PANELS! Hundreds of 
variations. Take advantage of sun and view. Create pockets of privacy for dining and play. 


... featured by Better Homes & Gardens, House & Home and 
many other leading publications. 


... backed by successful sales records in America’s most exclusive suburbs. 


Join the 50 successful Modular Homes Dealers! 


IT’S REDWOOD—INSIDE AND OUT ~~ 


DULL AIR, HOME|S|: Bae at 
Barrett Station & Dougherty Ferry Rds. — 
Route 13 — Kirkwood 22, Mo. 
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jin ee ARE EXAMPLES of wood sidings with 
the rugged informality of western forests . . . 
or the classic simplicity of elegant city homes. 
To give your customers exactly what they 
want, the Weyerhaeuser 4-Square line includes 
sidings of 11 softwood species, milled to a 
variety of patterns. 

These sidings offer many features not found 
in other materials. Horizontal sidings, for 
example, can be used to emphasize the length 
of a home. Vertical sidings add height. Natural 
finish suggests an informal hospitality, while 
painted surfaces provide almost unlimited op- 
portunities for individual expression. 

Other important features include the fact 
that all 4-Square sidings offer the warmth and 
beauty that only wood can give. Wood sidings 
also are outstanding for their durability and 
ease of application. Economy is important, 
too ... long life means low yearly cost. 

Precision manufactured, uniformly graded, 
shipped and handled with care, Weyerhaeuser 


also brings 


@ you... 


your choice of 


4-Square sidings offer outstanding values for 
your discriminating home owners. 

Ask your 4-Square Lumber Dealer to 
give you full details of these popular wall 
coverings, or write for descriptive literature. 


The deep shadow lines of bevel siding 
emphasize the length of this home and 
enhance the simplicity of the design. 
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MIDWEST HOUSES |” 


caw be inportamt to 


YOUR BUSINESS 


THE PATIO SERIES 


Another 3 - bedroom contem- 
porary home series with in- 
terior and exterior variations. 
These homes provide the ex- 
pansiveness of indoor-outdoor 
living, bath-and-a-half con- 
venience, and the advantages 
of both a living room and 
family room. 


Bedroom 
WWaxis'e" 


Corport 
2aloraui'o” 


A close study of these three houses will fell you why. 


Midwest Houses are truly livable suburban homes 
with a high degree of individuality. 


Midwest Houses are family size homes that will fit a 
family’s budget—without sacrificing convenience or quality. 


Midwest Houses rate high in design and proven cus- 
tomer appeal — they are styled by the country’s leading 
architects. 


THE MW SERIES 


There are 7 distinctive ver- 
sions of this 3-bedroom con- 
temporary plan. Garage and 
terrace are variables to suit 
the building site and provide 
secluded outdoor living areas. 
Two full baths, spacious liv- 
ing-dining areas. Ample closet 
and storage space. 


Midwest Houses are homes that build reputations for 
builders — homes you can be proud io include in any 
development. 


When you build Midwest Houses you know your com- 
pleted costs before you start, and you can adhere to rigid 
schedules. You enjoy a close working relationship with 
the manufacturer, and have the capable help of a Midwest 
field representative who will assist you in all aspects of 
your program. 


There is a wide selection of designs and price classifi- 
cations — in all styles from traditional to contemporary. The 
success of hundreds of Midwest builders can be your suc- 
cess. Write or phone for complete information. 


THE BELMONT SERIES 


A three - bedroom series that 
incorporates unusual family 
convenience in 1,100 square 
feet. Features include spa- 
cious living room with studio 
ceiling, large kitchen - dining 
area, bath-and-a-half, and 
ample closet and storage 
space. 


Trade monk of quality, in pretabrication 


MIDWEST HOUSES, INCORPORATED 
P.O. BOX 334, MANSFIELD, OHIO 
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CRANE 


announces new line of kitchen cabinets — 


New styling adds beauty to kitchens... 
adds sales appeal to houses 


Now Crane—the foremost name in plumbing—announces eh al ae lee Nemeth ——!! INL 


a completely NEW line of wall and base kitchen cabinets. 
They’re new in features, new in beauty—with new 
rounded contours and gleaming Appliance-White baked 
enamel finish on steel for complete practicality and easy 
installation. 
Put them in a kitchen—any kitchen—and they go a 


Crane Co. 
836 S. Michigan Ave., Chicago 5, Illinois 


( ) lam a building contractor. Please send me details 
and literature on your new kitchen equipment. 


(_ ) Please have a Crane Kitchen Specialist call at 


long way toward ‘“‘making”’ the room that goes such a long my office. 
And when you tell your customers that this kitchen is Name 
Crane-equipped, they’re not only pleased and impressed, " 
irm 


but they assume the whole house is the same high quality 
from foundation to downspouts. 

A Crane Kitchen Specialist will be glad to help you 
work out the details of the specific equipment for any plan. 
Call your Crane Branch or Crane Wholesaler ... or mail 
the coupon today! 


Street Address 


| 
i 
| 
| 
| 
| 
| 
| 

way toward making a sale! 
| 
| 
| 
i 
| 
: City. Zone States== 
L 


CRANE CO. 


VALVES...FITTINGS...PIPE...PLUMBING AND HEATING aes — 
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WATER RUNS RIGHT OFF SILICONE-TREATED 
K&M “CENTURY” NU-GRAIN SIDING SHINGLES 


Make this test. Place one of the new silicone-treated 
“Century” shingles beside any untreated asbestos- 
cement shingle. Then sprinkle both with water. See 
how the water “‘balls up” instantly on the surface of 
the K&M Nu-Grain shingle, then runs right off! 


This means that water-borne dirt which causes streaks 
under window sills and other trim doesn’t readily 
gain a foothold to mar the beauty of these shingles. 


“Century” Nu-Grain shingles are as permanent as 


KEASBEY & MATTISON compPaANy © AMBLER * PENNSYLVANIA 


stone itself. They won’t burn, rot or corrode. They 
never need protective paint. The distinctive Gray, 
Brown, Whitetone, Green, Red and Sepia colors... 
and the realistic wood pattern are in to stay. 


“Century” shingles are recognized as a sound buy on 
the part of the homeowner. Keep them in mind for 
your next project. For your reference, ‘‘Century”’ 
shingles are described in Sweet’s Architectural and 
Light Construction Files. Or write directly to us 
for information. 


America’s first maker of asbestos-cement shingles 
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“Does the G-E Kitchen really 
We sold 30 


Sees ec etiliny Reteae =e a eS SE ee 


This is Mrs. Peggy Rathe, recent purchaser of a Carol wonderful G-E Kitchen, which includes: a big G-E Range, 


Estates home, in the kitchen that really sold the house to the timesaving Dishwasher, Refrigerator, handy G-E Dis- 
her. She is delighted with the gleaming G-E appliances that posall,® and spacious Cabinets. For Mrs. Rathe, it’s a 
lighten her work every day. She is completely sold on her marvelous kitchen at an amazingly low price! 


Regardless of price range, your houses can have a G-E Kitchen-Laundry 


(See your G-E distributor for answers to your kitchen problems) 


IN YOUR $12,500 HOUSES IN YOUR $16,000 HOUSES 
Include G-E Refrigerator, G-E Range, G-E Include G-E Refrigerator, G-E Range, G-E Include G-E Refrigerator, G-E Range, G-E 
Automatic Washer, G-E Disposall, and G-E Dishwasher, G-E Disposall, G-E Automatic Dishwasher, G-E Disposall, G-E Automatic 
Cabinets. They add as little as $3.26 month- Washer, G-E Cabinets. They add as little as Washer, G-E Dryer, G-E Cabinets. They 
ly to the mortgage payments. $5.31 monthly to mortgage payments. add as little as $6.31 to mortgage payments. 
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Low in Price... High in Appeal : 
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HARDWOOD 
“ PLYWOOD 


assures a bigger, 


cA, 
“Oaei 
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more active market 
for factory 
built homes 


Photos courtesy of United States Steel Homes, Inc. 


Want to give your factory built houses so 
much beauty they can compete with costlier 
conventional structures? HPI Hardwood 
Plywood is the answer. Whether you panel a 
whole room or one accent wall — the beauty 
and individuality is striking; the cost—modest. 
In fact, you gain this added loveliness and 
sales appeal without sacrificing your price 
advantage. When Hardwood Plywood is part 
and parcel of the house, you build quicker, 
ship with less risk of damage in transit. 

And that’s a big saving. 


Hardwood Plywood figures in 
five of Today’s Top Ten Selling Features 


In a recent survey made by National Real Estate 

& Building, real estate developers rated attractive 
and ample kitchen cabinets the No. 1 selling point 
for homes. Today’s overwhelming preference for 
natural wood cabinets, as disclosed by various 
surveys, indicates that Hardwood Plywood kitchen 
cabinets can be a builder’s best friend. Other sales 
clinchers include abundant storage space, flush 
doors, sliding closet doors, and built-ins — all items 
that increase the beauty, appeal, low maintenance 
and durability when offered in Hardwood Plywood. 


INSIST ONi TRE HRUESEALT 
ASSURANCE OF HIGH QUALITY 


American-made Hardwood Plywood carrying the HPI seal is 
manufactured under an unvarying 8 point quality control pro- 
gram covering log selection, cutting, drying, bonding and 
grading. It’s your assurance of quality. Insist on it. 


Hardwood Plywood Institute 
600 South Michigan Avenue, Chicago 5, Illinois 


Please send me free of charge, your 20 page guide to 


r 

( 

{ 

i] 

1 

1 
ne 1 selection and use “A Treasury of Hardwood Plywood.” 

SEND FOR THIS FREE TECHNICAL BOOK ! Y “4 

t NAME 

I 
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HARDWOOD PLYWOOD INSTITUTE. ADDRESS 


600 South Michigan Avenue @ Chicago 5, Illinois CITY ZONE STATE 
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Aluminum nails add sales appeal because they never “rot 


Aluminum wall tile adds sales appeal because it won’t chip or 
out”...never cause ugly red rust streaks on siding to mar crack, Won’t rust. Modern flat appearance. Light in weight 
exterior beauty. and easy to install. 


Aluminum foundation vents add sales appeal because they 
require no painting or other maintenance. Never develop 
ugly red rust stains, ‘ 


Aluminum locks and keys add sales appeal because their 


bright, modern appearance is a credit to any house. Tough, 
solid aluminum lasts a “house-time.” 


Pace-Setting HD-5G Tractor Shovel 


NOW BETTER 3 WAYS 


FOR BUILDERS 


From the time of its introduction seven years ago, 
the Allis-Chalmers HD-5G Tractor Shovel has been 
tops in popularity. Many thousands are daily prov- 
ing their ability and versatility on all kinds of ex- 
cavating, material handling and other jobs. 


Now, design refinements make the HD-5G a 
three-way better value than ever before: 


1 Has Bigger Rated Capacity 


New bucket handles a big 1144-yd load — streamlined 
design now helps roll in large loads with less tractor 
effort. The back of the bucket has been brought forward 
and the sides extended to cut spillage, put more pay- 
load where it’s wanted. 


2. Helps the Operator Do More 


Cleaner dumping with the new bucket saves the operator 
time and effort shaking out loads. 


For added versatility, there is 
a two-position bucket available 
with both standard automatic re- 
turn to digging position and op- 
erator-controlled tip-back. If the 
operator chooses to use the con- 
trolled tip-back, he can load the 
bucket, then tip it back approximately 25° before rais- 
ing, assuring maximum output under special conditions 
such as downhill loading or loading loose materials. 

The HD-5G helps the operator do more in other 
ways, too — giving him full vision, fast and easy con- 
trol, cleaner platform and more comfortable seat from 
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HD-5G TRACTOR SHOVEL 


Ratedrcapacity!/ == ee 1 areuyd. 
Belt horsepower 50 
Weight, complete 16,200 Ib 
Dumping height Out Jean 


which to work, and more working time with truck 
wheels, support rollers and idlers that need greasing 
only once every 1,000 hours. 


3. Works at Lower Cost 


The HD-5G now works at even lower cost than ever be- 
fore — not just because it does more, but because it has 
features that mean Jess maintenance, longer life. For 
instance, new type tubular bracing 

on the bucket booms provides add- 

ed strength and support, keeps the 

bucket in line. The floor at the rear 

of the new bucket has been raised 

seven degrees to reduce wear on 

the bottom sheet. Heavy-duty 

truck wheels and idlers are avail- 

able for particularly tough working conditions. One- 
piece, full-length main frame permits unit construction 
so that major assemblies can be removed without dis- 
turbing adjacent units, putting tractor back on the job 
in hours rather than days. 


Ten Quick-Change Attachments 

Add to HD-5G Versatility 

Bulldozer Crane Hook Tine Fork 
Angledozer Light Material Bucket Rock Fork 

Narrow Bucket Trench Hoe — also rear- 
Rock Bucket Lift Fork mounted Ripper 


See your Allis-Chalmers dealer for more about 
these and other production-boosting features of the 
popular HD-5G Tractor Shovel. 


ALLIS-CHALMERS 


RACTOR DIVISION ° MILWAUKEE 1, U.S. A. 
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ad Modern Homes are designed for builders 

whose special interest is quality. They are 
fabricated with astonishing precision, of the finest, 
newest materials available. They feature entirely 
new luxury equipment. You can build these 1955 
Moderns with pride—for up to triple the returns on 
your investment. Write Modern Homes Corporation, 


Dearborn, Michigan. 


Seppe eg 


Exclusive acoustical ceiling treatment! 


A new development by Modern: acoustical tile in every room. 
These tiles are enameled steel—wash easily, can be painted 
several times without loss of effectiveness, are individually 


removable. Sound-deadening—and very popular. 


new volume profits for 


never before a home with these exclusive sales features, 
never such fine materials or painstaking craftsmanship... yet 
you can build and sell these homes up to three times faster! 


1. A full-time staff of designers keeps 
Modern Homes ahead of the trends, smart 
and salable. Fifteen handsome models for you 
to choose from—all with open planning, and 
unusually flexible interiors to help Modern 
builder-dealers meet local preferences. 
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2. Precision machinery doesn’t make mis- 
takes. It provides workmanship that can’t 
be duplicated on site. Higher grade lumber, 
primed and back-painted exterior material, 
and unique steel floor construction are permit- 
ted by mass production, volume purchasing. 


Be Smaller models can be roofed, locked up 
within 6 hours of delivery. You save on labor, 
vandalism, waste, cleanup. Higher unit profit 
is possible. Most dealers pass on savings to 
customers; gain a price advantage—and 
multiply profits through volume. 


HOUSE & HOME 


... another exciting design in the 


Weakley Daten G ~ll 


Family of Homes 
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The designers have captured the dreams of American homemakers in 
every room of this beautifully modern Custom Built home. Because of 
the flexibility of the many designs available, there is a Custom Built 
home for every family need and income group. By bringing together 
top flight architects, engineers and construction craftsman and combin- 
ing purchases, Weakley brings you a package deal with built-in quality 
features at an amazingly low, firmly fixed cost. Take advantage now of 
a vast untouched market of home buyers who have been waiting for 
the luxury living offered by Custom Built homes at a price they can 
afford to pay. Write, wire or phone for information on how you can 
become a Custom Built Franchise dealer and what it can mean for you. 


A few of the many designs 
available in Weakley Custom 
Built Homes. 


Custom Built Homes Division 


Weakley Lumber Manufacturing Company ¢ Newark, Ohio 
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What successful builders think of home air conditioning 


‘“Air conditioning 
helped us sell 


892 homes in December!’’ 


says Mr. George H. Weinrott, President of 
Heritage Homes, Bucks County, Pennsylvania. 


“On a December Saturday in 1953 we ad- 
vertised our air conditioned Heritage Home, 
inviting inspection of this unique, all-masonry, 
air conditioned dwelling. 30,718 visitors re- 
sponded to that advertisement the following 
day; and before the month was over, we’d 
,sold these 892 units. That experience con- 
firmed a theory I have long held, namely, 
that air conditioning imparts a magic touch 
. to today’s house market.” 


Mr. Weinrott shows how little space is occupied by the 
3-ton Carrier “Weathermaker” unit used in his 5- 
bedroom homes. A smaller 2-ton unit serves the 
3-bedroom homes. 


Wouldn’t build a house that wasn’t 
air conditioned 


“T consider it my strongest selling ally,” con- 
tinued Mr. Weinrott. ‘“‘Currently we are 
building 2,276 units in our Stanwood develop- 
ment, in the $11,990 to $16,500 range. They'll 
all be equipped with Carrier ‘Weathermaker’ 
units. To me it is unthinkable to offer a home 
today without the powerful selling help of 
this desirable feature. It is simply good busi- 
ness practice to offer air conditioning as a 
built-in feature.”’ 


Attractive to mortgage lenders, too 


Mr. Weinrott went on to stress the impor- 
tance of permanent features with lasting 
value to a house, such as he is incorporating 
in the Heritage Home. ‘Anything we can 
put into a home that will enhance its resale 
value in the future is certain to be attractive 
to mortgage companies. My own experience 
in mortgage financing led me to plan every 
detail of the Heritage Home with the aim of 
building these homes of such comfort and 
durability as to insure their being handed 
down to many generations. Efficient, trouble- 
free air conditioning systems charged with 
‘Freon’* refrigerants help fulfill that aim. 


“We find installation is comparatively easy 
—it takes little time to set the unit in place 
and make the connections. Because the unit 
is air cooled, there is no plumbing to worry 
about and virtually no maintenance to com- 
plicate the system’s operation.” 


Year-round air conditioning can help you 
sell your homes, too, whether in a develop- 
ment or single units. Your customers want 
the comfortable and healthful living it makes 
possible. And they’ll appreciate the smooth, 
efficient, trouble-free performance of units 
charged with Du Pont ‘‘Freon”’ refrigerants. 
These products are nonflammable and non- 
explosive, and there is a “‘Freon’’ refrigerant 
to suit every size and type of equipment. 
Find out how air conditioning has helped 
others sell homes and can help you. Our free 
folder ‘“What Successful Builders Think of 
Home Air Conditioning” is full of sales tools 
you can use. Write for your copy to E. I. 
du Pont de Nemours & Co. (Ince.), “Kinetic” 
Chemicals Division, Wilmington 98, Del. 

Always specify Du Pont ‘‘Freon’’ refriger- 
ants—the proven standard of the refrigeration 
industry. 


we < 
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REG, U. S. PAT, OFF. Shey 


SAFE REFRIGERANTS 


*“Freon” is Du Pont’s registered trade-mark 
for its fluorinated hydrocarbon refrigerants. 


BETTER THINGS FOR BETTER LIVING 
++ THROUGH CHEMISTRY 


| 


That’s why they’re unusually 
cleanable and durable... 
give uniform finish to many 
types of surfaces 


e 
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Latex paints are different! Based on a new 
concept of paint chemistry, they offer you a 
combination of advantages no other paints can 
match. They dry to a tough, impermeable film 
that’s highly resistant to acids, alkali and greases. 
Because of this smooth film surface they can 
easily be cleaned with soap and water and are 
so durable even repeated scrubbing won’t change 
their color and light-reflecting surface. 


But those aren’t the only advantages of latex 
paints. They apply easily, dry quickly, leave no 


DOW LATEX ... Bringing a new concept of perfection in paints... 


Joseph Dworski, A.I. A., Architect — Edward Elliott, A. R. I. B. A., Designer 


Only LATEX PAINTS protect walls 


with this tough, continuous, protective film 


objectionable odor, save cleanup time. In addi- 
tion, latex paints can be applied over hot plaster 
with savings up to $75.00 in a five room house! 
Leading paint manufacturers make latex paints 
in a wide range of colors to match or complement 
every conceivable decorating scheme . . . in soft 
pastels, modern deep tones and bright, warm 
hues. For further information on these wonder- 
ful new paints, write to Dow, Plastic Sales, 
Department PL 514N-1, THE DOW CHEMICAL 
company, Midland, Michigan. 


ane: 
This Dow microphoto shows how 


latex looks as a paint raw material. 
Tiny latex balls suspended in water. 
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As the latex spreads out in a layer and 
the water evaporates, the little balls 
start to move closer together. 


you can depend on DOW PLASTICS 


As the latex dries further, the balls 
crowd closer until they all touch ...a 
film of latex is now starting to form. 


Now tremendous forces of cohesion 
take part. The latex balls are fused 
together into a continuous elastic film. 
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Custom-fitted birch kitch- 
en cabinets and built-ins 
—each section a master- 
piece of fine cabinetry — 
are features of every 
PACIFIC TREND CONTEM- 
PORARY HOME by WEST 
Woon. 


Glass walls, including 
steel framed sliding panel 
doors are skillfully used 
to create popular indoor- 
outdoor living atmos- 
phere in PACIFIC TREND 
CONTEMPORARIES, 


Ample storage space, 
closets and built-ins faced 
with selected hardwoods, 
are highlights of PACIFIC 
TREND HOMES by WEST 
WOOD. Each section is 
precision engineered for 
perfect fit. 
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_ MR. BUILDER... 


Turn Youl 


These Sales Building Services are 
Available to West Wood Home Builders 


1. PLOT PLANNING. Our design engineers are at your service to 


help lay out plots—suggest patio placement and give you ideas 
on fencing arrangements and other details. 


2. COLOR ASSISTANCE. Our color experts will help you select the 


most harmonious treatments for both interiors and exteriors. 


Sound color planning to complement home settings and Jand- 
scaping means increased sales values. 


3. SALES HELPS. An experienced sales promotion staff is prepared 


to give you individual assistance in getting your WEST WOOD 
Homes sales into high gear. We provide you with large color 
exterior views of our numerous styles of homes, descriptive 
folders, newspaper mats, radio and television copy, sound-slide 
films and other sales helps... all at nominal cost and designed 
to increase your profits. 


Comete Leavecton / 


Learn about the big profit opportunities in WEST WOOD 
Homes... visit our plant in Beaverton, Oregon. You'll see 
precision shop methods — inspect our stocks of materials 
and visit sone of the WEST WOOD Homes already 
erected in our immediate vicinity. Meet the people whose 
years of experience developed our up-to-the-minute fac- 
tory methods. Let them tell you in person how WEST 
WOOD Homes can bring you top year-around profits. 


PACIFIC TREND CONTEMPORARIES + WEST WOOD RANCH 
STYLES » ECONOMASTERS « WEST WOOD WESTWIN DUPLEXES 


... Build PACIFIC TREND HOMES by West Wood 


TESTED DESIGNS 


Every WEST WOOD Home has been successfully sold in 
several market areas. New models recently entered in 
Parades of Homes have won immediate orders. These 
homes are designed by Mithun & Nesland, Pacific North- 
west architects, to make the best possible use of total floor 
area. Window-walls open on space-adding patios, give 
expensive looking custom-designed appearance. There is 
no gamble on the saleability of WEST WOOD Homes. 
They are manufactured by long-experienced builders— 
for builders. 


QUALITY MATERIALS 


WEST WOOD Homes are made in the heart of the 
nation’s finest timber lands. Right at our door-step, we 
have available the finest, cleanest lumber money can buy 


—and that is the only kind that goes into WEST WOOD 


Homes. The uniformly high standards of material selee- 
tion for WEST WOOD Homes have been cleared by FHA 
and VA...and have resulied in higher appraised valu- 
ations — based on quality. You get these choice materials 
at no extra cost! 


SIMPLE, EASY ERECTION 


WEST WOOD Homes are fabricated to the most exacting 
tolerances, Every member —eyery joint fits perfectly. 
Components come out of the package in the order they 
are needed. Complete working drawings, showing every 
measurement, are provided with each WEST WOOD 
Home you purchase. A WEST WOOD Home can be under 
roof in a day to a day and a half — completed in 20 to 25 
working days. You cut the average erection time by as 
much as 65%... build the year around...and the savings 
are yours through fast capital turnover. 


Builder-Dealers Wanted! Write, Wire or Call Collect Today! 


€s1 Wood 


puitpers or PA ( eae cl RL \\ [) contemporary HOMES 


BEAVERTON, OREGON 


PHONE Mitchell 4-3126 
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eo LIMESTONE VENEER 


establishes permanence in...vALUE 


Using tea Limestone Veneer partially or completely in the 


UALITY 


construction of a home always assures these permanent 


UT ¥ 


advantages. For many builders, permanent value is of primary 


importance. Permanent in every way, Wea Limestone 


ISTINCTION 


Veneer establishes value in addition to imparting beauty 

and distinction. For quality — for durability — DURA =} [LIT Y 
ileo Limestone Veneer is unsurpassed as a home investment. 

Adaptable to every contemporary design, ifew Limestone 


Veneer adds eye appeal for more sale appeal. 
Watt coupon today 


for descriptive booklet 


BUSINESS OR PROFESSION 


r 
© INDIANA LIMESTONE COMPANY, INC. 
$ DEPT. HH-12, BEDFORD, INDIANA 
= Please send me FREE 2-color booklet on ILCO Limestone 
bf Veneer, 
e 
e 
e 
INDIANA LIMESTONE COMPANY, INC. oF Oe 
BEDFORD, INDIANA 8 ADDRESS 
“World’s Largest Producers of Building Stone” © City & ZONE STATE 
: 
e 
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“Low Cost G-E 
helped us p 


Elbert and Marie Fausett of Fausett 

& Co., Little Rock, Arkansas used G-E 
remote control wiring in all 700 of the 
$11,500-to-$22,000 homes in their 
Broadmoor Addition. The Fausetts say, 
“G-E remote control helped us sell 
these houses before the foundations 
were poured.” 


Imagine being able to show a prospective buyer how he can control 
circuits from any convenient location — how he can turn on lights 
ahead of him, and turn them off behind him rather than stumble 
through the dark. Show his wife the selector switch (which the Fausetts 
have located at the bedside). Tell her of the convenience and the 
security of being able to control lights all over the house without even 
getting out of bed. With a twist of the dial she can turn off all forgotten 
lights, or floodlight both house and yard when she hears a noise at 
night. Tell them both that the low-voltage switches use only 24 volts, 
and are isolated from the 120-volt household power. 

This dramatic sales feature cost the Fausetts only $30.00 to $37.50 
more per home than regular wiring. The secret of this low cost is low 
voltage. The control circuits use lightweight easy-to-inst-ll 24-volt 
wires, color coded for easy identification. Relays do the actual switching 
of the 120-volt power, minimizing heavy cable installctions. This way 
it is economical to provide each circuit with as many control points 
as desired. 

For complete information on this dramatically convenient system 
of home wiring, write for the “G-E Remote Control Manual of Layout 
and Installation”, Section D122-126, Construction Materials Division, 
General Electric Company, Bridgeport 2, Connecticut. 


Remote Control Wiring 
re-sell our houses” 


(Variation of Broadmoor house) 


The selector switch controls nine circuits from the bedroom. 


Progress /s Our Most Important Product 


GENERAL @® ELECTRIC 
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"There's ro other way ro 
descrile Calorie. Guilt -lhs” 


For truly modern, flexible kitchen planning that sells prospects, these 
Caloric “‘Built-Ins” can’t be beat. Check the illustration above showing oven 
door panels which match the Formica counter top. Note the eye-level con- 
trols ...an advantage you get with gas built-in ranges. Remember that— 
with gas—you can sell the idea of broiling with the oven door shut, not 
open. This means, of course, that the cabinetry can’t get soiled. Of course, 
these Caloric units offer completely automatic operation, seamless porcelain 
enamel oven and broiler, a range of colored door panels, sturdy construc- 
tion and many, many other features. 


CALORIC 


Caloric Stove Corporation, Topton, Pa. 


Ranges Dryers Disposers 0 Built-In Units 


SENSATIONS 


“T’ve obtained more enthus- 
iasm, more intense interest 
in the kitchen of my latest 
homes and have made more 
sales for one reason... the 
Caloric built-in gas cooking 
units that we’re putting into 
each house. 


“They’ve got the merchan- 
dising sock, the glamour that 
keeps a prospect in the kitch- 
en. They put across a big 
plus of extra sales appeal... 
at a cost that really makes 
it worth-while.” 


Mr. Harold G. Rueth  [ ae 
Leo Rueth & Sons, Inc., Hammond, Indiana 


Judge for yourself the words of Mr. Rueth. Take a tip 
from what he says and make sure you look into the un- 
limited possibilities presented by this Caloric equipment. 
Check the information on the left, then send in the coupon 
for all details. Also see how a Caloric automatic garbage 
and trash disposer can help you sell more houses. 


Send this coupon to Dept. HH, Caloric Stove Corporation, 
Topton, Pa. 


I Please send me full information at no obligation on the 
| Caloric Built-In Gas Cooking Units [_] Automatic Gas 
| Disposers [_] 
| 


Name 


Address 
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“Wallpaper puts our homes 
into the luxury class 
without additional cost 


says Sully DeMarco, Real Estate Mgr. for Campanelli Homes, Inc. 


yi 


“Our houses are almost 100% wallpapered”, says Mr. DeMarco. 
“We have found that wallpaper is economical and gives houses 
that finished look every time. People are quick to recognize quality 
when they see it. That is one of the reasons why our homes sell as 
fast as we can put them up.” 

Campanelli Homes, Inc., has in ten years become one of the 
leading residential builders of New England. With experience on 
hundreds of houses, Campanelli Homes recognizes wallpaper as 
a sales and profit stimulator which does not involve extra cost. 


lly js Sot 


509 Madison Avenue, New York 22, N.Y. 
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Triangle Development and Sales Company has built and sold nearly $1,250,000 


PIELER IN A CLR Cia NS Lee ety 


TRIANGLE DEVELOPMENT & SALES COMPANY 


203 £. BLAND STREET P.0. BOX 3084 PHONE 5-1067 
CHARLOTTE, N. C. 


J. W. WIGGINS, Sr. 


T. J. WIGGINS, Jr. 
J. W. WIGGINS, Jr. 


E. LINDSEY WIGGINS 


JULY 27, 1954 


Mr. John Pollock 
American Houses, Inc. 
165 West 46th Street 


New York 36, New York , 
Dear Mr. Pollock: Z 


Recently we promoted your four bedroom "Southland" (1053 ABA) in our new 
subdivision Nations Village, and it was enthusiastically received by more 
than four thousand people during its showing. We have since sold twenty— 
one homes and have a file of over fifteen hundred good prospects. Your 
promotion aids and financial co-operation in advertising were a big factor 
in this successful model home showing. 


This timely, low cost "Southland", as have the other American Houses we 
have built in the past, has permitted us not only to stay abreast with new 
market trends but to scoop the housing field in the Charlotte area with 
outstanding home values — consistently. 


Sales is the yardstick for measuring the success of any builder's product. 
Since we started building American Houses in the summer of ‘Sl, we have 
built and sold nearly $1,250,000 worth of quality low cost homes to almost 


two hundred satisfied customers. The vast majority of these were sold before 


construction was started. 


Our experience has proven that quick erection time and dependable scheduling 


of shipments have made it possible for us to build more homes — faster and 


easier. Your Company's excellent product, progressive thinking, and capable 


personnel have made our association both pleasant and profitable. 


Very truly yours, 


TRIANGLE DEVELOPMENT & SALES COMPANY 


ELW mw BY: FeLadretiogns: 


E. Lindsey Wiggins 


Residential Properties 
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Develops ands Builds 


worth of American Houses, of which the “Southland” is the most recent example. Write us for more details! 


TRADEMARK APPLIED FOR 


American Houses Inc. 


165 W. 46th Street, New York 36, N. Y. 


Mr. Wiggins makes a good point. 


penn en 


Immediate sales, even “before construction 
was started” are only part of the benefits he 
gained. Assured future business is just as 


important... You, too, can have both. 
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ew bathroom designs to help you sell... 


Richmond 

Radiator Company 
Affiliate of 

Reynolds Metals Company 
Metuchen, New Jersey 


Richmond Fixtures for a Colonial Theme! 


Notice how the clean, flowing lines of Richmond fixtures blend with the 
quaint charm of this colonial setting. Yet modern utility and convenience are 
very much a part of this bathroom. The “hush-quiet’”’ EMprEss one-piece toilet 
with its shutter door compartment provides privacy for multi-use; the recessed 
BRESLIN bathtub provides a wide front seating-rim; the roll-rim CouNTEss lava- 
tory provides the spacious luxury of a vanity. Radiant, warm-toned Bermuda 
Coral with the pine-panelled walls and cabinets give this bathroom its 
cheerful, cozy informality. 


Your customers will be seeing this new bathroom, the third of a series, in 
leading national consumer magazines. Illustrated in full color, this series is 
sparking wide interest in bathroom design—vividly demonstrating the full 
beauty of Richmond fixtures—helping build the consumer brand-acceptance 
you desire. 


Whether you specify, sell or install plumbing fixtures, Richmond’s national 
consumer advertising will help your selling job. 


RICHMOND ... the complete line of top quality lavatories, water closets and 
baths. Sold through selected wholesalers. 


See other side for complete details on Richmond's modern line of enameled cast iron kitchen sinks. 


the 
modern 
line of 


fa 


Shelton No. 2115—Double compartment, flat rim with ledge. Sizes: 32’ x 21” 
and 42” x 21”. Sonora No, 2017—without ledge—32” x 20”, 42” x 22”— 


Plus New Size — 32” x 18”. 


enameled 
cast iron 
sinks 


for every type 


of installation 


Stratton No. 2110—Single compartment, flat rim with ledge. Sizes: 24” x 21” 


and 30” x 


PRY 


Schenley — Single compartment, single drainboard with ledge-back. Size: 
42” x 25”. No. 1550 — Left drainboard. No. 1552 — Right drainboard. 


Sewanee — Single compartment, single drainboard with ledge-back. Size: 
42" x 22/, No. 1554 — Left drainboard. No. 1556 — Right drainboard. 

For built-in counters. 

Flat-rim sinks with single or double compartments. 
With or without ledge for deck-type fittings. 


For base cabinets. 
Ledge-back sinks with single or double compart- 
ments, single or double drainboards. 


For installations where space is at a premium. 
Compact sink and tray combinations—ledge-back 
and flat rim. 

For economical replacements. 

Wall-hung roll rim sinks, single drainboards (left 
or right). 

Richmond sinks in rugged enameled cast iron! 
Durable cast iron base with easy-to-clean, acid- 
resisting enamel for lasting beauty. 

Richmond sinksin“‘whiter-white’’or decorator colors! 
Your choice of “whiter-white”’ or six modern pastel 
colors for cheerful, colorful kitchens. 

Richmond sinks are sure to satisfy! 

Richmond quality kitchen sinks assure customer sat- 
isfaction. Specify plumbing fixtures that carry the 
Richmond guarantee. 


Serbin No. 1585 — Double compartment, double drainboard with ledge-back. 
Sizes: 60” x 25” and 72” x 25”. 

Servilla No. 1535 —Single Somnarinent double drainboard with ledge-back. 
Sizes: 54” x 25” and 60” x 

Seymour No. 1537— Single compartent, double drainboard with ledge-back. 
Sizes: 54” x 22” and 60” x 22” 


Why Richmond Sinks are Easy to Install 


We have frequently been asked, “Why do Richmond 
sinks always measure up right and hold true, without 
any trouble?” Well, there isn’t any real secret about 
it. It’s just this—we have developed a set of test devices 
which we think are rather ingenious. These are used 
in five careful inspection checks before the Richmond 
guarantee label is applied as “Accepted.” And that’s 
why all Richmond sinks are easy to install. 


Sold through selected wholesalers. 


Richmond Radiator Co. 
—Affiliate of 
Reynolds Metals Co. 
16 Pearl Street 
Metuchen, N. J. 


Affiliate of Reynolds Metals Company 


PLUMBING HEATING 
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i Iside locations sloping _ 
away from street 


Shown here are but three of 
the many nationally renowned 
Scholz California Contemporary 
package homes designed for 
Hillside Locations. Write or call 
for complete information. 


hillside location 
sloping up 
from street 
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PLAN WINDOW 
BEAUTY PLUS 
YEAR-ROUND 
COMFORT 


WHEN WINTER WINDS BLOW, you can be 
sure of weathertight comfort in homes you 
plan or build with Andersen WINDOWALLS. 
Here, Humphrey & Hardenberg, architects, 
combine stock-size Andersen Gliding Win- 
dow Units with gable transoms of fixed glass, 
See how wWINDOWALLS blend perfectly with 
the architectural styling. 

At the same time, they add to comfort and 
livability. As windows, they provide fresh air, 
sunshine and a view. As walls, they close tight 
to form a weatherproof barrier against cold, 
dust and moisture. 

For complete detail information see Sweet’s 
Files or write to the Andersen Corporation. 
WINDOWALLS are sold by established millwork 
dealers throughout the United States, including 
the Pacific Coast. 


2TRADEMARK OF ANDERSEN CORPORATION 


A\ndersen 
Windowalls’ 


COMPLETE WOOD WINDOW UNITS 


ia = 
Andersen Corporation BAYPORT. MINNESOTA 


CUSOVES 
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he professional gift that says “prestige 


Christmas is almost here—and the answer to one 
of its toughest shopping problems is even closer. 
Right across this page is the self-mailing order form 
that sends house + home to your clients, cus- 
tomers or employees: builders, architects, realtors, 
building supply men, mortgage lenders, contractors 


—everyone with a stake in better homebuilding. 


Each will receive the handsome gift card _pic- 


tured. Each will receive your good wishes every 


month with 12 big issues of house + home. 


So take advantage of our Special Christmas Gift 
Rates — and avoid the holiday shopping rush in the 
bargain. Give your friends A GIFT THAT OPENS THE 
DOOR TO BETTER BUILDING RELATIONS. 


the greatest influence in homebuilding: 
DESIGN - CONSTRUCTION - FINANCE - SALES - MODERNIZATION 


6 builders who found I way 


fo make more money in 1954 
(you can too, in 1955) 


“$12,000 worth for $10,000” 
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“2 men and 2 girls” 
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“one week to come through” 
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LeRoy Skogman, who has built 18% of the new 
homes in Cedar Rapids, lowa, since switching 
to Harnischfeger’s P & H Homes four years ago 


“It’s not too hard to sell a house that beats your competition by a 
good $2000 in value. That’s our story in a nutshell with Harnisch- 
feger’s P & H Homes, and we’ve got about 500 happy customers to 
prove it. 

“All you have to do is show them the house, let them compare. 
Right off, they can see the really solid, careful construction—and 
take it from me, they do know good materials. This is where the 
quality, brand-name materials in P & H Homes pay off. Rusco, 
Thermopane, Youngstown, Fiberglas—they really mean something 
in sales. 

“The final clinchers, of course, are always the styling, and the 
usable space in the house. P & H Homes offer more in both depart- 
ments than any houses in the same price range. Why can you offer 
so much more than competition, and still come out profit-wise? 
Mass purchasing of materials by P & H, for one thing. Factory 
methods for another. You save, too, in site time, overhead and 
paperwork. Simple. And it sure works for me.” 


John Clee, Gohm, Inc., Saginaw, Mich. 
cuts site time and costs, works all year 


“No trick at all for a good 6-man crew 
to have a P & H Home under roof and 
enclosed in 6 hours. Wall panels, roof 
sections, doors, etc. are on the truck 
ready to be unloaded in order, as they’re 
putup. Every man in the crew has some- 
thing to do every minute. Nobody has 
to wait for someone else to finish. 

“You know exactly when each step of 
work will be completed, so you can sched- 
ule your subs and know that they’ll be 
in and out right on time. There aren’t 
any delays, waiting for materials to show 


we 


up. Just about everything you need is 
on that truck. And speaking of materials, 
you save plenty by cutting out waste, 
and in not having piles of stuff standing 
around. 

“One big advantage with P & H Homes 
is that you can operate 7n winter. I get 
my foundations in before the ground 
freezes, and work right through the year. 
The houses go up in a day, so the men 
can do the inside and finish work even 
in bad weather. Believe me, that really 
does something for your profit picture.” 


P&H Home sections are unloaded as needed, : 
every man in the crew has a job every minute. 


J. W. Patterson 
Kutzke Construction Co., Portage, Wis. 
cuts overhead with P & H Homes, and predicts 


“Four people may not sound like much of a crew, but the right 
four people can put up a lot of homes—P & H Homes. 

“I know this because of the help I’ve had from Harnischfeger 
in the past. First of all, your purchasing problem is cut to 
nothing when you build P & H prefabs. You can buy practically — 
a complete home package with one order, one check. (Of course, — 
you can buy any of the materials locally, too, if you like.) You — 
don’t have to order, store or warehouse any supplies. 

“All the processing, financing, and other paperwork can 
be handled by Harnischfeger, too, so you save in office over- 
head. Their Finance Service Department and Builders Accept- 
ance Company can save you plenty of time in loan and mort- 
gage processing. 

“With two good foremen, you can subcontract the work, 
do just the supervising and inspecting yourself. Even here, 
Harnischfeger will help. They’ll send a man out to train and 
supervise your crews for the first few houses.” 


Harnischfeger provides supervisors to train 
your crews, oversee erection of first homes. 


Ardell Krueger 
Realco, Racine, Wis. 
has built P & H Homes for 6 years, and has found 


(after land) 
... | get tt back in 2 months” 


“My capital does a lot more since I started building P & H 
Homes six years ago. I need less of an investment per 
house, and I’m in the clear faster. 

“T don’t have to advance a nickel or start construction 
until a loan is opened. Subs are paid as they go from 
mortgage draws. I get my final payout almost before the 
bills come in. I can deliver a completed house within 30 
days of the time the financing is approved, so I save in 
interest on both construction and mortgage loans. And I 
have less money tied up in construction at any one time. 


“There’s less investment for construction equipment, 
inventory and supplies with P & H Homes, and site costs 
are lower. 


“Hiverything is standardized with P & H Homes, so 

| AR if i SE i FF fF 4 loan processing is faster, inspections and evaluations go 
through easier. Harnischfeger’s Finance Service Depart- 

ment and Builders Acceptance Company help push loans 


through fast—or they’ll loan you the construction money 
if you need it.” 


A P&H Home can be completed within 30 
days of financing approval; saves interest. 


Quinn Hogan 
General Manager, L. W. Besinger & Assoc. 
Carpentersville, Ill. 


“T think working with Harnischfeger 
really pays off on project building. 
They’re the one outfit that knows the 
answers all around—from experience. 

“Sure, you get a good deal profit-wise 
when you build the P & H Homes. But 
you can really cut costs across the board 
when you use their construction equip- 
ment and know-how. That way, you get 
the closest thing to prefab streets, sewers 
and water. 


“For example, we use the P & H Single 


Pass Soil Stabilizer on our streets. This 
job leaves a completely pulverized, mixed 
and spread road base behind it after a 
single pass. You can imagine how that 
cuts our road costs in the project. 
“Then we use the P & H Miti-Mite, 
the 7-ton truck crane that’ll do just about 
everything. As a trench hoe, it digs our 
pipe trenches; as a dragline, it does back- 
filling. You can’t beat the Harnischfeger 
deal for home building and all-around 
cost cutting.” 
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Nearest thing to prefab streets and sewers—the cost-cut- 
ting P&H Single Pass Soil Stabilizer and Miti-Mite. 


Sales appeal and resale value—two reasons 
lenders favor P & H Homes. 


HARNISCHFEGER 


L. J. Tieso 
St. Paul, Minn. 
tried two other prefabs first, likes P & H because 


and mortgage money is much easier to find.” 


“Probably the main reason that mortgages on P & H Homes 
go through so much faster lies in the name—Harnischfeger. 
Financial people know the company, and they respect its 
reputation. Naturally they’re more likely to provide mort- 
gages for a company like Harnischfeger. 

“Then, too, the processing and evaluations-on P & H 
Homes are pretty well standardized. That speeds things up 
considerably, both in my office, and in the lenders’. The 
houses go up faster, so the people who give us construction 
money make shorter commitments. And all the loan agencies 
seem to have a good opinion of the sales appeal and resale 
value of the homes. 

“Finally, the whole finance picture is easy —Harnischfeger’s 
Finance Service Department helps you with processing, and 
Builders Acceptance Company makes sure that you get con- 
struction loans, even final mortgages.” 


Give and Take For P&H Buwilders—Harnischfeger 
Homes executives listen to suggestions from builders. A 
regular meeting of the P & H Builder-Dealer Committee. 


Profit more in ’55 
Switch to Pe H now 


Py SHERATON 
fF) BLACKSTONE 


BUILDER OPEN HOUSE AT THE PzH HOMES PLANT 
January 21, 22, Harnischfeger Corporation, Port 
Washington, Wis. Ask about it at the Pa H Homes 
Booth No. 13, Hilton Hotel, at the NAHB Show. 


HARNISCHFEGER 


511 Spring St., Port Washington, Wis. Phone 611 


70 years in construction / 20 years in prefabrication 


What worked for the six builders on these pages 
can certainly work for you. Harnischfeger—and 
only Harnischfeger—can cut your costs and make 
building more profitable all down the line, from the 
ground up. Take advantage of all the help you can 
get in sales, construction, planning and financing 


from P&H Homes now. Write or phone today. 


At the NAHB Show... See a Real Home 


Here’s your chance to see and compare the models of 
all three leading prefabricators. See the P & H model, especially, 
at the NAHB Show, 7th and Wabash, Chicago, Jan. 16 to 20. | 
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lt Pays to Call Your 
RO-WAY Distributor First 
—On Any Job! 


Your RO-WAY Distributor has the finest 
overhead type doors for all your jobs— 
residential, commercial and industrial. He’s 
proud to bring you such outstanding 
RO-WAY features as: Taper-Tite tracks 
and Seal-A-Matic hinges; Double-Thick 
tread rollers; famous Power-Metered 
springs; the better designing, engineering 
and construction that give RO-WAY doors 
their exceptional long life of easy-up, easy- 
down operation. 


But he has something else to offer which is 
just as vital to customer satisfaction. That’s 
the extra care with which he handles every 
installation detail! 


FOLLOW-THROUGH 


that's good for you! 


your RO-WAY Distributor! 


Call it “follow-through” or ‘‘thoroughness”’ 
or “‘pride in a job well done.”’ It’s all these 
things and it’s mighty important to you. 
It means you can save time by depending 
on your RO-WAY Distributor to help 
select the proper size and type of RO-WAY 
door for the appearance and service require- 
ments of each installation. It means you 
always know your RO-WAY Distributor 
shares your own interest in seeing that 
every job is done right! 


We think that’s the kind of man you like 
to do business with. So remember—on your 
next job call your RO-WAY Distributor 
for ‘‘follow-through” that’s good for you. 


ROWE MAN UEFA CAURIN.G . <GO; 


1137 Holton St., Galesburg, Ill. 


Look in your classified telephone directory, or write for his 
name and address. He's an important member of a nation- 
wide network of selected sales and installation engineers. 


He has a wide choice of RO-WAY. doors to show you, in 
both standard and special sizes and styles—for practically 
every residential, commercial and industrial need, 
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' PEASE HOME 


- TERRACE 


es a 
| BED ROOM 3 BED ROOM 4 DINING ROOM H 
| 11'-5" x 13-0" s'-11" x 9-0" lo'-4" x 9-0". iit 
! 3 ; 
: : 
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Six new plans for modern family living have joined 
- the parade of Pease Homes for 1955. Included is the 
conn contemporary styled “Shorewood” plus new L-shaped, 

; T-shaped and rectangular plans. 2, 3 and 4 bedroom 
eS _ models now range in size from 32’7” x 24’3” to 
44'7" x 503” . .. 22 standard plans in all, with flexible 


i features that may be easily adapted to any family’s 
BED ROOM 1 needs and budget. 


17'-8" x 13'-5" 


ON cial 


| : The new "Shorewood"... fabulous T-shaped contemporary, with choice of flat 
i roof or low pitched roof. Four bedrooms and 2 baths, with garage optional. 


e A choice of high, low or flat roofs 


¢ A choice of double hung windows, horizontally sliding, 
or projecting sash and large fixed lights 


e Large and roomy closets with sliding doors 


¢ A choice of five different siding materials. 
Brick or stone veneer. 


e A choice of natural birch finish or Youngstown 
kitchen cabinets with continuous Formica tops 


l © Qualify for FHA and VA insured 30 year mortgages 


qi Free! 


J the naw ane ae A new 72-page fact-filled book, fully illustrated 
trates the latest "low look” of in handy pocket size is now available to give 
; the 3 in 12 pitched roof, now you the complete story of “Pease Homes for 
| available for all Pease Homes. ae ‘ . : s : 
1955.” Includes interior and exterior views in 
full color plus floor plans, specifications, alter- 
nates, prices, etc. Free, on request. 


BED ROOM 3 


KITCHEN 
7-5" x 1!'.7" 7 


16'-0" x 8'-3" 


DINING ROOM 
7-7" x 10'-6" 


LIVING ROOM 
(5'-3" x 17" 1" 


BED ROOM 2 
F-5%x 11'-6" 


BED ROOM 1 
13'-4" x }1'-8" 


PEASE WOODWORK COMPANY 
PEASE HOMES DIVISION 


901 Forest Avenue Hamilton, Ohio 
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HOUSE & HOME 
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are building sales and ‘profits for 


CRAWFORD DEALERS 


2c SO 


Featured editorially this year in Housr anp Homer, AMERICAN 
BuitpeR, NAHB CorreEvator, PF, BETTER HOMES AND GARDENS, 
Livinc FoR YouNG HoMEMAKERS, HousE BEAUTIFUL and other 
magazines, Crawford Homes have become nationally famous. Thou- 
sands of prospective home owners all over the country have written us 
asking how they can buy a Crawford Home. By becoming a Crawford 
Dealer, these inquiries can be turned into sales for you. 


The Crawford Home, through its qualities of precision, flexibility and 
economy . . . combined with the finest skills of the architect and the 
best materials . . . is an example of high achievement in today’s house 
manufacturing. _ 


Embodying the principles of contemporary American design, Crawford 
Homes range in size from 650 to 2,000 square feet and serve a market 
from $7,000 to $30,000. They are available in numerous basic floor 
plans, all reversible, in almost 100 exterior variations. 


Sno io Rs 


here’s what crawford PROJECT DEVELOPMENT 
a We'll explain how Crawford Homes can 
services can do for you fit into your program. 


FINANCING 


We make construction loans and arrange 
permanent loans. 


ARCHITECTURE AND ENGINEERING 

Crawford’s award-winning plans, plus plot 
plans, landscape plans, yard planning and 
color guides. 


ADMINISTRATION AND ACCOUNTING 
We pay all your bills and payrolls, install 
estimating and cost controls, analyze your 

profit position, handle tax forms, sched- 

ule construction. 


Ray Grein, outstanding Crawford Dealer 
in Lake Charles, Louisiana, says ‘We've b5 
completed over 1300 Crawford Homes 5 

. acceptable from every standpoint 
.. . building 250 this year . . . planning 
to build 400 next year.” 


PLUS ADVERTISING AND SALES 
PROMOTION SERVICE... 


backed up by a merchandising know-how 
that has won national recognition and set 


for details and descriptive 
national sales records! 


literature, write today to: 


CRAWFORD CORPORATION 


Dept. H. P.O. Box 989 Baton Rouge, Louisiana 
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~~ Give her more toom — 


Include Foipoor in your plans and 
you can design a home with less total 
floor space yet provide more actual 
usable space than far larger homes! 

You can give today’s housewife 
what she wants . . . a home that’s 
young in spirit, versatile, designed 
for ‘‘open-minded” living. And do it 
for less money because FOLDOOR saves 
on wall and partition costs, elimi- 


No Other Folding Door Offers As Much To You And the Home- Buyer ! 


... at less cost ! 


nates painting, trimming and hard- 
ware expense, too! 

Women appreciate how FoLpoor 
creates separate rooms in seconds... 
how it fits within the door frame so 
there’s no space lost by swinging . . . 
how it gains 7 square feet of floor 
space around every opening and 
allows furniture to be placed next to 
the door . . . and how it provides real 


convenience never before possible. 

They like Fotpoor’s wonderful 
flexibility, attractive cornice top and 
its exclusive vinyl cloth-textured 
fabrics that look and feel just like 
expensive drapery material. 

These are a few reasons why 
FoLpoor makes homes easier to sell 
at a better price. Specify FoLpoor 
next time you build. 


HOLCOMB & HOKE 


FOE REN Ce PASS PS 0 80: 810 6'Wi Wee le) Ces lee, ene! ¥ie 6 lSle viel elerein oho. 6 eTeTeneTehe ete etaverceke hate 


HOLCOMB & HOKE MFG. CO., INC. 


1545 Van Buren Street « Indianapolis, Indiana 
IN CANADA: FOLDOOR of Canada, Montreal 26 


FOL ooR 


THE SMARTEST THING IN DOORS 


Sunshine heating... 
warm, draftless floors 


The B & G Hydro-Flo System provides 
radiant heat—comforting as spring 
sunshine. It’s controlled oA ie 
the home at a uniform, comfortable 
temperature. This system is particularly 
effective in heating homes with large 
glass areas or wide-spread layouts. 


Summer cooling 


There are a number of ways in which a 
B & G Hydro-Flo System can be employed 
to provide summer cooling. The same cir- 
culating equipment and piping system are 
used for both heating and cooling. 


Year ’round hot water 


Plenty of low-cost hot water for kitchen, 
laundry and bath. The Water Heater of a 
B & G Aydro-Flo System furnishes an abun- 
dant supply—winter and summer. Certainly 
no modern convenience is more desirable 
than plenty of hot water for every house- 
hold use. 


Send for Catalog 
of B & G Hydro-Flo 
Products 


*Reg. U.S, Pat. Off. 
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Snow melting a plus feature 


Why strain muscles and endanger 
health shoveling snow? Pipe coils 
can be installed under sidewalks 
and driveways and circulated with 
hot water from the Hydro-Flo Sys- 
tem... melting snow as fast as it 
falls. A snow melting installation 
can be made when building or at 
any time thereafter. 


ONLY WATER can Give A Home ALL tHEsE 
COMFORT, CONVENIENCE AND ECONOMY FEATURES... 


BG Hyiro-Fic SYSTEM 


When you specify a B & G Hydro-Flo System, you've assured the owner all the 
benefits of mechanically circulated water—the most versatile and effective medium 
for heating a home in winter and cooling it in summer. 


With a B & G Hydro-Flo System you've laid the groundwork for all the comforts 
and conveniences modern science has devised for more luxurious living. You’ve 
assured sunny radiant heating —uniform temperature—draftless rooms—fuel econ- 
omy and the convenience of year ‘round domestic hot water. Summer cooling and 
snow melting equipment can be included when the heating system is installed 
or at any time in the future. 


HOW THE B & G HYDRO-FLO SYSTEM OPERATES 


The three basic units of a B & G Hydro-Flo Heating System are illustrated above. 
1. The thermostatically controlled Booster Pump which circulates hot or cold water 
through the system, depending upon the season. 2. The Flo-Control Valve which 
helps maintain a uniform home temperature and permits summer operation of the 
boiler for domestic water heating. 3. The Indirect Water Heater, which produces an 
ever-ready supply of domestic hot water, winter avd summer. These units can be in- 
stalled on any hot water heating boiler for either new building installations or for mod- 
ernizing old gravity hot water systems. 


Low Heating Cost 


Hundreds of thousands of 
homes today are enjoying the 
comforts of radiant Hydro-Flo 
Heating at amazingly low 
operating cost. That’s be- 
cause this system matches 
fuel consumption to the 
weather—no overheating 
waste and discomfort. 


BELL & GOSSETT 


c O M P AN Y 


Dept. DR-10, Morton Grove, Illinois 
Canadian Licensee: §. A. Armstrong, Ltd., 1400 O'Connor Drive, Toronto, Canada 
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The PERFECT DOOR 
for that “EXTRA ROOM” 


Opens UP and OUT OF THE WAY! 


Uses no floor or driveway space. In summer, the garage becomes a 
porch where children can skate and play. ; 


It’s WEATHERTIGHT! 


MIRACLE WEDGE™ weathertight closure conserves heat in winter, 
keeps out a// rain, snow, wind and.ice. 


STRONGLY BUILT! 


Hinged at sixteen points, with four corner supports, it floats on 
twenty points of strength. SALT SPRAY STEEL” tracks and hardware. 


EAS vel O OPEN®AND CLOSE 


Strong construction, perfect balance, expert installation and prompt 
service are the four essentials. 


*TRADE MARK 


Americas Great Name in 
PRICED RIGHT! 
A complete line of 
doors — a complete 
price range. 


QUALITY DOORS... 


© 1954, 0.0.C. 


A well-planned garage can sell the house! Garage space 


is all-purpose space, invaluable to the small-home buyer: 


@ Extra Storage ©@ Handyman’s Workroom 
® Recreation Area ® Indoor Picnic Ground 


® Car Protection @ Home Freezer Space 


RESIDENTIAL COMMERCIAL INDUSTRIAL 


OVERHEAD DOOR CORPORATION, Hartford City, Ind. 
Manufacturing Divisions 
HILLSIDE, N.J. CORTLAND, N.Y. DALLAS, TEX. 
NASHUA, N.H. LEWISTOWN, PA. OKLAHOMA CITY, OKLA. 
PORTLAND, ORE. 
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The OUTSIDE of this home 


attracted crowds of potential buyers... 


The INSIDE 


sold it to rst! 


MOUNTAIN-GROWN 


CHCA) 
Tempered OAK FLOORING 


. is so often the feature that Setemniine: the selection of a house as their home 
oy a family which values the gracious warmth and inviting hospitality of 


beautiful oak floors! 


| 


4 
Not by accident, but by design, is Lockwood America’s 
most desirable Oak Flooring. 


Every improvement that can be added to modern The Kiln-Drying, for example, is the same type 
manufacturing has been applied in the making used by manufacturers of fine furniture, where 
of Cloud’s Lockwood Oak Flooring. gluing is employed. 


The makers of Lockwood have thought of the Builder’s problems, teo, and this Oak Flooring has the 
famous Nail Groove Feature and is so perfectly Tempered and Precision-Milled, that Contractors 


report savings up to 35% in laying and finishing costs! 4 


INOFMAN When you build homes to sell, give them the utmost TW aravy" 
INOPMA in “salability” ... give them Lockwood Oak Floors! MorMal 
fe d Poon 

FLOOR 
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| Saves 30% to 40% on fuel! 


Easy operation! 


GET THE 


FACTS< 


ON THE MOST 
ADVANCED WEATHERSTRIPPING! “ 


‘Now?Hére’s the complete 
story about the most advanced 
window equipment on the mar- 
ket! It’s a new folder that gives 
all the facts on Zegers Dura- 
seal Combination Metal, 
Weatherstrip and Sash Bat- 
ance . . . how it provides 414 

times better weather protec- 
tion plus easy: vino opera- 
tion. Read about ra-seal’s 
One-Piece Jamb Member that 
maintains a constant air seal 
and smooth opening and clos- 
ing no matter how the sash 
may expand or contract... 
about “Si-vel” coated springs 
that assure silent operation. 
See actual scientific proof that 


L eee. Dura-seal provides the best 
~ WH weatherstripping. Write for 


COMBINATION METAL WEATHERSTRIP this important folder today! 
AND SASH BALANCE 


Zegers Incorporated 
8092 South Chicago Ave. 
Chicago 17, Illinois 
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Specialists in Magnetic Devices 


*Pat. Pending 


SCREEN DOORS 


CLOSET DOORS 


for 


heawier 
doors 


+ most POWERFUL YET LOWEST 
PRICED 


Unconditionally Guaranteed. 


Powerful 10 Ib. Holding Force is 
320 times the magnet's % oz. 
weight. Keeps screen, sliding, 
closet and other heavier doors 
firmly closed even if warped or 
sagging. Also highly recommend- 
ed for every type of wood and 
metal cabinet or locker door in 
home, office, factory, trailer, air- 
plane or boat. 
Patented* Self-Aligning Installa- 
tion—fast, foolproof. 

Exclusive Pivot-Cushion Action. 
Lasts indefinitely—no working parts 
to get out of order. 

Packaged ready for instant mount- 
ing; shipped in attractive Display 
Carton. 

Only 49¢ list due to exceptionally 
efficient design and compactness 
—only 24%" L x ¥%" H. Net weight 
only 1% oz. 


WRITE FOR FURTHER 
INFORMATION TODAY. 


HEPPNER 


SALES COMPANY - ROUND LAKE, ILLINOIS 


HOUSE & HOME 
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KITCHEN CABINETS 


Gone is the clinical efficiency that once 
characterized kitchens. Now they're relaxed 
and inviting, a gathering place for family 
and friends. That’s why tile made of BAKELITE 
Styrene Plastics is so highly favored in today’s 
homes. It’s bright and beautiful, contributing 
charm and utility out of all proportion to its 
modest cost. Discover the unlimited effects 
you can create from the wonderful selection 
of colors, finishes, sizes and styles. 
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Plastic Wall Tile Manufactured by Plastic Engineering, Inc., Cleveland, Ohio 


~.-TO THOSE WHO BUILD ON ORDER OR ON SPECULATION 


BakeE.itE Styrene Plastics give tile all these 
features: Resistance to acids and alkalies. 
Easy cleaning, safe with soaps and deter- 
gents. Clear and uniform colors, right to the 
back. Resistance to denting, chipping and 
crazing. 


Ask your dealer for wall tile made otsrrRe, 
of BAKELiTE Styrene Plastics which .® Se 
meet the industry’s standards. It’s i 
eligible for FHA loans. 


TRADE MARK 


STYRENE PLASTICS 


BAKELITE COMPANY, A Division of Union Carbide and Carbon Corporation U9 30 East 42nd Street, New York 17, N. Y. 
In Canada: Bakelite Company, Division of Union Carbide Canada Limited, Belleville, Ontario 


many years, plaster has been accepted as a 
superior and highly adaptable material for 
finishing interiors of buildings. However, with 
today’s trend toward larger ceiling areas and 
large picture windows, architects, builders and 
craftsmen are insisting on greater plaster strength. 


One of the most practical and economical ways 
to get this strength ... to stop plaster cracks be- 
fore they start...is to reinforce it with the 


KEYMESH + KEYBEAD + KEYCORNER 


KEYSTONE WELDED WIRE FABRIC «© KEYSTONE NON-CLIMBABLE AND ORNAMENTAL FENCE 


“3 Keys to Stronger Plaster.” ‘ 


You'll be surprised at how little it costs to get ‘ 
this quality feature. You’ll be pleased at the 
valuable benefits it gives to buildings... lasting — 
plaster beauty ... greater client satisfaction... 
maximum fire resistance. 


Your plastering contractor will be glad to figure 
your jobs with the ‘3 Keys to Stronger Plaster.” 


E STEEL & WIRE COMPANY 


PEORIA 7, ILLINOIS 


seelour 
CATALOG 


SWEET'S FILE 


KEYSTONE NAILS + KEYSTONE TIE WIRE 


4293 Bandini Blvd. 930 19th Ave. 1800 N.W. 16th Ave. 1544 First Ave., South 2d Wa 3d 
Los Angeles 23, Calif. Oakland 6, Calif, Portland 9, Oregon Seattle 4, Washington 
Notice how easily Keymesh is lathed to Engineered for true, solid corners, Key- Lathers easily strip joints and cor- 


the ceiling. Joints are lapped two inches. bead, goes up easily—is easy to plaster. ners with preformed Keycorner. 


3 KEYS TO STRONGER PLASTER 


Keystone’s woven wire galvanized reinforcing lath— applied 
directly over the gypsut or insulating | th on the ire ce 
This network of multidirectional reinforcing increases th 
strength of ceilings. It assures a uniform thickn ss of 

and guards against cracks. Whe / 
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galvanized reinforcing lath—appl 7 id 
ceiling-wall junctures. It fits snugly in corners when you flex if. 


for stripping wherever requit 7 
multidirectional reinforcing as Keymesh for maximum crack 


The TOUCH OF QUALITY’th 


at appeals 


REASONS WHY YOU SHOULD USE ALUMINUM WINDOWS: 


“1 PREFERRED BY MOST HOME BUYERS ‘5 NEVER NEED PAINTING 
Growing demand by the public provides a real sales advantage. at time of installation or after. Cannot rust or rot. 
‘2 ADD VISIBLE SALES APPEAL = ‘6 EASY, TROUBLE-FREE OPERATION 
3 that can be seen from outside as well as inside. Will not swell or warp. Always open and close easily. 
FIT ALL STYLES and TYPES of CONSTRUCTION 
Can be used in ranch, colonial, modern or traditional style 7 NEUTRAL COLOR ae : 
houses, with frame, brick, brick veneer or block construction, harmonizes with any color decor, inside and outside. 
4 EASY TO HANDLE and INSTALL 8 ACCEPTED BY MORTGAGE OFFICERS 
Light in weight, they’re easily installed by one man, saving as a superior, money-saving building product that lowers 


extensive time and labor on the job. maintenance costs and enhances resale values. 


Sound sax 


L Strength 
Construction 


of Sections 


INSIST ON THIS SEAL 
FOR YOUR PROTECTION 


Air Infiltration 


This builder says “YES!” 


Crisp Realty in St. Petersburg, Florida has sold about 700 modern, 
de luxe type homes during the past six years. Mr. Robert P. Crisp, 
Vice President, says, ‘‘We have found electric appliances to be one 
of the most important selling features in a home—and for the hot 
water supply, that means an Electric Water Heater. Women know 
it makes for easier housekeeping.” 


UIZ FOR BUILDERS 


Does the Electric Water Heater offer advan- 
miages for the builder as well as for the 
home buyer? 


Yes, because installation can be made 
with short pipe runs, and without regard 
to flue or vent. This can reduce installation 
cost for the builder, just as it can reduce 


The Electric Water Heater can help to make home selJing easier. It ; 
operating cost for the home buyer. 


keeps home buyers sold, too. They want to be modern—live electrically 
—so they want this water heater that automatically assures an ample 
supply of hot water at any hour of the day or night. They like the fact 
that it is clean in operation, and doesn’t heat the area where it is in- 
stalled, because the tank is so completely and efficiently insulated. 


The Electric Water Heater is good for the builder—as well as his cus- 
tomer. Since it can be installed anywhere, hot water lines can be short 
—to reduce installation cost and minimize radiation loss. It can help 
make your home buyers your satisfied customers. 


Equijo your korres wie 


plectric water heaters zeaaaa 


ALLCRAFT « BAUER «+ C-E HEATMASTER e¢ CRANE-LINE SELECTRIC e¢ CROSLEY e¢ DEEPFREEZE 

FAIRBANKS-MORSE . FRIGIDAIRE . GENERAL ELECTRIC . HOTPOINT ° HOTSTREAM 

JOHN WOOD e KELVINATOR e LAWSON ¢ MERTLAND »* MONARCH +» NORGE «+ PEMCO 
REX « RHEEM -« SEPCO «+ A.O.SMITH * THERMOGRAY « WESTINGHOUSE 


ELECTRIC WATER HEATER SECTION 
National Electrical Manufacturers Association 


1 
NM 
1 
I 
H 
155 East 44th Street, New York 17, N. Y. H 
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_Isn’t this the most remarkable material you’ve ever seen! 


One architect uses it to add privacy to patios... another as room dividers... a third for awnings. 
Greenhouses, skylights, shower stalls—the decorative possibilities of Fiberglas* Reinforced Paneling are endless. 


And this paneling is as practical as it is versatile. It looks like glass . . . but is shatterproof. It’s translucent... 
but not transparent. It comes in many colors... but never needs painting because the color is bonded in. 
It resists weathering, works like wood, is available in flat and corrugated sheets. 


Isn’t this the most remarkable material you've ever seen? Imagine how you 
can use Fiberglas Reinforced Paneling for your homes! For further 
information, write Owens-Corning Fiberglas Corp., 598 Madison Ave., 

New York 22, N= Xe 


; z #7. M. Reg. O-CF 
Owens-Corning Fiberglas Corporation does not manufacture this paneling. It supplies the Fiberglas reinforce nent to panel man ufacturers. ia 
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Add buyer appeal 


Cut building costs with 


KAWNEER § 


How to sell your homes 
faster and more profitably! 


Add a cost saving sales feature to your This widely publicized Kawport is Exclusive Features 
homes with this beautiful new all-alu- architecturally designed by the oldest ; 

é é c 5 . : @® Louvered roof diffuses light, 
minum combination carport and patio. and largest manufacturer of architectural Se, arene Ralewal Gee 


Homes look larger, have greater value metal products. It can be easily adapted 


and sell more easily with bigger profits to existing designs and color schemes. meetin GutSE Ss, 


carry off rain. 


when they include the Kawneer Kaw- Offer it as a part of your house or as 

port. Fabricated by production line an extra. Follow the trend to bigger Pre-cut, ready to assemble. 
techniques away from the site for 3-way houses with more and better features @ Alumilite finish. 
savings—low price, inexpensive to install by including the Kawneer Kawport in © Neverrisodeisaing 

and requires no painting. your plans. 


a ee ee ee 
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Kawneer Company, Niles, Michigan 


(1 Send details and information on the 
Kawport. 


Stora Fronts 


ve. Coniral e 
Products 
: a aD 


(0 Have a representative call on me. 


Doors ond 

Entronces NILES, MICHIGAN 
Herkeley, Calif - Lexington Ky - Toronto, Con 

Zourito 


wine Nume 


Company 


Let us show you a sample 
of Kawneer’s ‘“‘protecto-vent” construction. 


Street - 


City _ Zone. State. 
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New! Merling. 
sliding door locks... 


IS Lock Strike 


ko 
Key ON bork Ring ™ ae 


for by-passing doors 


The first sliding door lock for by- 
passing doors. Now closets can be 
locked and contents kept secure 
from pilferage. Designed on a revo- 
lutionary new principle. One half 
turn of key raises tongue to locked 
position or returns it to unlocked 
position. Cylinder is geared to 
tongue and action is positive. Simple 
to install—bore one hole. Fits 3/4” 
to 134,” doors. 


for pocket hors 


A new type of lock for bathroom or 
bedroom doors. Privacy is assured 
by turning locking button on inside. 
Emergency button on outside per- 
mits unlocking with screw driver or 
coin. Neat, simple installation. Fits 
1¥g” or 13/4” doors. 


Sterling 


| (Qhuality 


STERLING HARDWARE MFG. CO, 
Chicago 18, Illinois 
SEE OUR CATALOG IN SWEET'S: 
Architectural File ® Light Construction File 


VISIT OUR DISPLAYS: Architects Samples Corporation, N.Y.C, 
Chicagoland Home Building Center, 130 W. Randolph St. 


good re DOUGLAS f K 


one of 10 woods from the 


the Associated Woods 


“D. FIR” is a Registered Trademark 
of the Western Pine Association 


Architect, Rand-Marquis 


WESTER \ P| NE region 


Rugged strength, straightness, durability, high nail-hold- 
ing ability — those are the traits that make Douglas Fir 
one of the finest structural woods. And you will find this 
handsomely grained, distinctly colored wood economical 
to specify for all residential use from framing and siding 
to flooring and paneling. 


Douglas Fir comes in 3 select, 5 common, 3 structural, 
4 dimension, 4 factory grades. Your local lumber dealer 
has it on hand — or can get it for you quickly! 


IDAHO WHITE PINE 
PONDEROSA PINE 
SUGAR PINE 


the Western Pines 


DOUGLAS FIR 
LARCH 

WHITE FIR 
ENGELMANN SPRUCE 
INCENSE CEDAR 

RED CEDAR 
LODGEPOLE PINE 


get the facts on DOUGLAS HR 


write for the FREE illustrated booklet to 
WESTERN PINE ASSOCIATION, Dept. 316-V, 
Yeon Bldg., Portland 4, Oregon 
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TO THE BUILDERS’ NEEDS 


Permabilt quality construction is the kind you can 
stand back of. We build by conventional proven methods 
using quality materials and follow the standard practice 
that builders have used for years. Permabilt Homes are 
shipped as a package with wall panels and roof trusses 
assembled at the factory. Windows and doors are glazed, 
- weather-stripped and installed. To protect the home from 
exterior wall dampness, we provide a full 314 inch inter- 
wall airspace. 


FULL FLEXIBILITY IN DESIGN 


Over 50 standard designs and floor plans will meet 
most buyers needs, however, plans can be altered by re- 
arranging wall panels. Interior partitions can be moved 
to suit individual buyers. Numerous front style modifica- 
tions are possible with several choices of picture windows. 


ACCEPTED FOR 
F.H.A. or V.A. 
FINANCING 


YOU BUY ONLY WHAT YOU WANT 


Permabilt’s method of selling gives you a choice of 
packages and you buy only what you want. Select 
the packages to your own best advantage. 


BASIC HOME PACKAGE 


Complete shell, everything furnished, including in- 
terior partition studs. 


INTERIOR TRIM PACKAGE 


All interior wood trim, flush doors and hardware. 
Either dry wall or rock lath to cover. Your choice. 


FLOOR PACKAGE 


Oak flooring or asphalt tile as required. 


CEILING INSULATION 


Fibreglas or Rock Wool in rolls or bats. 


KITCHEN PACKAGE 


Youngstown steel kitchen, cabinet sink with dish- 
washer or garbage disposer as desired. 


SOME TERRITORIES 
OPEN FOR FRANCHISE 
TO RESPONSIBLE 
BUILDERS, WRITE 


222 S. KALAMAZOO AVENUE TODAY 


WE INVITE YOU TO VISIT OUR MODERN PLANT AT MARSHALL, MICH. 
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ALERT BUILDERS CASHING IN ON SALES APPEAL OF 


PLEXTONE 


COLOR-FLECKED TEXTURED ENAMEL 


WILLIAMS GREEN “3” Color-Flecked 
PLEXTONE 


Enlarged view of one of many decorator color 
combinations for modern or traditional inte- 
riors. Also available in monotones and custom 
multicolors for large projects. 


The swing to Plextone is fast. Proof? An in- 
dependent, national survey of cities featuring 
a “Parade of Homes” this year revealed Plex- 
tone was used in 44% of the cities surveyed. 


Why this amazing growth in Plextone popu- 
larity? One midwest builder puts it this way: 
“Plextone covers up dry walls better than any 


other paint . . very durable . . very washable.” 


Many, many similar statements add up to just 
this: Plextone helps builders two ways—it 
simplifies painting problems; it adds sales 
appeal to their homes. Get all the facts about 
the most amazing paint development in 100 
years. Just fill out and mail coupon. 


Come see PLEXTONE at Booth 451-452, Sherman Hotel, 
NAHB Convention, Chicago, Illinois. January 16-20, 1955. 


MAAS & WALDSTEIN CO. World’s Largest Producer of Multicolored Paints 


SARTRE ST ey nee ra . 
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BEARING 13, 


These strong butts are designed for heavy duty and make light work of 
handling daily door traffic without the least sign of strain or wear. The 
fine precision construction of every detail is in strong evidence. And the 
lustrous beauty of the wide variety of standard finishes distinguish these 
door butts as truly a quality product. 


Your trade will appreciate the generous assortment from which to make a 
selection of either the ball tip or button tip styles. These are made in both 
the round and square corner types. Available are the 3%, 4, and 42 inch 
sizes; they can also be supplied in the template style. No. BB500 Ball Tip Butt Ball Bearing 


aE 


No. BB502 Button Tip Butt No. BB502RC Button Tip Butt 
Ball Bearing 


Bull Beacing No. BBSOORCBall Tip Butt Bai! Bearing 


is 
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Louis BECKENSTEIN 
West Hartford, Conn. 


Region 6 


ronan 


VINCENT J. DEMEO 
Miami Shores, Florida 


Region 11 


N. O. SIMMONS 
Corpus Christi, Texas 


Region 16 


STANLEY TREZEVANT, JR. 
Memphis, Tennessee 


LELAND G. LEE, JR. 
Dallas, Texas 


FRED P. DEBLASE 


Rochester, New York 


& 
Dearborn, Michigan 


Region 12 


MELVIN H. JENSEN 
Salt Lake City, Utah 


Region 17 


iene: 


L. P. SMITH 


New Orleans, Louisiana 


FRED C. GARLING, JR. 


LEON N. WEINER 


Wilmington, Delaware Washington, D.C. 


Region 8 


puis c menage 


BRuCE S. BLIETZ 
Wilmette, Illinois 


Region 13 


» y / f é a 
Denver, Colorado 


Region 18 


DALE J. BELLAMAH 
Albuquerque, N. M. 


Marcus C. BoGugE, JR. 


rs of the 


Region 4 


HENrRy J. ROLEs 


Region 9 


JAMES H. FURNEY 
Minneapolis, Minn. 


Region 14 


DONALD MACGILLVRAY 
Spokane, Washington 


ba A 


CHRIS FINSON 
San Mateo, California 


Trade-in and New- Conditioning Contest Winners 


ALLEN K. DAVIDHEISER 
Pottstown, Pa, 


JOHN R. WoRTHMAN 


Fort Wayne, Ind. 


inp 


ALBERT BALCH 
Seattle, Washington,, 


Region 5 


Cuartes C. LUCAS 
Charlotte, N. C. 


Region 10 


Lid 


Region 15 


JOHN P. BosWELL 
S. Pasadena, California 


Region 20 


JOSEPH SCULLIN 


IRVING RosE 
Detroit, Michigan 
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RICHARD MOSELEY 
Kansas City, Missouri 


Yardsville Heights, N. J. 


. 
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20 regional, 5 trade-in and new-conditioning contest winners 
leave for expense-paid fisherman’s holiday at Mexican resort 


All hail the winners! 
The best entries in the 1954 NAHB Acapulco Derby have been selected. 


Judges, chosen by your national NAHB Board of Directors, were Edward 
G. Gavin, editor, American Builder; James M. Lang, chief of staff, Practical 
Builder; and James Holten, real estate editor, New York World Telegram. 


They've picked the top twenty regional winners—and the five who excelled 
in the Trade-in and New-Conditioning Contest. They’re all pictured at left. 


The twenty-five top winners are enjoying a free Acapulco holiday for pro- 
moting, publicizing and encouraging prospects to visit a model home during 
National Home Week. Or for doing a top job in developing and merchandising 
a home trade-in plan. 


Prize winners will be honored at the Honeywell booth in Chicago’s Sherman 
hotel during the annual NAHB convention and exposition, January 16-20. 


And below you'll find a list of winners of local association awards. Winners 
of local association awards were chosen by judges appointed by local association 
executive officers. 


The contest was conducted by NAHB and sponsored by Honeywell, leader 
in the field of automatic home heating controls —including Electronic Moduflow 
and Zone Control—to help maintain and promote the continued prosperity of 
the home building industry. 


Winners of local association awards 


Charles W. Anderson, St. Louis, Mo. 
John L. Bellinger, Syracuse, N.Y. 
Truett A. Bishop, Dallas, Texas 
Ralph Bodek, Philadelphia, Pa. 
Dan Bodily, Niles, Calif. 


Leland W. Bolles, Jr., Sacramento, Calif. 


A. A. Bonner, Charles City, Iowa 
J. W. Brosius, Frederick, Md. 
Joseph F. Carabin, Cincinnati, Ohio 
Clair-Mel Bldrs., Inc., Tampa, Fla. 
Joe Don Denton, Waco, Texas 
Mario P. Docculo, Baltimore, Md. 
A. C. Dohrmann, Sioux City, lowa 
C. Stuart Duggins, Richmond, Va. 
Yale Epstein, Tucson, Ariz. 


Nati 
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Edward Feller, Madison, Wis. 
Roland Ferland, Pawtucket, R.I. 
Louis A. Frick, Muncie, Ind. 

Sidney A. Friedman, Albany, N.Y. 
Paul J. Fuller, Toledo, Ohio 

Donald H. Ganser, Milwaukee, Wis. 


Richard C. Goodwin, Haddonfield, N.J. 


J. B. Haverstick, Dayton, Ohio 
Louis J. Hirsch, Long Island, N.Y. 
S. M. Huffman, Charleston, W. Va. 
G. J. Hughes, Greenville, S.C. 

I. A. Jacobson, Tulsa, Okla. 


John W. Johnston, Oklahoma City, Okla. 


George A. Knerr, Buffalo, N.Y. 
Hugh Knoell, Phoenix, Ariz. 
P. L. Krutschnitt, Cleveland, Ohio 


Ho 
Hl 
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Albert L. LaPierre, Edmonds, Wash. 
Kermit L. Lincoln, Lafayette, Calif. 
Wade Lupe, Schenectady, N.Y. 
Wallace Lee Mayfield, Austin, Texas 
Clinton R. Miller, Akron, Ohio 
Edward P. Miller, Tacoma, Wash. 


Virgil A. Place, South Bend, Ind. 
E. J. Plott, Canton, Ohio 

Kelton O. Potter, Bellingham, Mass. 
Harry J. Quinn, Chicago, Il. 

Clem J. Rice, Lorain, Ohio 

Frank Roberson, Fresno, Calif. 
Rupert L. Rumpf, Jr., Orlando, Fla. 
Sampson Brothers, Pittsburgh, Pa. 


AY PY OME 
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George M. Pardee, Los Angeles, Calif. 


Robert Schmertz, Lakewood, N.J. 
Joseph O. Shaffer, Jacksonville, Fla. 
Ralph L. Shirmeyer, Fort Wayne, Ind. 
H. M. Sloan, Colorado Springs, Colo. 
H. Dean Spratlin, Sandy Springs, Ga. 
J. Mack Stewart, Columbus, Ohio 
Paul E. Teachworth, Houston, Texas 
Don Tender, Granada Hills, Calif. 
Ernest Terlizzo, Springdale, Conn. 
Edward N. Tilsen, St. Paul, Minn. 
Lionel J. Tilson, San Jose, Calif. 
Garnet C. Townsend, Kalamazoo, Mich. 
Frank W. White, Portland, Ore. 
Raymond M. Wright, Columbus, Ga. 
Allan L. Wulfeck, Brownsburg, Ind. 


112 OFFICES 
ACROSS THE NATION 
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BUILDER SERVICE 

In addition to standard packages, Empire 
will offer a choice of other plans and de- 
signs in packaged homes to builders who 
have a specific design or market problem. 
Write for complete details. 


The Company — 

Headed by men with years of successful experience in prefabrication and 
woodworking, Empire Homes, Inc. will bring you a wealth of newer ideas 
in home design, new variety in home packages and new economies in 
erection costs. 


Located in Louisville, the modern plant of Empire Homes is admirably sit- 


vated for prompt shipment by truck or rail to any point, at low transporta- 
tion cost. 


The Product — 

COMPLETE PACKAGES will be offered, including all structural parts and as- 
sembly items, as well as heating systems, kitchen cabinets, water heaters, 
plumbing and other equipment. 


SHELL PACKAGES may be purchased, with structural parts and assembly 
items, but with equipment items eliminated in whole or in part. 


PANEL COMPONENTS will be supplied for the panelization of the builder's 
own plans. 


In the Southeast... 
Any section... 


: KNOX HOMES available 


e Accuracy of dimensions requires very best material 
@ Ease of erection... Faster completion 
e Less field supervision ... Reduced overhead 
@ Better engineering... Rapid turnover of capital 
e Livability ... Attractiveness 


For better living 


KNOX HOMES 


built to meet our sectional needs 


@ Final result 


e SATISFIED OWNERS 


e GREATER SAVINGS 


When YOU modernize your home 
the odds are in your favor that et 
THE CONTRACTOR i 


who handles the work 


architects! 


low cost storage space with EZ-Way Folding 


Stairways e specify or detail into your es 
building plans inexpensive storage space 


for you reads 


house+home 
EZ-Way Folding Stairways 
Sturdily built, modern in 
appearance. EZ-Way fea- . 
tures touch-control, balanced \\ 
spring action. Close study ‘A 
of EZ-Way Folding Stairway \ 
> ‘ specifications will prove to you 

- the way to best please your cus- 
Build Better with tomers and clients on auxiliary, 
low cost storage space. 

or co) Write ropay for the illustrated 
Ni u-Wood Sh ed aa | ng brochure providing information and 

specifications of EZ-Way products. 


; : Sm EZ-Way products aremanufactured by 
More strength—more protection—and a big labor saving! EZ-Way Sales, Inc., Box 300-10, St. 


That’s what Nu-Wood insulating sheathing means to the Paul Park, Minnesota. 
homes you plan. Easier to apply, Nu-Wood sheathing has 
superior nail-holding qualities. The asphalt-impregnated ; 
board provides thorough resistance to destructive moisture. 
For economical quality construction, insist on Nu-Wood! | 
WOOD CONVERSION COMPANY, Dept. 236-124 Ul o 
First National Bank Building, St. Paul 1, Minnesota. 
*#Reg. U.S. Pat. Off. 


the greatest influence in homebuilding 
DESIGN * CONSTRUCTION * FINANCE * SALES * MODERNIZATION 
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Just what you’ve been asking for! Sturdy, grainless Masonite Presdwood® 
products with a smooth, even prime coat already applied. 


Now you can save time and labor on the job! Just brush, spray, roll or wipe the 
finish coat on...and get a smoother, more attractive top coat: Use paint, lacquer, 
enamel or emulsion paint. And you don’t have to sand this prime coat first! 


In the revolutionary Primecote process, Presdwood receives a smooth, dense 
film equal to several coats of regular primer with polish sanding between coats. A 
neutral gray in color, it takes lighter pastels and darker hues equally well. Resists 
chipping and flaking when sawed. 


Ask your lumber dealer for cost-cutting Primecote Presdwood products. 


NATURALLY STRONGER WITH LIGNIN 
EsOWc ITE°* 

rresowoo? | IMI ASON 

Noomne} CORPORATION 

Dept. HH-12, Box 777, Chicago 90, Ill. 


“Masonite” signifies that Masonite Corporation is the source of the product 


Now available only east of Rockies 


NEW! MASONITE 


PRIMECOTE PRESDWOOD 


saves you finishing time and costs! 


These are the regular 
Presdwood Products 
you can buy 

already Primecoted! 


Ye" Standard Presdwood 
Y%4"’ Panelwood” 


Ya", 6", Va'’ Tempered 
Presdwood 


Panels are 4 ft. wide, 
lengths up to 12 ft. 
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No more 
of this 


ANNOUNCING 
Johns-Manville 
Seal-O-Matic 
Asphalt Shingles! 


They hold tight when it blows 
because they are self-sealing! 


THIS NEW PATENTED exclusive Johns-Manyille 
Seal-O-Matic shingle is a revolutionary development 
in asphalt roofing. It provides a roof of traditional 
shingle design that eliminates fear of wind damage. 
It has been tested and proved in the high wind areas 
of the Middle West. 


J-M research has developed a special petroleum 
resin cement with extraordinary bonding qualities. 
A ribbon of this cement is factory applied on the 
underside of each strip along the entire butt edge. 
Here’s the secret! The sun’s heat causes the cement strip to grip the 
The sun’s heat seals the tabs automatically aceite SER aS: aay Hyeryiga 
because of this strip of special petroleum resin is securely cemented. Wind and rain simply can’t 
cement on the underside of each shingle. drive up under the shingles! 

Johns-Manville Seal-O-Matic Asphalt Shingles 
are available in the popular thick butt style in many 
attractive colors and blends. For complete informa- 
tion write Johns-Manville, Dept. HH, Box 111, 
New York 16, New York. 


JOHNS-MANVILLE 


3| Johns-Manville 


PRODUCTS 
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CONCLUSIVE PROOF 


that correct gas venting 
requires an insulated vent 


PROOF OF LOWER HEAT LOSS 


— only an insulated vent conserves maxi- 
mum vent gas heat to assure more venting 
power and prevent condensation. 


COMPARISON OF HEAT LOSS THROUGH 
INSULATED (METALBESTOS) AND UNINSULATED* VENT PIPE 


Distance Along Heat lost from vent gases (in BTU. per hour) 
Vent From Type of Vent 

Draft Hood 2000 4000 6000 8000 10,000 
ene el 

10 ft. — JUNINSULATED VENT 
METALBESTOS Pours 

20 ft. IUNINSULATED VENT 
eed METALBESTOS es 

*  JUNINSULATED VENT 


METALBESTOS 
UNINSULATED VENT 


NOTE: Calculations based on 5” vent pipe with a height of 20’ 
and a lateral run of 15’. Appliance input is 125,000 BTU. 
with 15,000 BTU. per hour assumed to reach the vent at the 
draft hood. 


*Uninsulated vents are vents such as single-wall sheet metal, 
cement-asbestos and terra cotta. 


PROOF OF BETTER PERFORMANCE 


— only an insulated vent provides maximum 
venting capacity. 


CAPACITY RANGE OF 4” INSULATED VENT VS. 4” UNINSULATED VENT 


LATERAL RUN EQUAL TO 75% OF THE HEIGHT 
120,000 T TT T i Foal 
/ 


NOTE: Capacities 
computed by the 
Kinkead Equation for 
a typical installation 
with temperature at 
draft hood of 460°F, 
and minimum vent 
gas temperature of 
180°F inside the 
vent. 15% of the 
BTU. input is assumed 
to reach the draft 
hood. Both vents 
have a lateral run 
equal to 75% of 

the height. 


100,000 |- MAXIMUM INPUT 


CAPACITY RANGE 
FOR INSULATED 
VENT 


80,000 


T 


60,000 


40,000 


BTU INPUT TO APPLIANCE 


20,000 


15 
HEIGHT IN FEET 


Be sure of safe, correct venting — 
specify METALBESTOS—+the first and leading double- 


wall, insulated gas vent pipe. 


B METALBESTOS sus 


WILLIAM WALLACE COMPANY = BELMCNT, CALIF. 


Stocked by principal jobbers in major cities. Factory warehouses in Atlanta, Dallas, 
Philadelphia, Des Moines, Chicago, New Orleans. 
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You Can Have 
the Advantages of 

Heavy Copper 

at ; the 


COPPER ARMORED 
SISALKRAFT 


For Concealed Flashing 
and Waterproofing... 


Flashing Under Coping 
on Parapet Walls 


Flashing Window Sill Flashing 
ond Door Heads 


Flashing Door and 
Window Openings 


Copper Armored Sisalkraft is also 
used to dampproof basements, for 
drip cap flashing, step flashing and 

waterproofing shower stalls. It is pure 
electro-sheet copper bonded to heavy 
asphalt, steel-like fibres, creped kraft 
paper. Available in weights of 1, 2 
and 3 oz. of copper per square 
foot, widths from 4” to 60”, 


Foundation Dampcoursing 
— Termite Shield 


AMERICAN SISALKRAFT CORPORATION 
Dept. HH-12, Attleboro, Mass. 


r 
| 

| 

| 

| Please send sample and facts about COPPER ARMORED 
| SISALKRAFT 

| 

| 

| 

| 

| 


Chicago 6, Ill. » New York 17, N. Y. * San Francisco 5, Calif. 


po 


———— 
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Contractors prove sanitary 
drainage systems of 
copper tubes and fittings 
cost less 


% Contractor “A” bid an “all copper” job for a 
housing development—water and drainage lines. 
His bid was 10% lower than others based on 
copper for water pipe only. 


% Contractor “B” was awarded a job. Before 
start owner changed specification to copper. 
Completed job cost $19.01 less than original 
estimate. 


% Contractor “C”, on his first copper drainage 
system, cut installation time %, compared with 
similar size jobs using heavy wrought or cast 
piping. 


*Names and addresses furnished on request. 


Long lengths and light weight. ANaconpA Type M 
Copper Tubes come in standard 20’ lengths. In 4” 
dia. a length weighs only 98 lb. The light weight 
makes them easy to install and the 20’ lengths save 
time and fittings when long runs are required. Light 
weight also permits more pre-assembly work at the 
shop. Even large units can be easily handled. A 
copper tube and fittings installation weighs about 
14, as much as ferrous materials. 


Fast, easy-to-make joints. Solder-type fittings save 
hours. No threading, no pouring and caulking of 
lead. No heavy, cumbersome equipment needed. 
The few tools and accessories used to install smaller 
diameter copper tube water lines are all you need. 


Saves carpentry and space. You can install a 8” 
copper tube stack with fittings within a standard 
width partition. There’s no need to plan for wide 
plumbing walls or “build-outs.” The trim copper 
tube and compact fittings give greater freedom of 
placement. ..reduce cutting of studs and joists. 
Base your next bid on an “all-copper” job. Prove 
its economy to yourself and the owner. To get your 
free copy of “Copper Tube Drainage Systems” 
which gives information on tubes, fittings and their 
installation, fill in and mail the coupon. 5414PR 


ANACONDA 


COPPER TUBES 
Sold only through recognized distributors 
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ONE MAN EASILY POSITIONS this 8” prefabricated stack of 
AnaconpA Type M Copper Tube. The stack fits in a standard 
width partition. 


-—-FREE BOOKLET!-——————————————— 


The American Brass Company, Waterbury 20, Conn. 
(In Canada: Anaconda American Brass Lid., 

| New Toronto, Ont.) 

| Send me free booklet, “Copper Tube Drainage Systems,” 
| which tells how I can cut costs with copper. 

| 
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HOW T0 BUILD MORE 
SALEABLE SPACE INTO HOMES 


Write today for 


FREE 
BESSLER 
CATALOG 


showing how 


easily and 


economically 


into that 

ADDED ROOM | 

you've giver them 
with o 


you can use 


BESSLER 


DiSAPPEARING 


STAIRWAYS 


(7 Models) 


to assure more 


IMMEDIATE 
DELIVERY 


assured on all models! 


cubic feet per 


building dollar! 


THE BESSLER DISAPPEARING STAIRWAY CO. 
1900-E East Market Street, Akron 5, Ohio 


HOUSES SELL FASTER WITI 


—and it costs you 
LESS when you use 
seal-packaged 


With SUPERCEDAR you eliminate the 
cost of plastering and painting closet 
interiors—AND you add the beauty 
and protection of genuine red cedar 


on a “custom-built” appearance that 
will appeal to all prospective home 
owners. SUPERCEDAR is factory 
packed in 4 and 8-foot bundles or 
available in pre-built 11” wide by 
8-foot panels. Installs over studding. 


for little or no more than cost of 
ordinary plaster! Your closets take 


Write Today for 
Full Details— 


GEO. C. BROWN & COMPANY, INC. 
Largest Mfrs. of Aromatic Red Cedar in the World 
GREENSBORO, NORTH CAROLINA 


Please send me literature on SUPERCEDAR closet lining. 


CLOSET LINING NAME 
Peele 
ADDRESS. 
Sold through 
Building Supply Dealers city. STATE 


Everywhere! 


Suggestion 
for BUILDERS 


You find, when selling a house, that its special features help 
you make the sale. You know, too, that a lot of sales are 
closed in the kitchen—because that room is the focal point 
of interest for the homemaker. 


A few years ago, the progressive builder could sell his 
houses if the kitchen had space for an electric range and 
electric refrigerator. Then he found that his kitchens must 
accommodate several more electric appliances. In fact, it 
usually was difficult to make the sale without them. 


Now there’s one more appliance that customers demand— 
a modern home freezer. The reason? They want to be 
modern—live electrically! 


More and more home buyers every year want this appliance 
that saves them time, money and labor, allows them to 
serve better meals, at lower cost. Last year, more than 
1,000,000 freezers were installed in American homes. 


That’s why you should design your kitchens with space for 
a freezer—allowing, too, for the weight of this appliance 
and its contents, in figuring the load-bearing strength of 
the floor. 


Don’t miss out on this important selling feature. If you need 
more information, write to any of the manufacturers listed 
below—or see their dealers in your community. 


FARM & HOME FREEZER SECTION 
National Electrical Manufacturers Association 
155 East 44th Street, New York 17, N. Y. 


ADMIRAL « BENDIX « CROSLEY « DEEPFREEZE 
FRIGIDAIRE e GENERAL ELECTRIC » HOTPOINT 
INTERNATIONAL HARVESTER « KELVINATOR © NORGE e PHILCO 
QUICFREZ * REVCO « SEEGER » WESTINGHOUSE 


————————— 


: 


All-magnesium panels and plywood faced panels in magnesium frames 
were used on the above job. The two kinds of forms are interchangeable. 


WORKMEN PREFER MAG-FORMS. 


Lightweight and Easy Stripping é 
Make Symons Magnesium Forms Decided Favorites 


e Absolutely accurate, no swelling or shrinking ; 
e Do not rust e Less than 3 Ibs. per sq. ft. ; 
e Rentals apply on purchase 1 


Symons magnesium panels give longer service life, require less time to 
assemble, and do a better and more satisfactory job. Because magnesium ~ 
does not absorb water, the panels remain accurate in shape and size. Use — 
of a crowbar is not necessary for stripping . . . these lightweight forms j 
pull back easily by hand. Panels are 2’ wide and 4’, 6’, 7’ and 8’ long. © 
Panels may be rented with purchase option. ; 


[ae a) ay ee ran 
SYMONS CLAMP AND MANUFACTURING COMPANY | 
4277 Diversey Avenue, Dept. L-4, Chicago 39, Illinois 


Please send catalog and prices on Symons Magnesium Forms. 


Name 


Address. 


City. 


‘one———_State. 


Syms CLAMP and MFG. CO.___| 


HOUSE & HOME. 
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CORNER SECTION 


CORNER 
SECTION 
and 
STANDARD 
LENGTHS 


pe 


} 
1 
| 
1 
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ae te COMPETE -COUNTER-TOP PACKAGE 


DECEMBER 1954 


WHINE Wh/ SSALES- APPEAL 


New, decidedly different Unitop has fresh appeal 
for you—and home buyers. You'll like the way 
Unitop combines top and backsplash in one un- 
broken piece—without joints or molding —to 
simplify and reduce the cost of installation. You'll 
like its flexibility, too. Three standard lengths, 
plus an interchangeable left and right-hand corner 
unit, let you meet the layout requirements of any 
job—whether straight-line, L-shaped, or U-shaped. 


Westinghouse 


@ micarta 


distributed by UNITED STATES PLYWOOD CORPORATION 
largest plywood organization in the world 
and U.S.—MENGEL PLYWOODS - INC. 


Home buyers will delight in the lasting carefree 
beauty of Unitop, for its attractive, mirror-smooth 
MICARTA® surface promises all the freedom from 
care and cleaning troubles that has always dis- 
tinguished MICARTA from other surfacing materials. 

Let new MICARTA Unitop accent the beauty 
and appeal of your homes. Your lumber dealer 
has complete information. Or, if you desire, write 


for the name of the Unitop fabricator in your area. 
J-06586-A 


United States Plywood Corporation 

55 West 44th Street, New York 36, N. Y. 

[_] Please send full information on MICARTA Unitop. 
[_] Please send names of selected Unitop fabricators. 


Name 


Address 


City. 


HH-12-54 
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0POUAGM. HOMES, INC. 
seeks qualified dealer-erectors* to build 

AMERICA’S NEWEST MODERN LOW-COST HOME... 


_@ The CONTEMPORARY. Build it complete, to FHA specifications, 
to sell for $7,900 including your normal profit (land extra). Featuring 
open plan living . . . 2 bedrooms plus den or 3rd bedroom . . . laundry 
. . open beam ceiling . . . mahogany wardrobes. . . fully insulated 
walls—floors—ceilings . . . Insulite new 2” roof decking . . . Veos tile 
bath—kitchen ... Stewart-Warner heating (gas-oil) . . . automatic hot 
water heater .. . asphalt tile floors . . . aluminum windows, etc. 


Coming for 1955—-METROPOLITAN’S 50 ft. and 60 ft., 
3 and 4 bedroom homes ... the Bayshore and Suburban 


> Telephone or telegraph collect for dealer-erector information. 
2 sou! 


721 W. Columbia St. 


1e HOMES, INC. Springfield 3, Ohio 
tI 


Springfield 5-3240 


*IN OHIO, INDIANA, KENTUCKY, MICHIGAN, ILLINOIS, 
PENNSYLVANIA, NEW YORK, MARYLAND, VIRGINIA, AND D. Cc. 


When YOU buy a new home 
the odds are in your favor 
that 


THE BUILDER 


you buy it from reads 


house:home 


the greatest influence in homebuilding 


DESIGN + CONSTRUCTION + FINANCE + SALES + MODERNIZATION 


Seal Out Weather with 
Balsam-Wool" Insulation 


There’s never a crack or crevice for cold to creep through 
when you choose Balsam-Wool sealed insulation. These 
sturdy, asphalted and double-sealed blankets go up fast— 
provide an efficient built-in vapor barrier, too. For the air 
conditioned home—or any home—Balsam-Wool gives posi- 
tive assurance of year-round comfort. 

WOOD CONVERSION COMPANY, Dept. 236-124 

First National Bank Building, St. Paul 1, Minnesota. 


*Reg, U.S. Pat. Off, 
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~~. AND WHAT'S 
THE BIG CHANGE 
IN HOUSES 


Once again, America is demanding—and get- 
ting a new and improved product! Home buyers 


EE ——————— 


are losing their zest for cozy Cape Cods... 
that postwar ranch house is losing its low-slung 
appeal . . . yesterday’s big picture window 
somehow looks like just another hole in the wall 

. . . last year’s floor plan has too many kinks for 
convenience. } 


To see what home hunters will ask for in 55... . 
to see what they’re getting in a new and finer 
architecture—mail the subscription form bound 
in this issue which brings you 


house: home 


540 North Michigan Avenue, Chicago 11, Illinois 


‘ 
4 
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I STREAMLINE 
PRODUCTS 


JECEMBER 1954 


GIVE THE HOMEOWNER ALL COPPER FOR LESS 


Here are a few of the many reasons why: 


@ Ease of installation makes copper less expensive than 
competitive materials. 


@ They can’t rust, won't leak, are clog-resistant, and give 
a lifetime of trouble-free service. 


@ Compact fitting design allows 3” stack to be installed 
in a standard 2” x 4” partition. 


@ Neat appearance and space-saving features of Stream- 
line copper tube and solder-type fittings add sales 
appeal. ; 


$-354, showing full STREAMLINE DRAINAGE FITTINGS 


i test i if 
Write today for latest Streamline Catalog, MEET A.S.A. STANDARD 816.23 ae 


range of styles and sizes, including roughing-in dimensions, 


MUELLER BRASS CO. port HURON 6, MICHIGAN 
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VERSATILE LOCKS 
FOR PROJECTING VENTS 


ONTAL ° CASEMENT 


o HOR Ze POPPER 


Designed f 
cation. ! 


Broan 8” Chain-Control 
Exhaust Fan Model 850 
- - - 4” Housing Depth 
- - - the popular Pre- 
fab Fan, nation-wide. 


YLOAi— 


VENTILATING FANS AND FAN-TYPE 
ELECTRIC HEATERS FOR TODAYS PREFABS 


America’s most complete line of 8”, 10” and 12” Wall and Ceiling 
Exhaust Fans, and also Fan-type Electric Heaters, is the Broan 
line. A few Broan units are pictured here. 


Outward sement 
vent panel Oytward 6 


CAM LATCH 502] 


Low cost, tight seal locking unit 
for outward Projecting sash, 
horizontal or vertical. Surface 
mounted. Finished in Antique 
Bronze (enamel) or Cadmium 
Plate. Complete with screws, 


8” BROAN 


No. 840 Wall Fan 


— the only completely 
automatic 8” fan for 
bathrooms and small 
kitchens. Separate mo- 
tors, controlled by a 
single switch, operate 
Fan and Insulated Outer 
Door. _ 5 


Model U-15 
BROAN Electric Heater 


gives the bathroom a 
speedy lift in tempera- 
ture from 72° to 85° in 
4 minutes. Optional 
Thermostatic control. A 
big seller, nation-wide. 


Ceiling Fan No. 872 


...for vertical discharge 
— with Back-Draft 
Damper Fitting. All 
Broan 8” Fans are e- 
quipped with the beau- 
tiful “Venturi - design” 
grille, with ‘“Whisper- 
Quiet” Air-flow. 


ig 


BROAN Electric 
Heater No. $-12 


. . . outstanding favorite 
for cozy warmth in bath- 
room or nursery. Stain- 
less steel grille, Toggle- 
switch or thermostat 
control. 


In : 
: L acTuATo 
VENT. pANE A noiselessly 


AO Ibs. smoothly, 
For any glazing: 
Finger-tip ¢° 
nylon glides. 


indows up to 
m effort. ” 

, up tot 
ong-wearing 


Opens W! 
with minimur 
double glazing 

ent, | 


including 
ntrol oper 
Hinging 
in closed post 
Sak thickness and 


ed. Exposed 


im. Vent can ® es 
hee cies in Antique Bron 


Opens 


up to Full 90 


Screen oF es 
sash need not be 
touched to oper 


PATIENT APPLIED FoR 


ADJUSTABLE Pare TYPE 
§ Only low cost 


Spring. 
g double glaz- 
and 40 Ibs. 


Econom 


le 
to any ang 
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New Free Catalog Now Ready — Mail Coupon ait te. Von Geen 
-Trol- 

ash and Frame Details 

Identical. 


WRITE FOR ILLUSTRATED CATALOG SHEETS c 


Outward. projectin 
casement open 90% 


BROAN MFG. CO., INC., 1673 N. Water St., Milwaukee 2, Wis. 
Please send free Broan Catalog of Exhaust Fans and Electric Heaters 


hoe GRAND RAPIDS HARDWARE CO 
ee GRAND RAPIDS 2, MICHIGAN 
CITY, crc nersstscnseeeateenceerevtacnntesnsesetes STATE NEW YORK -+° LOS ANGELES - CONN. 


DANBURY, 
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TRADE MARK 
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specify 


UTILITY’S 


NEW COUNTERFLOW 
FURNACES 


GAFFERS & SATTLER 
And OCCIDENTAL 
Automatic Gas Ranges 


UTILITY 
Furnaces e Air Conditioners 


a happier living family tree... Air Coolers e Water Heaters 


all branches of (uTiLITY) 


Let us send you full information on the complete 
Utility heating and wir conditioning line. 


UTILITY APPLIANCE CORP., Dept. HH-12 
4851 S. Alameda St. « Los Angeles 58, Calif. 


Please send me full information on: 
(J Utility Automatic Heating and Air Conditioning Equipment 
CJ Utility Cooling Equipment 


ia 
| 
Eg 
i 
a 
LJ Utility Automatic Gas Water Heaters B 
_ 
a 
= 
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NAME 
ADDRESS 
CITY ZONE STATE 


Qiaranteed' 


eating 


trees have names 


Who’s with the builder? He’s the architect. The man who 
will design the houses, the playground, maybe even the 
shopping center. 


Chances are one of his first thoughts on seeing this 
building site was “let’s save the trees. Let’s keep the 
beauty.” It’s his job to make this an attractive, comfortable, 
saleable community. The architect is part of the sales 
team ... and he knows that trees help sell. 


The trees are important. And so are the shingles, the 
bathrooms, the floors, the kitchens—everything in those 
houses he plans for under those trees. Trees have names. 
So do shingles, bathrooms, floors and kitchens. 


That's why, more than ever before, 


Names that mean just as much as maple, elm, or willow. 
Brand names. Brand names the future buyers of homes in 
this community will know, trust, and want. 


So, just as our architect knows that trees help sell, so 
does he know that brand names help sell. And he’ll use 
them in these houses. Brand names he (and Mrs. Jones, 
who may buy one of these houses) sees in Lire. For he 
knows that a great many people read LirE—more than 


-any other magazine. 


And he’s right. One single issue of LIFE reaches almost 
12,000,000 households or twenty-six and a half million 
people. 


LIFE) in this changing, building America 


helps make the sale! 
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Admiral Homes, Inc. 

Airtemp Division (Chrysler Corp.) 

Allis-Chalmers Manufacturing Co, 

Aluminum Window Manufacturers 

American Brass Co., The 

American Hardware Corp., The (P. & F. Corbin Division) 

American Houses, Inc. 

American Radiator Standard Sanitary Corp, (Plumbing & 
Heating Division) 

American Sisalkraft Corp. 

Andersen Corp. 

Armco Steel Corporation 

Armstrong Cork Co. 


Bakelite Corp. (Division of Union Carbide & Carbon 
Corp.) 

Beadex Sales, Inc. 

Bell & Gossett Co. 

Bennett-lreland, Ine. 

Bessler Disappearing Stairway Co., The 

Best Factory Built Homes, Inc., W. G. 

Blue Ridge Glass Division (Libby-Owens-Ford Glass Co.) 

Borg-Warner Corporation (/Hydraline Products Division) 

Breece Plywood, Inc. 

Broan Manufacturing Company 

Brown & Co., Inc., George C. 


Caloric Stove Corp. 

Chrysler Corporation (Airtemp Division) 

Cloud Oak Flooring Co, 

Colpaert Homes, Inc. 

Condensation Engineering Corp. 

Congoleum-Narin, Inc, 

Corbin Division, P. & F. (The American Hardware Corp.) 
Crane Co., H. W. 

Crawford Corp. 


Dexter Lock Co. (Subsidiary of National Brass Co.) 
Douglas Fir Plywood Association 

Dow Chemical Co., The 

Du Pont de Nemours & Co., E. I. 


Electromode Corp. 
Eljer Co. 

Empire Homes, Inc. 
E-Z Way Sales Co. 


Fabricon 

Fabrow Manufacturing Co. 

Fiddes-Moore & Co. 

Fleet of America 

Flush Wall Radio Company 

Ford Inc., Ivon R. 

Frigidaire Division (General Motors Corp.) 


Gates City Sash & Door Co. 

GBH-Way Homes, Ine. 

General Electric Co. 

General Motors Corp. (Frigidaire Division) 
Grand Rapids Hardware Co. 


Harbor Plywood Corporation 

Hardwood Plywood Institute 

Harnischfeger Corp. 

Heppner Sales Company 

Holcomb & Hoke Manufacturing Co., Inc. 

Homasote Co. 

House & Home 

Hydraline Products Division (Borg-Warner Corporation) 


Indiana Limestone Co., Inc. 
Inland Homes Corp. 
Inland Steel Co. 


Johns-Manville Corp. 


Kaiser Aluminum Company 

Kawneer > 

Keasbey & Mattison Co. 

Kelvinator Division (Nash-Kelvinator Corp.) 
Kennatrack Corp. 

Kentile, Ine. 

Keystone Steel & Wire Co. 

Kochton Plywood & Veneer Co., Inc. 

Knox Company 

Koven and Brothers, Inc., L. O. (Waterfilm Boilers, Inc.) 
Kwikset Locks, Inc. 


Lester Brothers, Inc. 

Libby-Owens-Ford Glass Co. (Blue Ridge Glass Division), 
Life 

Lincoln Homes Co. 
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Line Material Division (McGraw Electric Company). 
Linseed Oil Products Company 
Louy-r-Pak Company 


Maas & Waldstein Co. 

Majestic Co., The 

Malta Manufacturing Co, 
Manufactured Homes, Inc. 

Marsh Wall Products, Ine. 

Masonite Corp. 

May Homes, Cliff 

McKee Door Company 

McGraw Electric Company (Line Material Division) 
Metropolitan Homes, Inc. 

Midget Louver Co., The 

Midwest Homes, Ine. 
Minneapolis-Honeywell Regulator Co. 
Modern Homes Corp, 

Modular Homes, Inc. 

Monsanto Chemical Co. 

Morgan Co. 

Mueller Brass Co. 

Mueller Furnace Co., L. J. 


Nash-Kelvinator Corp. (Kelvinator Division) 
National Association of Home Builders 

National Brass Co. (Subsidiary of Dexter Lock Co.), 
National Electrical Manufacturers Association 
National Homes Corp. 


National Manufacturing Co. 
New Century Homes, Inc. 


Overhead Door Corp. 
Owens-Corning Fiberglas Corp. 


Parkay, Inc. 

Pacific Lumber Company, The 

Pease Woodwork Company 

Prefabricated Homes Manufacturers Institute 
Preway, Inc. 

Pryne & Co., Inc. 


Reynolds Metals Co. 

Reed Unit-Fans, Ine. 

Revco, Inc. 

Rheem Manufacturing Co. 
Richmond Homes, Inc. 
Richmond Radiator Company 
Roddis Plywood Corp. 

Rowe Manufacturing Co. 


Russell Co., The F, C. 


St. Paul & Tacoma Lumber Co. 

Samuel Stamping & Enameling Corp. 

Scholz, Inc. 

Southern Sash Sales & Supply Co. (Ualco Aluminum 
Windows) 

Sterling Hardware Manufacturing Co, 

Symons Clamp & Manufacturing Co. 

Swift Homes, Inc. 


Techbuilt, Ine. 
Thyer Manufacturing Co. 


Valco Aluminum Windows (Southern Sash Sales & Supply 
Co.) 

Union Carbide & Carbon Corp. (Bakelite Corp.) 

U.S. Plywood Corp. 

U.S. Steel Corporation 

U. S. Steel Homes, Inc. 

Utility Appliance Corporation 

Uvalde Rock Asphalt Co. 


Van Packer Corp. 


Wallace Co., William 

Wallpaper Council 

Waterfilm Boilers, Inc. (Division of L. O. Koven & Brothers, 
Inc.) 

Weakley Lumber Manufacturing Company 

West Coast Mills 

Western Lock Mfg. Co. 

Western Pine Association 

Westinghouse Electric Corp. 

Westwood Homes, Inc. 

Weyerhaeuser Sales Co. 

White Co., David 

Whitehouse Trucking, Inc. 

Williamson Heater Co., The 

Wood Conversion Co. 

Worthington Corporation 


Zegers, Inc, 


HOUSE & HOME 


here : 
WHISPER-QUIET OP- 
ERATION. Smooth- 
running compressor 
is hermetically sealed 
and shock-mounted. 
Vibration-free blower 
is permanently lubri- 
cated and dynami- 
cally balanced. Cera- 
mic-coated heat ex- 


changer muffles 
burner noise. 


ONE-POINT THERMOSTATIC CONTROL. Home- 
Owners can change from summer cooling to 
winter heating by flicking a switch and setting 
temperature wanted. No fiddling with dampers. 


DECEMBER 1954 


NING NEWS 


Nae 


a al 


The smallest year-round home 
air conditioner on the market! 


That’s right! The brand-new, 1954 
Worthington year-round air condi- 
tioner takes up less space than any 
other unit of the same capacity. It 
measures only 29” deep x 42” wide 
x 70” high, goes through a 30” 
door. 

It’s a completely modern forced- 
air heating and cooling unit; so good 
looking it can be installed in a play- 
room; so compact it can fit into a 
closet. We designed this unit for easy 
installation in any type of home. 

Home-owners have their choice of 


gas- or oil-fired heating. Either way, 
they get economical, balanced heat. 
And the hermetically sealed cooling 
unit has a five-year warranty. 
Take a long look at some of its 
“years ahead” features shown in the 
photos. Then see your nearest 
Worthington distributor for more 
facts and figures. Ask for our new 
folder, “What Every Builder Should 
Know”, C-1100-B54, or write 
Worthington Corporation, Air Con- 
ditioning and Refrigeration Division, 
Harrison, N.J. A.4.58 


WORTHINGTON 


——— 
= 


ZELDA 


Climate Engineers to Industry, Business and the Home 
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Building Poduets 


FOR RESIDENTIAL CONSTRUCTION 


MILCOR FURNACE PIPES, FORCED-AIR PIPES AND 


FITTINGS feature the famous Lock-Joint — snap 
together without rivets, screws, or special tools. 
Available in standardized units to fit all warm 


air heating and air conditioning systems 


MILCOR RAIN-CARRYING EQUIPMENT styles 
for every type of building. Strong and rigid enough 
to support ladders. Precision-made to fit together 


easily and quickly — to stay! 


MILCOR SUPER-EX CORNER BEAD protects plas- 
tered outside corners against impact, chipping, 
cracking. Patented design insures full plaster 


depth, straight and true corners. 


MILCOR CORNER-EX protects inside plastered 
corners from unsightly cracks. The only corner lath 
of its kind, it permits the neatest, truest, inside 


corner possible. 


MILCOR LOUVER VENTILATORS — styles for every 
home. Inexpensive, sturdy, well-made, Easy to 
install. 


MILCOR BUILDING CORNERS and other miscella- 
neous accessories offer you many chances to save 
on material, time, labor, 


ES ETL 


OFFER YOU 
3-WAY 
SAVINGS! 


_ & on materials 


= /* on time 
= 4 iy en labor 


Standardized, precision-made 


Milcor accessories cost you less, 


are easily and quickly installed, 
offer top quality 


Milcor Steel Building Products eliminate slow, expensive 
hand work — speed construction and save on labor costs. 
They are engineered to fit together easily and quickly on 
the job without special tools or special handling. 


What’s more, you get the top quality Milcor has always 
been famous for — quality that insures customer satisfac- 
tion. All Milcor products are precision-made and quality- 
controlled. You get the strength and durability of steel — 
plus rigidity and easy workability. 


The complete line of Milcor accessories gives you a wide 
selection to fit every job — offers you many ways to save 
material costs, time, and labor on your next homes. 


Get Milcor Steel Building Products from your dealer, or 
write the nearest office listed below. 


so 
<INLAND>STEEL PRODUCTS COMPANY 
Saye 
4077 W. BURNHAM STREET © MILWAUKEE 1, WISCONSIN 


BALTIMORE 5, MD., 5300 Pulaski Highway — BUFFALO 11, N. Y., 64 Rapin St. — 
CHICAGO 9, ILL., 4301 S. Western Blvd.—CINCINNATI 25, OHIO, 3240 Spring Grove Ave. 
—CLEVELAND 14, OHIO, 1541 E. 38th St.—DETROIT 2, MICH., 690 Amsterdam Ave.— 
KANSAS CITY 41,.M0., P. 0. Box 918 — LOS ANGELES 58, CALIF., 4807 E. 49th St. 
— NEW YORK 17, N. Y., 230 Park Ave. — ST. LOUIS 10, MO., 4215 Clayton Ave. 


Reg. U. S. Pat. Off, Baer 
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A SUBSIDIARY OF THE | MURRAY CORPORATION OF AMERICA 


Featured with reason by leading builders 


Why are Eljer fixtures featured in so 
many award-winning homes .. . in 
outstanding homes and developments 
... by alert builders everywhere? 

Leading builders are leaders because 
they have good reasons for building 
and equipping their homes as they do. 
They have four good reasons for featur- 
ing Eljer fixtures: 

Their choice of all three materials: 
iron, steel, china. 

Matching of materials, for style and 


color—color-matching a steel bath, for 
instance, with cast-iron lavatory and 
vitreous china toilet! 

Famous-name merchandising .. . 
the sales appeal of “Eljer plumbing 
fixtures throughout’’—even in kitchen 
and laundry; even including brass 
fittings! 

The advantages of one reliable source: 
greater confidence, better service. Write 
today for complete information: Eljer 
Co., Box 192, Ford City, Pa. 


Eljer for the kitchen, too! Now Eljer 
offers the builder a complete line of 
sink cabinets of the finest quality for 
both steel and iron sinks. This is one of 
the big pay-offs in “‘all-Eljer’’ flexibil- 
ity and one-source advantages. They’ re 
heavier; feature bigger drawers, imte- 
gral base, brass drawer runners! 


Sid Meee 


BE A NATIONAL HOMES BUILDER-DEALER.... 


and GO PLACES! 


© 1955, N. H.C. 


This big red truck symbolizes the organization 

that has produced more homes . . . and helped more 
builders to achieve success . . . than any other firm in 
America. Find out now what a National Homes 
dealership can mean to you. Turn to our special section 
in this issue for news about the greatest line of homes 


ever offered. Then write or wire for full particulars. 


See the Special 
NATIONAL HOMES! 
SECTION 


in this Issue ! 


al homes for 1955. 


NATIONAL HOMES CORPORATION LAFAYETTE, INDIANA HORSEHEADS, NEW YORK 


